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N. Y. Agents Complete 
Convention Program 
For Syracuse, May 3-5 


Commission Discussions and Local 
Board Forum Among Features; 
Sen. Brydges on Press Panel 


OTHER SPEAKERS NAMED 


Benisch, Smith, Brewer, Steiner, 
Barrell, Schepens, Ellis, Schwab 
and Thorn to Address Meeting 





Harry K. Lown of Batavia, conven- 
tion program chairman of the New York 
State Association of Insurance Agents, 
has announced that State Senator Karl 
W. Brydges will take part in the “Meet 
the Press” panel, a feature of the 77th 
annual convention of the association to 
be held at the Hotel Syracuse May 3-5. 

Senator Brydges represents New 
York’s 54th Senatorial District which 
comprises the county of Niagara and he 
has served continuously as Senator since 
1949. He is chairman of the Education 
Committee of the Senate and chairman 
of the Joint Legislative Committe on 
Mental Retardation. Senator Brydges 
also serves on such important_commit- 
tees as Finance, Judiciary and Codes. 

In addition to Senator Brydges the 
panel will include William S. Hults, Jr., 
Commissioner of Motor Vehicles; Thom- 
as Thacher, Superintendent of Insur- 
ance, and Porter Ellis, member of the 
executive committee of the National 
Association of Insurance Agents. 


Complete Program 


The complete program for the con- 
vention states that on Sunday, May 3, 
the state association executive commit- 
tee will meet in the morning, with the 
directors, local board officers and agency 
leaders meeting that afternoon, A past 
presidents’ dinner is scheduled for that 
evening. 

On Monday morning, May 4, the con- 
vention will open with President Herbert 
S. Brewer presiding. This session will 
be devoted to the local board forum, 
with Robert J. Stearns, Poughkeepsie, as 
moderator. 

_That afternoon Ivan Steiner, Jr., 
CPCU, president of the Ohio Associa- 
tion of Insurance Agents, will speak on 
changes in the agency system, Abner 
Benisch, CPCU, CLU, president of the 
New Jersey Chapter of CPCU, will talk 
on mergers, consolidations and purchases 
of agencies. Following presentation of 
the report of the administration by Pres- 
ident Brewer and of the report of Treas- 
rer Robert B. Douglass, there will be 
an “Information, Please” panel. Mod- 


(Continued on Page 27) 
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Southland Center 
Dedication Proves 
Big Dallas Event 


35 Million Dollar Office Building- 
Hotel Project; Has 42 
Story Tower 


CHARITY BALL A FEATURE 


Center’s Planning Began Five Years 
Ago; Southland has $1.250 
Billion in Force 











Dallas—The new $35 million Southland 
Center, which includes the Southland 
Life Tower, tallest office structure west 
of the Mississippi, and the new Sheraton- 
Dallas Hotel, were dedicated April 13 
by officials of Southland Life. There 
followed a series of events of social and 
entertainment nature which lasted three 
days in all, insurance men from all parts 
of the nation being among the guests. 
Governor Price of Texas was a speaker. 

Chairman of Southland Life is John 
W. Carpenter; president is Dan C. 
Williams; executive vice president and 
chairman of executive committee is Ben 
H. Carpenter; vice president is William 


H. Oswell, III. 
Five Years of Planning and Execution 


The executive committee of Southland 
Life acted as the building committee for 
the Center. Ben H. Carpenter was the 
chief planner and much of his 
during the past five years has 
spent in the Center’s creation. Mr. 
Oswell had the specific responsibility of 
executing the project, his task seeing 
that the board’s objective was carried 
out. Tremendous growth in recent years 
by Southland had made it necessary for 
the company to take steps to secure 
enlarged and more efficient home office 
facilities. Architects and engineers are 
Welton Becket and Associates, Los 
Angeles, with Mark Lemmon of Dallas 
as consultant architect. 


time 
been 


42-Story Tower 


Southland Center occupies 2% acres 
and the gross floor area of the project 
is 1,519,902 square feet. The 42-story 
Southland Life Tower rises 550 feet 
above street level and the five levels 
below the ground extend 55 feet down. 
An additional 32-story expansion tower 
is planned as an integral part of South- 
land Center. The Center is situated in 
the heart of a growing area of downtown 
Dallas. Banks, office buildings, depart- 
ment stores, restaurants, theaters, hotels, 
post office, city hall and the public 
library are all nearby neighbors. 

Religious dedication ceremonies were 
held on Sunday, April 12, with Rabbi 
Levi A. Olan, Dr. William M. Elliot and 
Monsignor William F. O’Brien partici- 
pating and music by the choir of the 
First Methodist Church. John W. Car- 
penter, Dan Williams and Ben H. 
Carpenter presided. 


(Continued on Page 8) 
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President's Trophy 
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The Massachusetts Mutual President’s Trophy for the agency 
most outstanding all-around performance by any of our 
agencies during 1958 has been awarded to Robert L. 
Woods, C.L.U., General Agent, and his Los Angeles 
Agency associates. They earned the same distinction in 


1955 and 1956. 


With ordinary sales of $45,607,000 in 1958, Los Angeles 
exceeded the previous all-time high annual production of 
any agency of the Company. In addition, group life sales 
amounted to $30,382,000, making a grand total of 
$75,989,000 for the year. 
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Forty-three members of the agency qualified for the 
Massachusetts Mutual Leaders Club. Thirty-two first 
and second year men sold $11,629,000 in 1958, or 25.5% 


of the agency’s total. 
The Atlanta, Rochester, New York-Steinberg and St. 


Louis agencies won Honorable Mention for their outstand- 
ing achievements in the keen competition for leadership. 
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John Hancock Leaders 


Convene 


in Three 


Meetings 





Top Invention Since 
Log Became A Wheel 


ELLIOTT DEFINES INSURANCE 





Most Exciting Exhibit of Human Ingen- 
uity for Altering Catastrophic 
ffects 





White Sulphur Springs—In its power 
to free the human being from the impact 
of disaster in many forms, life insurance 
is the most exciting invention of human 
ingenuity since the log became a wheel. 
It is the marvelous, ingenious, realistic 
and practical way which the institution of 
life insurance in its modern form has 
found to alter the normal effect of time 
and catastrophe, 

This tribute was paid here by Byron 
K. Elliott, president of John Hancock, 
in addressing the company’s general 
agency leaders. 


Man’s Social Evaluation 


Calling life insurance the provision of 
a ceaseless stream of capital for the 
whole free enterprise system, Judge 
‘Elliott said it is the largest single pool 
of capital in the nation. Yet, he believed 
that it is the non-economic factors that 
are likely to be the most powerful instru- 
ments of economic development. 

In this area of time, he continued, 
physical evolution is of little importance. 
The true symbol of man’s social evalua- 
tion is his stature. Although his physical 
development was the product of millions 
of years of gradual change the anthro- 
pologists cannot set the exact date when 
such development was first outpassed by 
‘man’s social evolution. They know that 
it was only a brief time comparatively 
although a matter of thousands of years. 
And they do recognize and understand 
that the turning point came when man 
learned to talk. 

“Here is a tremendously vital indus- 
try,” he said, “that revolves completely 
around the simple fact of family ties— 
the recognized moral obligation and the 
inherent desire of the individual to pro- 
vide security and independence for those 
he loves. Out of this expression of indi- 
vidual responsibility and compassion have 
grown the vast resources of the life in- 
surance industry, which in turn have 
gtown to be an essential part of our 
total national venture.” 

Noting that over 80% of all the prop- 
erty of decedents left in the United 
States consists of life insurance, Judge 
Elliott said that men and women in the 
pie insurance industry can be proud of 
the job they do as the creators and 
fonservators of individual security. 





Elect Plante President 


| George H. Plante, new president of 
John Hancock General Agents Asso- 
fiation and general agent in Cleveland, 
% native of Worcester, Mass., where 





€ attended Classical High School there 
end University of Detroit’s commercial 
and finance college. Since 1944 he has 
fen a life and qualifving member of 
Million Dollar Round Table. In addi- 
fon to other insurance organization ac- 
juities he is a member of the Cleveland 
Analysis Association. 
rg Plante joined John Hancock in 
bad 1939, after being with another 
wy 13 years. Starting as an agency 
raga he became co-general agent 
ek eee 1949 sole _ general 
NA re is a national committeeman 
NALU. He belongs to Chagrin Valley 
righ Club and Midday Club of Cleve- 
i also, the Cleveland Estate Analysis 
sociation. Mr. and Mrs. Plante have 
0 daughters, 17 and 16, 





John Hancock had three large conventions of agency leaders within a short 
time of each other, two being in the Greenbrier at White Sulphur Springs 
and the third at Hollywood Beach Hotel in Florida. The two West Virginia 
conventions were of leaders from general agencies. The Florida convention 
was attended by leaders from district agencies. 


Leaders in John Hancock 


Gen’! Agencies at Meetings 


White Sulphur Springs—More than 
500 members of the John Hancock’s 
general agency division qualified to at- 
tend the 21st agency leaders meetings at 
Greenbrier. The company has 85 gen- 
eral agencies. Their total for 1958 topped 
$1,215,000,000 

In commenting on this record Vice 
President R. Radcliffe Massey said he 
felt sure the year ahead should show 
even greater gains. “The economy has 
recovered both vigorously and broadly,” 
he said, “and with our new policies and 
improved underwriting procedures all 
this should aid the field force in reach- 
ing higher executives.” 

Erickson Led Agencies 


Edwin R. Erickson agency, Buffalo, led 
all other general agencies in Ordinary 
volume last year with $30 million, a $9 
million increase over the previous year. 
Robert P. Pitcher agency, Boston, was 
second followed closely by Bean & Jones, 
Chicago. 

Aided by an impressive Group life 
volume, the Howard J. Riordan agency, 
Washington, D. C., took top honors in 


total production with $125 million in 
credits. In personal health insurance the 
Erickson agency in Buffalo led. 


Named as leading agents for the year 
were Reed W. Davis, Portland, Maine 
(total lives), Ralph H. Grills, Denver 
(Ordinary lives among first-year agents), 
Herbert Schiff, New York (personal 
health premiums), Willis E. Davis, 
Louisville (Ordinary volume), John Zima, 
Washington (total volume and _ total 
premiums), Harry Potash, New York 
(Ordinary premiums), and Andrew N. 
Davis, Jr., Baltimore (Ordinary lives). 

One of the featured speakers was 
William J. Bird, executive vice president, 
Greater Boston Chamber of Commerce. 

Numerous maxims for success were re- 
lated by outstanding agents. In a speech 
entitled, “The Million Dollar Round 
Table—100 Lives or More,” Edward G. 
Thomas, Denver agent, emphasized the 
conviction that “the many-lives route is 
the logical way, the most direct road 
to the MDRT destination.” Reinforcing 
his “strength in numbers” theory, Mr. 
Thomas compared studies of the “quick- 
qualifier” with a man who reached the 
million dollar producer status from 10 
to 15 years after starting in the business. 


600 District Agency 
Leaders at Florida Meet 


Hollywood Beach—Frank B. Maher, 
vice president in charge of district agen- 
cies of John Hancock, told the annual 
meeting of the President’s Club meeting 
of the company that the district agency 
organization made an increase of 27.7% 
over 1957 figures. It sold a record total 
of more than $2 billion new paid-for 
individual insurance, 

Attending the convention were 600 
district agency leaders. While at Holly- 
wood Beach the district agency field 
force presented to President Elliott a 
special writing of $513 million accom- 
plished during the first 13 weeks of 1959. 

Twenty-seven members of the district 
agency organization produced more than 
a million of Ordinary paid-for insurance 
during the year. Fifty-four produced 
between $750,000 and $950,000. Another 
17 members of the district agencies had 
more than $1 million in aggregate sales 
credits. 

Richard Sherman of Flatbush, N. Y., 
whose new  paid-for Ordinary sales 
amounted to $2,248,000 during the year, 
was named the company’s leading district 
agent. Alfred Martin, also of Flatbush, 
runner-up, had credits of more than 
$2,000,000. The Yonkers district office 
under John F. Meehan, won the Presi- 
dent’s trophy for leading all other dis- 
trict offices. Among other leaders are 
Nicholas R. Montalto, Flushing; James 
A. Mullin, Tremont, N. Y., office; John 
P. Hennessey, manager of Eastern New 
York, New Jersey and Connecticut 
region; and Leroy Branton, Jr., St. 
Petersburg. 

Among speakers at Hollywood Beach 
were George B. Thompson, Jr., vice 
president, who presided over opening 
session; Max Levison, Paterson, N. J., 
district manager, who addressed a CLU- 
LUTC breakfast session chairman of 
which was Edwin P. Gunn, director of 
field training. Leonard Vacchiolla and 
Raymond S. Kelley, regional directors, 
were chairmen at business sessions, 





“Of the samples studied, 66% made the 
Round Table during the first 10 years,” 
he commented. “And 40% of this group 
averaged 150 lives by their sixth year. 
Men who took from seven to nine years 
could have done so from two to three 
years earlier if they had produced ‘lives’ 
in line with earlier qualifying groups. 
While men who qualified from ten to 
fourteen years after being in the business 
could have qualified in the sixth year 
had they produced the 150 lives shown 
by the earlier qualifier.” 





Byron K. Elliott (third left) president of John Hancock, congratulates General 
Agent George H. Plante, Cleveland (third right), on his election as president of 
the Hancock General Agents Association. Other new officers of the association 
are Edward E. Beason, Birmingham (left) first vice president; William F. Grace, 
New Orleans (second left) second vice president; William B. Hoyer, Columbus, 
(second right), treasurer; and Harold G. Pratt, New York (right) secretary. 


Florida Growing Fast 
Elliott Tells Leaders 


HANCOCK PORTFOLiO THERE 





Invests in Utilities, “Aviation, Oil, 
Municipals; Company’s Larger Mort- 
gage Account; Agencies Expand 





Hollywood Beach, Fla:—Calling Florida 
one of the fastest growing states, Byron 
K. Elliott, John Hancock president, told 
the nationwide district leaders that the 
company has quadrupled its investments 
in the state since 1950. More than 51% 
of the company’s total investments of 
$140 million in the state is in the form 
of bonds and stocks of leading Florida 
industries, municipalities, utilities and 
railroads. Approximately 40% is in the 
form of mortgage loans and real estate 

“In the Miami area alone,” he re- 
ported, “John Hancock mortgage invest- 
ments include loans totalling more than 
22 million on nearly 22,400 properties, 
including homes, apartment houses, office 
buildings, medical buildings, motels and 
industrial facilities. John Hancock has 
increased its city mortgage investments 
in the state 573% since the beginning of 
the present decade. 

President Elliott in calling Florida a 
state making unusual progress also said 
its long-term population growth is one 
of steadiest in the nation. Such growth 
produces compelling need in many areas 
for new homes and highways, municipal 
modernization and expansion and_in- 
creased industrial and agricultural out- 
put. 

In John Hancock investment portfolio 


are such names as Florida Power & 
Light, Houston Gas & Oil, Seaboard 
Air Line, Southern Railway, Florida 


Power Co. and such major municipalities 
as Miami, Tampa, St. Petersburg, Jack 
sonville, Pensacola, and Gulfport. 


Hancock’s Florida Insurance 


John Hancock’s total insurance in 
force in Florida soared from $45 million 
at the end of 1950 to $281 million at the 
close of 1958. The company began oper- 
ations in the state with opening of a 
general agency in Jacksonville in 1934, 
opened general agencies in Miami and 
Jacksonville in 1956 and in Tampa in 
1957. Its 1958 paid-for Ordinary volume 
was $12,500,000. 

The company opened six district agen 
cies in Florida since 1955. They are in 
Miami, Tampa, Jacksonville, St. Peters- 
burg, Ft. Lauderdale and Orlando. Total 
insurance in force in these district agen- 
cies is approximately $52 million, 





Good Start by Hancock’s 


Personal Health Insurance 
White Sulphur Springs—Robert W. 
Carey, director of personal health in- 
surance for John Hancock, told that 
company’s general agency leaders that 
in the first complete calendar .year of 
1958 a total of 30,000 applications and 
$2,500,000 in annualized premiums were 
reported. As this program had. its in- 
ception in 1957 Mr. Carey thought a good 
start had been made. .The company’s 
income policies are non-cancellable and 
guaranteed renewable and its medical 
policies, hospital-and major medical ex- 
pense contracts are on a guaranteed re- 
newable basis. 

“A study of a’sampling of our in-force 
major medical cases shows that about 
70% sof the people who purchased our 
policies*have some form of basic medical 
coverage,” Mr. Carey noted... “The same 
survey shows that its major’ medical 
policiés are not being sold to “persons 
in the higher income brackets only, since 
about 54% of the families insured had 
an income of less than $10,000, and its 
hospital and major medical policies 
represent about 75% of the personal 
health business it is issuing. 

“Since our inauguration of the personal 

(Continued on Page 4) 
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' Hancock’s New “‘Signature Series’’ 
Influenced by Larger Sized Policies it has Issued Since 1954 


John Hancock’s extensive revision of 
its Ordinary insurance program, [these 
contracts the company calling its “Signa- 
ture Series,”] was reviewed at the White 
Sulphur Springs convention by R. Rad- 
cliffe Massey and George Vinsonhaler 
and some other members of the general 
agencies’ department staff. 

President Byron K. Elliott has called 
the new program one of most advanced 
ever undertaken by the company. A 
broad revision of the Ordinary insurance 
program had taken place in 1954 at 
which time the company gave recognition 
to the fact that the cost of administra- 
tion is in large measure dependent on 
the number of policies issued rather than 
the face amount of the policy. As the 
average size of policy issued by the 
company has greatly increased since then 
the 1959 program gives further recogni- 
tion to this fact. 

Larger Sized Amounts 


Under the new program, John Han- 
cock’s Multiple Protection policies, 
previously issued in amounts up to $2,- 
999, will be issued up to and including 
$5,000. 

The company’s Select Ordinary Series, 
previously issued in amounts of $3,000 
and over, will now be issued in amounts 
of $5,000 and over. Different premium 
rates per thousand, on a sliding scale, 
will apply for policies issued in the fol- 
lowing amount categories: (a) $5,000 to 
$9,999, (b) $10,000 to $24,999, and (c) 
$25,000 and over. 

Preferred Risk policies, currently is- 
sued for amounts of $7,500 or more, will 
be issued for amounts of $10,000 or 





Personal Health Insurance 


(Continued from Page 3) 


health policies the portfolio has been 
improved with the addition of a hospital 
expense plan which provides for continu- 
ation of benefits for lifetime, after age 
65,” Mr, Carey continued. “The majority 
of our hospital expense applications are 
for the broader Lifetime plan rather 
than for the ‘To Age 65’ plan.” 








John F. Meehan (center) Yonkers dis- 
trict manager for John Hancock, receives 
the President’s trophy from Byron K. 
Elliott, president of the company. The 
Yonkers organization ranked first among 
the company’s 222 district agencies during 
1958. Looking on is Frank B. Maher 
(right), vice president in charge of 
district agency organization. 


more. Current premium rates will apply 
for amounts up to $24,999, with lower 
rates applicable to policies above $25,- 
000. 


New rates on individual annuities are 
also incorporated in the new program. 

Policy forms in the Signature Series 
will have approximately 20% fewer words 
than earlier policies, and the contract 
has been reduced to a more convenient 
dimension of 8% x 11 inches, with a table 
of contents on the outside cover to facil- 
itate locating specific provisions. 
Wherever possible, simplified wording, 
designed for understanding by those 
unfamiliar with technical terminology, 
has been utilized. These changes will 
also enable the policies to be issued 
with greater speed. 


Policies on Women 


New policy plans in the Series include 
a Women’s Income Builder to be avail- 
able for women in the amount of 
$10,000 or more, with different premium 
rates applicable for policies of $25,000 
and over. 

Basically, the Women’s Income Build- 
er is a Life Paid-Up at Age 60 policy. 
having the same nonforfeiture values and 
dividends as those issued to male lives, 
but with a lower premium rate. Certain 
provisions allow for conversion to an 
endowment policy or for purchase of 
an annuity, at reduced rates, at the time 
the policy matures. 

John Hancock has also introduced 
two new family plans in the Series. In 
addition, adjustments are being made 
in settlement options available under 
Retirement Income policies, which will 
be reflected in improved benefits and 
nonforfeiture values. 

Other features of the Series include: 
(1) an Insurance of Insurability option 
that guarantees the availability of addi- 
tional insurance protection on certain 
future dates; (2) a Return of Premiums 
benefit, providing for a refund ofall 
premiums in addition to the sum insured, 
if the insured dies within a certain 
period; and (3) expansion of the Acci- 
dental Death Benefit to include triple 
indemnity for accidental death on pub- 
lic transportation. 





LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 
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A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company and Pension Problems 


11 West 42nd St., New York 36 
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Brooklyn General Agent 
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your first year. 


commission agreement. 


93 Nassau Street 





EXECUTIVE 
$20,000 Plus and Florida Too! 


Wouldn’t you like to have the “production job of your 
dreams” in delightful Florida environment, associated with an 
organization nationally acknowledged to be one of the most 
successful in its field? With established offices in the state, this 
organization represents an outstanding American life insurance 
company with over $4,500,000,000 of insurance in force. 


Such an opportunity is now open for an ambitious 
executive (age no factor) with managerial know-how 
and a proven record of accomplishment. 


You must be able to select and employ sales personnel of 
supervisory calibre and to direct their activities, 


Your compensation will be determined under a salary-bonus 
contract that must enable you to earn a minimum of $20,000 in 


The supervisory personnel that you employ will be 
compensated under an unusually attractive salary- 


Write fully about yourself to 


Box 2695 
THE EASTERN UNDERWRITER 


New York 38, N. Y. 























Hendricks, Calvert and 
Alberding in New Post 


New appointments and promotions } 
the district agency department of Joh 
Hancock are announced by Frank } 
Maher, vice president. 

Russell Alberding joined the deparif 
ment staff as training specialist in div 
sion of marketing management; Heny 
P. Hendricks, Jr., is supervisor of fi 
training in the Southeastern region; a 
Raymond Calvert, was transferred to ti 
Eastern New York, New Jersey a 
Connecticut region as regional supe 
visor-administration. a 

An honor graduate of New York Ut 
versity, School of Commerce 2 
Finance, Mr. Alberding has done graé 
uate work in the University’s School 
Arts and Science as well as at Foti 
ham University. For the past five yeaf 
he has been assistant manager in perso! 
nel division of American Manageme 
Association as well as director of visi 
education of AMA, 

Mr. Hendricks, joining Hancock as 4 
agent in 1950, was appointed assistal 
district manager in 1955, a position } 
has held until his current promot 
A graduate of the home office schi 
for assistant district managers, he 
preparing for his Chartered Life Undet 
writer designation. — 

Mr. Calvert has been supervisor ! 
field training in Southeastern region. 


AMERICAN UNITED MANAGER 

Floyd E. Griffith, Jr. has been 4 
pointed American United Life’s agem 
manager in Kalamazoo, Mich. 
Griffith has been in the industry ° 
years as agent and district manager. 
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INTRODUCING 
MAN OVAC 


= CAL 
MECHAN? 





“Tf you think he knows all the answers, 
you ought to talk to my Provident Mutual man!” 


Provident Mutual actively encourages and assists 
its Career Agents to complete L.U.T.C. and 
C.L.U. courses. Provident Mutual also offers a 
continuing program of Company schools and semi- 
nars ranging from basics right up to supervisory 
and management levels; comprehensive field and 
Home Office training; the counsel of advanced un- 


derwriting specialists ; the facilities of a specialized 
Personal Planning Service. 


In these and many other ways, Provident Mutual 
helps make the Career Agent a man whose value 
to his customers, to his Company—and to himself 
—is constantly “‘on the grow.” 


Provident Mutual 


Life Insurance Company of Philadelphia 




















Page 6 
















U 


NDERWRITER 






2 deena A 


April 17, 1959 








Julian Schweizer 





Your clients are entitled to the finest 
in life insurance protection, at low cost, 
CUSTOM-TAILORED to fit their needs. 
Whether it’s term or permanent—indi- 
vidual or group—let us tell you about 
CANADA LIFE’S wide range of plans. 
The rates are low and they’re easy-to- 
sell. Why not give me a ring today? 
JULIAN SCHWEIZER, Agency Manager 


MATT JAFFE 


ASSOCIATES, LTD. 


431 5th Ave., N. Y. C. MU. 4-5779 


General Agents 


” Canapa LIFE 


Hlesurance Company 








R. A. McIver, 63, Dies; 
Washington Nat’l Actuary 


Rosswel A. McIver, 63, died at his desk 
in Washington National’s home office, 
Evanston, Ill. He was 34-year veteran in 
that company’s actuarial division. 

A graduate of University of Michigan 
in 1920, Mr. McIver saw World War I 
Army service in Archangel, Russia, 
above the Arctic circle, 

After serving as assistant actuary with 
the National Council on Workmen’s 
Compensation in New York and as as- 
sistant actuary for the American Na- 
tional of Galveston, he joined Washing- 
ton National in 1924. There he served 
as actuary of the weekly premium actu- 
arial division. 

A member of the Chicago Actuarial 
Club, and fellow of the Life Office Man- 
agement Association Institute, Mr. Mc- 
Iver instructed many of the LOMA 
courses held in the Washington National 
home office. 





State Mutual Names Daly, 


Gonzalez in Puerto Rico 


State Mutual Life has appointed Ro- 
berto M. Gonzalez resident manager of 
a new agency established in San Juan, 
Puerto Rico, and has made Carroll a; 
Daly manager of a new Group office 
to be opened there. 

Native of San Juan, Mr. Gonzalez 
attended University of Puerto Rico in 
1940. and subsequently served more than 
five years in the U. S. Army. He has 
been in the insurance business in San 
Juan since 1946, when he became claim 
manager in Puerto Rico for American 
Employers Insurance Co. of Boston. 
He later served as manager of the 
Puerto Rican Claim Department for The 
Travelers and then became life manager 
for that company in Puerto Rico. He 
has for many years been a substantial 
personal producer, 

Mr. Daly, an Army veteran of World 
War II, is a graduate of Adelphi College, 
Garden City, N. Y. He entered life in- 
surance in 1951 as a Group representa- 
tive for Connecticut General Life. For 
two years he was a Group representative 
for New York Life in Birmingham. Since 
1955, he has been district supervisor in 
Memphis, for the Group department of 
Provident Life and Accident. 





William F. Kelly Agency 
Reports Record Production 


William F. Kelly, manager of the New 
York Mid-Town Brokerage Agency of 
Phoenix Mutual Life, with offices in the 
Chrysler Building, announced a record 
production of $132,757 in Ordinary life 
premiums for the first quarter of this 
year. March was high month with pre- 
mium writings at $57,006. January was 
second with $46,170, followed by Febru- 
ary with $29,581. These premiums are 
exclusive of Group and accident and 
health lines. Mr. Kelly expects his 
agency's annual premiums to exceed 
the $600,000 mark. 

A business life insurance specialist, 
Mr. Kelly said that the first quarter pro- 
duction included an “astounding number 
of corporate split-dollar cases, many of 
which are tied together with deferred 
compensation agreements.” 

The Kelly Agency is the company lead- 
er, country-wide, in brokerage produc- 
tion, Assisting Mr. Kelly in the agency’s 
operation is Dan Kenlon and John Foley, 
who is a Group specialist. 





Northeastern Names Roth 

Arthur H, Roth has been appointed 
regional superintendent of agencies in 
upstate New York for Northeastern Life 
of New York, Delbert Dumont, vice pres- 
ident and director of agencies, an- 
nounced. Mr. Roth has had over eight 
years of experience as a life insurance 
agent and agency manager. Prior to his 
association with Northeastern Life, he 
was director of agencies for Eastern 
Casualty Co. 





Colonial’s Family Policy 

Introduction of a new 15 year family 
security policy was announced by Col- 
onial Life. The new plan is a special de- 
creasing term contract and is ideal for 
mortgage life insurance, 

Premium payments for the new con- 
tract are made for a period of only nine 
years. The outstanding amount of 
insurance may be converted to a per- 
manent plan within eight years from 
the issue date. It is available from ages 
18-55 inclusive. Colonial offers similar 
protection on a 20 and 25 year basis, 
now available. to, age 50 and 45 respect- 
fully. 


Berkshire General Agent 





W. L. PALMER, JR. 


W. L. Palmer, Jr. has been appointed 
general agent for Berkshire Life at 
Worcester, Mass. He succeeds Joseph 
P. Burns, who retired from 
field management. 

Mr. Palmer is a graduate of Holy 
Cross College and served with the 
Marine Corps during World War II and 
the Korean conflict. He was a manufac- 
turer’s sales representative before enter- 
ing the life insurance business as a 
special agent for Prudential in Worcester 
in 1955. The same year he received the 
Silver Paul Revere bowl award for 4th 
place National Award in accident and 
sickness sales. In 1956, he was named 
assistant agency manager for Prudential. 


recently 





ASSIST. BROKERAGE MANAGER 
Robert E. Wilson has been appointed 
assistant brokerage manager in the Phil- 
adelphia branch office of Occidental Life 
of California. He joins Occidental after 
representing John Hancock in the Phil- 
adelphia area since the fall of 1957. 
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“You should have vested interests for 
- yourself and your heirs.” * 
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Why notinvestigate NOW one of the most talked about companies in America 
and learn the startling facts about Democracy in action—through the out- 
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General Offices: ALL AMERICAN BUILDING, 


standing contracts and policies of All American Life & Casualty Company. 


WRITE: 
Mr. E. E. Ballard, President, All American 
Life & Casualty Company. All American 
Building, 505 Park Place, Park Ridge, Illinois. 





»AMERICAN 


OMY) aNG CHICAGO, ILLINOIS 


PARK RIDGE, ILLINOIS 
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LIFE-ACCIDENT OPENINGS | 


Positions available in all areas of the 
country. Currently the selection is 
extensive in the following categories: 
GROUP UNDERWRITERS, A. & H. 
SALES DIRECTORS, ASSOCIATE AC. 
TUARIES and CONTROLLERS.  In- 
quiries about our service are invited— 
no contracts to sign, lengthy forms to 
complete and confidential handling of 
all applications are features of our 
service that clients tell us they appre- 
ciate. 

A POSTAL CARD WILL BRING 
“HOW WE OPERATE". No obligation 


to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 

















Graded Premiums Adopted 
By State Mutual Life 


The adoption of premium rates graded 
by policy size for its individual life 
policies is announced by State Mutu 
Life. Premium rates will be lower per 
thousand for basic policies with face 
amounts of $10,000 to $24,999 inclusive, 
and still lower rate per thousand _for 
basic policies with face amounts of $23; 
000 or more, - 

Other type contracts such _as Family, 
Parent and Children, and Single Pre. 
mium Life and Endowment policies art 
also now eligible for appropriate pre 
mium reduction by policy size. Special 
class extra premiums and premiums for 
all supplemental benefits, however, re- 
ceive no reduction because of policy 
size. ; 

An appropriate dividend adjustment 
will be made for existing business to 
allow for the size of policy, effective with 
dividends due and payable on or after 
January 1, 1960. : 
~ Consistent with the company’s practice 
of making benefits retroactive whenever 
possible, automatic convertible term ani 
five-year renewable convertible _ tem 
policies for $10,000 or over, in force 
on April 1, 1959, will automatically re 
ceive the new rates upon conversion ¢t 
renewal. 


McCaw Dallas Manager 
For Life Co. of N. A 


C. L. McCaw, Jr. has been appointed 
manager of the Dallas service office 0! 
Life Insurance Co. of North Americ, 
it is announced by Leland T. Waggoner, 
CLU, sales vice president. Mr. McCas 
is associated with Alfred H. Benjamm 
and Overton W. Houston, managers !! 
Dallas for Indemnity Insurance Co. 0 
North America and Insurance Co, # 
North America respectively. ; 

A graduate of Baylor University, Mr 
McCaw joined Life Insurance Compatt 
of North America in 1958 as_assistat! 
manager of the Dallas Agency. He fis! 
entered the life insurance business ! 
1950 as a personal producer in Dallas 
for Guardian Life Insurance Company 
He was appointed brokerage manager 10! 
Guardian Life in 1957. 





Director Prudential Lab. 


Dr. Raymond Jonnard has been matt 
director of laboratory in the medic 
department of The Prudential, succeet 
ing Dr. Walter C. Hausheer, who t 
cently retired. ee 

Prior to his joining Prudential in 1% 
Dr. Jonnard was clinical pathologist 2 
assistant director of the laboratory # 
Paterson General Hospital. He holds é 
doctor of science degree from the Unt 
versity of Paris. He was awarded go 
medals by the French Government ® 
two World’s Fairs for his work # 
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Colonial Branch Office 
Managers Honor R. B. Evans 





RICHARD B. EVANS 


Richard B. Evans, president of Col- 
onial Life of America, was honored re- 
cently at the annual branch office man- 
agers’ dinner hheld at the Savoy-Hilton 
Hotel, New York. Mr. Evans was pre- 
sented with a gift and a testimonial book 
containing the results of a three-month 
production effort in honor of his 25th 
anniversary with Colonial. The hand 


illuminated leather-bound book contains 
company achievements during this spe- 
cial effort period, which ran for the 
last quarter of 1958. 

During the campaign the combination 
agency force of 38 branches established 
the greatest sales record in Colonial’s 
history, with quarterly placements total- 
ing $21,491,500. In ratio to the previous 
high quarter established in 1957, the 
quarterly increase was 182% with Ordi- 
nary placements up 131%. During a 
single week of the campaign a new rec- 
ord was established by the submission 
of $2,830,656 of new business. Many 
other favorable records were made. 

State chairman for the “Effort for 
Evans” were three retired Colonial 
branch managers, Christy F. Aicher, 
Marvin W. Ayres, and Walter F, Burke. 
The testimonial book contained the sig- 
natures of the committee and of the 25% 
of the field force who led in sales dur- 
ing the period. It was designed to serve 
as a visual expression of the esteem with 
which Mr. Evans is regarded by every 
representative of the company. 

Mr. Evans began his association with 
Colonial Life in 1933 and became its 
president in May, 1945. Under his leader- 
ship the company has grown, both in 
reputation and in size, having just passed 
the important milestone of one half bil- 
lion dollars of insurance in force. 





Sarhatt Lansing Manager 


Robert E. Sarhatt has been appointed 

Manager of the Lansing, Mich. agency 
of State Mutual Life. A native of 
Flint and 1950 graduate of Michigan 
tate University, he joined the Lansing 
agency in 1955 as an agent. As an out- 
standing personal producer, he was a 
member of the State Mutual President’s 
lub for the last three years, won the 
Lansing agency’s leadership plaque for 
1957, led the entire company in Sickness 
& Accident production in 1957, and led 
'S agency in production last year. 

A“ past president of the Lansing Sales 
« Advertising Club, Mr. Sarhatt was a 
rection leader in the Community Chest 
ive in 1958, and is a member of the 
ansing Life Underwriters Association. 
bed was recently appointed an advisor 
= the Michigan State University Chap- 
tr of Sigma Nu Fraternity. 


State Mutual Life Reports 
Large 1st Quarter Gains 


Sales results in all three product lines 
of the State Mutual Life of America 
showed sizeable gains in the first quar- 
ter of 1959, President H. Ladd Plumley 
has announced. 

The largest percentage increase for the 
quarter was recorded by sales of the 
firm’s individual non-cancellable sickness 
and accident policies which were 78% 
ahead of the corresponding period a year 


ago. March was the best S. & A. month 
in the company’s history, topping the 
previous high set in December 1958, It 
was also the 16th consecutive month in 
which new S. & A. premiums have set 
a company record. 

Annualized new business premiums for 
the quarter from State Mutual’s Group 
insurance operations were 33% ahead of 
1958 figures, and 70% above 1957. 

The company’s sales of individual life 
insurance policies were 5% ahead of 1958 
levels. State Mutual has added 108 full- 
time career agents to its national sales 
force since the beginning of this year. 


FIRST COLONY MANAGER 
William H. Romack, Jr., CLU, will 
manage the new agency offices in Silver 
Spring, Md., for First Colony Life, 
Lynchburg, Va. Meade McMillen, CLU, 
company executive vice president and 
director of agencies announced the ap- 
pointment of Mr. Romack and the open- 
ing of the new Eig Building offices. 
Mr. Romack has served as director of 
sales for Equity Annuity Life in Wash- 
ington, D. C., prior to joining First 
Colony Life. 




















Cie 


George Washington spent his 
boyhood years on Ferry Farm near 
Fredericksburg, Virginia. A born 
horseman, he soon became 
recognized as a skilled equestrian 
in a nation where horsemanship 
was part of everyday life. 


This reproduction is one in a series of eleven original oil paintings 


by Walter Haskell Hinton which portray little-known events in the life 


of our Country's first president, George Washington. 


A booklet containing full-color reproductions of all eleven 


paintings is available upon request. In addition, we hope you will 


visit us and view the original paintings which hang in our 


Home Office gallery. 


ashington. National 


INSURANCE COMPANY 
EVANSTON, ILLINOIS 


LIFE 
ACCIDENT ¢ SICKNESS 
GROUP MEDICAL 
HOSPITAL ¢ SURGICAL 


ARCHITECT'S SKETCH OF OUR NEW HOME OFFICE BUILDING 
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Re Southland Center 


(Continued from Page 1) 


Ribbon-cutting ceremonies for South- 
Jand took place on April 13 at the South- 
land Plaza entrance to the Tower. Mrs. 
John W. Carpenter cut the ribbon signi- 
fying the formal opening. A similar 
event took place at the hotel. 


1,400 Business Men at Lunch 


Following the ribbon cutting cere- 








JOHN WILLIAM CARPENTER 


monies, a luncheon for 1,400 business 
people was held in the hotel’s grand 
ballroom and a luncheon featuring a 
fashion show took place for out of town 


DAN C. WILLIAMS 


insurance women visitors at another 
room in the hotel. 

Another feature of the week was the 
first regional Space Age Forum of the 
Southwest, which was held under the 
auspices of the University of Texas. It 
was moderated by Dr. Logan Wilson, 
University of Texas president. Taking 
part were leaders in the fields of edu- 
cation, science and government. 

Southland Plaza is destined to become 
one of the most popular relaxation spots 
in the city. A three-quarter acre plot, 
it is landscaped with trees, shrubs and 
seasonal plantings grouped around a 
distinctive sculptured metal screen and 
two reflecting pools. Benches are in 
place along the promenade cross-walk 
that leads from the Southland: Life Tower 
to the Sheraton-Dallas Hotel: 


Charity Ball a Feature 


The social end of the program began 
on April 11 with a $100-a-Plate charity 





Mass. Mutual In Alaska 

Massachusetts Mutual Life has been 
authorized to do business in Alaska. The 
company is now in all 50 states, District 
of Columbia and Canada. 





ball in the Sheraton-Dallas Hotel. The 
the Junior 


affair was sponsored by 
League for benefit of Southwestern 
Medical Foundation and the Junior 


League Community Service Trust Fund. 
Eight hundred prominent Texans and 
some from out of the state, including 
Hollywood stars of radio, television and 
motion pictures, danced to the music 
of outstanding orchestras. An _ entire 
floor show from Royal Hawaiian Hotel 
at Waikiki Beach was imported for the 
occasion, 


Southland’s Assets $230 Million 


Southland Life was organized in 
October, 1908 by a group of Dallas men 
headed by Col. John T. Boone and James 


A. Stephenson, Insurance in force ex- 
ceeds $1.250 billion. Currently total 
assets exceed $230 million. The com- 


pany has 65 field service offices oper- 
ating in 19 states and District of Colum- 
bia. Its policies include Ordinary, weekly 
premium, monthly debit Ordinary, acci- 
dent and health, and hospitalization and 
Group, 


He's on the 
RIGHT ROAD 
with 
Equitable Life 


of lowa’'s 
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HEARD On The WAY 














CREATIVE SAVINGS PLAN 


Most people want to save money. Any savings plan 
is commendable, but the Equitable Life of Iowa’s 
Creative Savings Plan combines the best features of 
other plans and then goes on to add its own dis- 
tinctive values. The Creative Savings Plan is designed 
to help you get right into the heart of an interested 
interview — and the complete sales kit, including a 
phonograph training record, gets you there quick- 

ly. When the Career Life Underwriter works 
this presentation, he’s on the RIGHT ROAD. 


LIFE INSURANCE COMPANY OF IOWA 


Daniel J. Reidy, vice president and 
general counsel, Guardian Life, was 
elected mayor of Ardsley, N. Y., this 
month on the Republican ticket although 
the Democrats won the county in which 
Ardsley is located. In 1957 the Democrats 
had gotten control of Ardsley, a village 
of 4,000 on the Hudson River, electing 
the mayor and trustees. The victory of 
Mr. Reidy this month was regarded as 
a startling upset. After the election Mr. 
Reidy told reporters that he would per- 
sonally direct the police and fire depart- 
ments. He is currently an honorary 
deputy chief of New York City’s fire 
department. 

In World War II Colonel Reidy was 
executive officer of the casualty branch 
of the War Department. He is a colonel 
in the U. S. Army Reserves. 

Mr. Reidy is a former president of 
International Claim Association and was 
chairman of insurance law section and 
of committees on public relations and 
highway safety, New York State Bar 
Association. He has been on executive 
committee of Association of Life Insur- 
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MUrray Hill 2-7330 











ance Counsel and is chairman of New 
York State committee section of judicial 
administration, American Bar Associa- 
tion. 





Walter G. Bowerman, who retired late 
last year as assistant actuary of New 





DANIEL J. REIDY 


York Life after a long and distinguished 
career, is now engaged in consulting 
actuarial work in Oradell, N. J. He 
serves as the eastern representative for 
Harry S. Tressel & Associates with 
territory from Boston to Pittsburgh, 
serving a wide variety of clients in 
dealing with life, Group, A. & H. and 
pension fund problems. 

One of Mr. Bowerman’s specialties is 
serving as an expert witness in law cases 
and to date he has participated in this 
capacity in over 300 cases embracing 
most of the eastern U.S.A. A prolific 
writer on actuarial subjects, his latest 
published paper which appeared _ last 
October in The Spectator, featured 
“Purchasing -Power Policies” as an an- 
swer to inflation. Mr. Bowerman sug- 
gested in this article a variable life in- 
surance contract to combat the declining 
value of the dollar. This paper, widely 
read, has been twice translated into 
Japanese and well received in West 
Europe and Australasia. : 

Uncle Francis 





Goldsmith’s 1958 Record 


Robert H. Goldsmith, associate get- 
eral agent, Edward B. Bates Agency, 
Connecticut Mutual, Los Angeles, led 
the field force of that company last yeat 
with $4,500,000 in new business. Als0, 
he brokeraged $1,500,000 with other coml- 
panies, making his total production last 
year $6 million. 

After leaving textile business, Mr 
Goldsmith, a native New Yorker, entered 
life insurance in the late ’40s in this 
city and in 1949 joined Halsey D. Toseph- 
son agency here, winning in 1951 the 
Raymond W. Simpkin Award for the 
company’s outstanding second year man. 

Going to Pacific Coast in 1952, Mr. 
Goldsmith has not limited his selling 
the Los Angeles area as he has clients 
in various parts of the United States. 
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8 N. Y. C. Agents Honored 


At The Travelers Convention 


At Jasper Park, Alberta, Canada, June 
16-20, nine insurance agents representing 
The Travelers Insurance Companies in 
Greater New York area will be admitted 
to membership in the Order of the 
Tower, top ‘honorary agents’ organiza- 
tion of the company. They will receive 
citations of achievement at the meeting 


for outstanding life, accident and health 
agents. The agents are credited with 
more than $1 million of life insurance 
production during 1958. 

Names of agents: James G. McNa- 
mara, Robert T. Wheeler, W. G. Thayer 
Shedd, Sr., Samuel H. Mishkin, Edward 
M. Rosell, Theodore L. Arnheiter, David 
R. Michlin, Nathaniel Kalotkin, and 
Maurice Linder. 


Their Careers 


Mr. McNamara joined with Francis 
H. Wheeler and Robert T. Wheeler in 
1958 in organization of Wheeler-Mc- 
Namara Agency with offices in the 
Empire State Building, New York City. 
The agency, which recently moved to 
larger quarters, is now known as the 
Fifth Avenue branch office. He attended 
New York University and was graduated 
from Fordham University School of 
Law. Before joining Travelers as an 
agent in 1956, Mr. McNamara was a 
claim and trial attorney for the Hartford 
Accident & Indemnity in New York 
City for nine years, and prior to this 
he was an investigator of Association 
of Casualty & Surety executives for a 
decade. 

Mr. Wheeler joined Travelers in 1947 
as an agent in the Empire State branch. 
Before that he was with Ter Bush & 
Powell, general agents of Travelers, in 
Schenectady, and New York City. He 
is the son of Francis H. Wheeler who 
has been with The Travelers as an agent 
since 1929 and when entering the Empire 
State branch office he became associated 
with his father. 

Mr. Shedd, a graduate of Yale College 
and Yale Law School, is an Army 
veteran of World War I. He belongs 
to the Union Club and the Yale Club of 
New York City. 

Mr. Mishkin, a graduate of College of 
the City of New York, is a Mason and 
belongs to the Briarcliff Manor, and 
Westchester Country Briar Hall Clubs, 
Riverdale Temple, Knights of Pythias, 
all of the New York City area. He has 
been in insurance for more than 25 years. 

Mr. Rosell, who was a lieutenant in 
the Army during World War II, spent 15 
months in the hospital recovering from 
a chest wound. He was awarded the 
Bronze Star, Presidential Unit Citation 
and Soldier’s Medal. A native of Som- 
merville, Mass., Mr. Rosell joined Trav- 
elers in 1950. Before this he was with 
the Gardar Gislason Corp. in Ireland and 
had also opened a branch office of the 
firm in Caracas, Venezuela. A good 
singer he has given concerts in various 
parts of the country. 

Mr. Arnheiter, who had three years’ 
service in the Southwest Pacific with 
the Army Air Force in World War II, 
was recalled to duty during the Korean 
conflict as a jet pilot. He has rank of 
captain in the Air Force Reserve. Mr. 
Arnheiter was graduated from Rhodes 
Preparatory School and College of Wil- 
liam and Mary in Williamsburg, Va. He 
studied for his Master’s degree at gradu- 
ate school of business, Columbia Univer- 
sity. Formerly, the was methods and 
Procedures analyst for Metropolitan Life. 


Was With All-Risk 


Mr. Michlin received his B.S.S. and 
MS, degrees from College of the City 
of New York. Prior to going with 
Bookstaver agency he was president of 
All Risk Brokerage Co. and All Risk 
Associates, Inc. He is active in civic, 
social and religious organizations. 

Mr. Kalotkin is a graduate of Brook- 
yn College and Brooklyn Law 
al and also is active in civic activ- 
pant: Linder has qualified for Million 
ollar Round Table membership for 39 


successive years. He will be accom- 
panied to Jasper Park by his son, 
Jerome, who is associated with him in 
the Broadway agency and who is also 
a MDRT member. 





March Sales Set Record 


General American Life announced 
sales for March established a new all- 
time high record at $16,860,613, 3.5% 
better than the previous high. New indi- 
vidual accident and sickness premiums 
were $33,767. 


Grasberger, State Mutual 
Manager On West Coast 


Lewis J. Grasberger has been appointed 
manager of the San Francisco agency 
of State Mutual Life of America, John 
B. Nothhelfer, vice president, announced. 

An Army veteran and a graduate of 
San Francisco City College, Mr. Gras- 
berger entered the life insurance busi- 
ness in 1953 and since then has had ex- 
tensive sales and supervisory experience. 








/ It is our belief that “the man and the 
y salesman are one — and cannot be separated.” 
y Only by directing our efforts toward building 
the man — by helping him in all phases of his 
personal growth — does the successful salesman emerge. 


In the process, we make available the best sales tools 
and provide careful training, guidance and supervision. 
Out of the mold of consideration and understanding 
comes a man of greater stature and income — who is a 
happy member of his community and a credit both to 
himself and to the name of Union Mutual. 
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Rolland E. Irish, President — John R. Carnochan, 
Executive Vice President 


LIFE UNDERWRITERS SINCE 1848 


Old Equity Vice President 


sel 





MARVIN BLOCK 


Marvin Block has been named vice 
president in charge of agency operations 
for Old Equity Life, Evanston, Ill. His 
appointment was announced by Orrin M. 
Neiburger, president of Old Equity. 
Mr. Block joined Old Equity in 1948 
and has been superintendent of agencies. 


Equitable Society Installs 


New Communications System 

Direct and private electronic contacts 
have been established for Equitable So- 
ciety home office in New York and 35 of 
its cashier offices the nation, 
Second Vice President George P. Chave 
announced. 

“A new teletypewriter communications 
system, technically known as the 83-B-1, 
has eliminated the distance barrier for us 
in serving our policyholders and field 
representatives,’ Mr. Chave said. 

The Society is believed to be the first 
life insurance company to install this 
automatic system. The 5,300-mile net- 
work, covering 18 states and the District 
of Columbia, is provided by the- Long 
Lines Department of American Tele- 
phone and Telegraph Co. 


across 





Mutual Trust Announces 
1958 Olson Award Winners 


Mutual Trust Life of Chicago has an- 
nounced the winners of the Edwin A. 
Olson Memorial Achievement Awards 
for 1958. 

Agency winner of the Award for 1958 
is the William Grof Agency in Boston. 
The Grof Agency was selected for this, 
the company’s highest award, on the 
basis of its outstanding job of increasing 
its production, percentage of quota, and 
the membership of three of the Grof 
agents in the President’s Club during 
1958. 

Frank Cole. of the Homann Agency, 
Madison, Wis., has been chosen the 
agent winner of the Achievement Award 
for 1958. Mr. Cole ranked fifth in the 
entire company last year and was the 
leading agent in the mid-west. Among 
the factors taken into consideration in 
the selection of Mr. Cole as winner of 
the Olson Award for 1958 were volume 
of business, average size policy, persist- 
ency ratio, and the average rate of com- 
mission. 

The Edwin A. Olson Memorial 
Achievement Awards were presented to 
the winners by President Raymond Ol- 
son recently during Mutual Trust’s Pres- 
ident’s Club and Old Faithful League 
convention at Hollywood, Florida. 
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Agencies Superintendent 


For Republic National 





HAROLD W. BRADFORD 


has been ap- 


Harold W. Bradford 
pointed superintendent of general agen- 
cies for Republic National Life of Dallas, 
according to H. R. Hunke, assistant vice 
president and director of general agen- 
cies, 

Before going with Republic National 
Life, Mr. Bradford was associated with 
a large eastern life company in both 
general agency field and administrative 
capacities. 

A native of Nebraska, he attended the 
University of Nebraska prior to a tenure 
of duty in the armed services during 


World War II 


John J. Mitchell Named 


Colonial’s Manager of Year 


John J. Mitchell, manager of Colonial 
Life’s Asbury Park branch office, was 
named as Manager of the Year for out- 
standing all-around managerial excel- 
lence. Mr. Mitchell was presented with 
the plaque by Colonial President Richard 
B. Evans, at the manager’s annual dinner 
prior to a business session at the Savoy 
Plaza Hotel, New York. 

The award is offered in annual com- 
petition to a manager in the combination 
agencies department. The winner is 
selected for outstanding performance in 
the areas of new sales, selection and 
training of agents, persistency, number 
of agents qualifiying for the company’s 
honor clubs, convention attendance, Na- 
tional Quality Award winners and for 
participation in community and civic ac- 
tivities. 

Mr. Mitchell began his Colonial Life 
career in 1944 as an agent in Paterson, 
N. J. Previously he had been a special 
assistant deputy commissioner for the 
New Jersey State Department of Bank- 
ing and Insurance. He was promoted to 
field manager in the Paterson office in 
1946 and became manager of the Asbury 
Park branch in 1957. 





New Mortgage Protection 

For half a century Equitable Society 
has been selling a contract called As- 
sured Home Ownership Plan which 
offers mortgage financing to the home- 
owner, who secures his mortgage with 
permanent life insurance. Now the So- 
ciety is also issuing a companion plan 
called Insured Residential Mortgage 
Plan. Where AHO requires that the 
loan be secured with Equitable insurance 
only, [written on a monthly premium 
basis,} IRM financing may. be backed 
by approved permanent insurance on any 
premium basis issued by any legal re- 
serve life company in the U. S. and 
Canada. 











J. F. Oates On Program of 
Estate Planners Day Apr. 29 


James F. Oates, Jr., president, Equi- 
table Life Assurance Society, will be the 
luncheon speaker at the 11th annual 
Estate Planners Day of the New York 
CLU Chapter,. to be held April 29 at 
the New Yorker Hotel. His talk will be 
a feature of a 10 a.m. to 4 p.m. meeting 
devoted to a discussion of recent de- 
velopments of interest to CLU’s by a 
panel representing the accounting, legal, 
insurance and_ banking professions. 
Topics are to include ten-year payment 
of Federal estate taxes, pseudo corpora- 
tions, annuities for employes of chari- 
table organizations, contingent life in- 
surance trusts, gifts, close corporation 
recapitalizations, deferred compensation 
and stock redemption plans. 

Representing accounting will be Ben- 
jamin Grund, CPA, of Seidman & Seid- 
man; the law, William E. Murray of 
Jackson, Nash, Brophy, Barringer & 
Brooks; insurance, Harry Phillips 3rd, 
CLU, Penn Mutual Life; and banking, 
James C. Waide, trust officer, Long 
Island Trust Co. Moderator will be E. 
D. Badgley, CLU, director of special 
services of Equitable Society. 

Tickets at $7.50 each, including lunch, 
may be obtained from Joseph J. Melly Jr., 
CLU, Mutual Of New York, 1740 Broad- 
way, New York 19. 





New York Life Changes 
In Group Department 


Three promotions and realignments of 
some staff functions have been announced 
for the Group insurance department of 
New York Life by Vice President Arthur 
Browning. 

Walter J. Roth, manager of the em- 
ploye protection plan (small groups) 
division has been appointed manager of 
the new business division, Oscar J. 
Rinehart, manager of the Group annuity 
division, moves into Mr. Roth’s former 
post, and Warren G. Norris, assistant 
manager of Group annuity, replaces Mr. 
Rinehart as manager. 

Under the new plan for staff functions, 
Administrative Assistant Paul Krenicky 
will assume.staff responsibilities, report- 
ing directly to E, J. Anderson, second 
vice president in charge of Group ad- 
ministration. The data processing, ac- 


counting and new business divisions also 
will report directly to Mr. Anderson. 
Loss control engineering, general ad- 
ministration, claims and employe protec- 
tion plan divisions will report to Tierney 
O’Rourke, assistant vice president, who 
under Mr, Anderson’s super- 


will be 
vision. 







A CAREER 
GENERAL AGENCY 


Young men interested in a lifetime 
career in the Accident & Sickness 
field will find it with Progressive. 
* Protected Territory 

* Vested Rights 

* Attractive Commission Plan 

* Modern, liberal benefit policies 


POLICY PORTFOLIO 
INCLUDES: 


* Lifetime Accident & Sickness 
* Hospital & Surgical 





PROS c 


Gets Mutual Benefit Award 





Solomon Huber, CLU, general agent 
for Mutual Benefit Life in New York 
(left above), gets company award from 


Mutual Benefit President H. Bruce 
Palmer for best job in training new 
agents. Details appeared in the April 10 
issue of The Eastern Underwriter. 





Powell General Agent for 


John Hancock at Columbia 


John Hancock Mutual Life has ap- 
pointed J. Key Powell as general agent 
in Columbia, S. C. succeeding the late 
Grady Forgy, Jr. 

A native of Dallas, Mr. Powell studied 
at University of Alabama, Southern 
Methodist University, and University 
of Alabama Law School. He began his 
life insurance career in 1949, and became 
associated with the John Hancock when 
he joined the company’s Fort Worth 
general agency in 1956 as a unit man- 
ager. He joined the home office staff 
in 1957, serving as field assistant, and 
then as assistant superintendent of agen- 
cies. 





Columbian Names Lynch 


Thomas V. Lynch’s appointment as 
Columbian Mutual Life field supervisor 
has been announced by W. R. Jenkins, 
president of the Binghamton, N. Y. com- 
pany. Mr. Lynch will assist Henry A. 
Vollmer, agency vice president, in field 
activities. 


“latch” on to a 
career opportunity 
territories available in 
Virginia.. Maryland.. Penna. 


New Jersey.. Dist. of Columbia 


WANT TO GET AHEAD? 
INVESTIGATE TODAY!!! 


Alert men with the drive to get ahead can 
build a career general agency with our 
moderate-size company. Get the full story by 
writing to: Joseph J. Sear, Vice-President, 
Commercial Accident and Health Dept., Pro- 
gressive Life Building, Red Bank, New Jersey. 








* Franchise-Hospital-Surgical 
* Catastrophic Hospital Extre 








Kofe Sotwdsiancl 
Red Bank, New Jersey 





COMPETITIVE 
PENSION 
PLANNING 


Our agency 
has a 
unique plan 
especially 
designed 

to meet 
competition. 


©) )NNN 





N hittiars n. 


rentner 
agency 
640 Fifth Ave., New York 19, N. Y. Clrcle 5-190 
BERKSHIRE LIFE INSURANCE COMPANY 





Named by Manufacturers 





G. L. PRIOR’ J. M. ROBERTSON 


Manufacturers Life has announced the 
opening of its first office in Boston and 
the appointment of Gordon L. Prior, 
CLU, as branch manager. Mr. Prior, a 
veteran of 30 years’ service with Manu- 
facturers Life, was formerly manager 
of the Hartford branch. During his 
eight years in Hartford, he was an 
active participant in Life Underwriters’ 
and Life Managers’ affairs. In 1958, he 
was elected president of the Connecticut 
State Association of Life Underwriters. 

James M. Robertson succeeds Mr. 
Prior as Hartford manager. Mr. Robert- 
son was formerly assistant manager 0! 
George Quigley’s Los Angeles branch— 
the company’s leading branch in 1958. 
He joined Manufacturers Life in_ its 
Toronto home office in 1951 and_ two 
years later was appointed editor of the 
company’s field magazine in 1953. In 
1954 he entered the field as_ training 
assistant in the Los Angeles branch. 





Sales Up 4% in February 

Arizona led the country in percentage 
increase in Ordinary life insurance sales 
in February, with Georgia second am 
Mississippi third, according to the Life 
Insurance Agency Management Associa- 
tion, which has analyzed February sales 
by states and leading cities. Country- 
wide, Ordinary business increased 4% it 


February, compared with February a 


while Arizona sales gained 36%. M 
Georgia, February sales were oy 
0. 


and in Mississippi they were up 2) 

For the first two months, with nation®l 
Ordinary sales up 2% from the yea 
before, Mississippi led with an increast 
of 26%, with Arizona in second plact 
up 23% from the corresponding peri? 
of last year. 
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John E. Sheehan Promoted 


Jack Landess Co. 
JOHN E. SHEEHAN 


John E. Sheehan, assistant secretary 
and chief underwriter of United States 
Life, has been elected assistant vice 
president. 

Mr. Sheehan is a veteran of 14 years 


service with the company and_ spent 
many years with the Equitable, with 
whom he first entered the insurance 


business. Well known in the insurance 
fraternity, he has been a member of 
several underwriters’ organizations and 
conference groups. He was one of five 
founders of a local underwriters con- 
ference group. He recently collaborated 
with Dr. Jacob Weinstock, medical 
director, on the company’s new medical 
underwriting guide. This manual soon 
will be released to all United States 
Life general agents. Mr. Sheehan is 
also past president of the Nassau Shores 
Civic Association. A native New Yorker, 
he attended New York University and 
Fordham Law School before entering the 
insurance industry. 





5 Join Training Program 

Mutual Of New York has appointed 
five men to the home office sales staff 
for managerial training. The appointees 
are L, Blaine Carr, Monroe M. Diefen- 
dorf, James E. Gibson, Joseph V. Miller 
and Caeser P. Tabet. 

Mr. Carr has joined MONY after nine 
years of experience in the personal in- 
surance field. He is 38 and a graduate 
of University of Missouri. Mr. Diefen- 
dorf joined the company in 1948 as a 
field representative in New York City. 
In 1950, he was promoted to assistant 
manager. He has been in the home office 
as a project supervisor in the market 
development division since April, 1958. 
He is 34 and a graduate of Amherst. 

Mr. Gibson entered MONY’s sales 
assistant program in 1957 after eight 
years as district sales manager for Gen- 
eral Motors in Pittsburgh. Last year 
he was promoted to assistant manager 
of the Dallas agency. He is 31 years old 
and a graduate of University of West 
Virginia. He also holds a master’s de- 
gree from University of Pittsburgh. 

Mr. Miller has been with MONY since 
September, 1953. He joined the Newark 
agency as a field representative and was 
Promoted to assistant manager there in 
January, 1957. He has a B.S. degree in 
usiness administration from New York 
niversity. He is 43 years old. 

Mr. Tabet has been associated with 
MONY since 1936. He was a field under- 
Writer in Chicago, with four years out for 
military service, until 1951, when he was 
named assistant manager. He has been 
4 consistent qualifier for company pro- 
Uction honor groups. He is 44 years 
vo and has studied at University of 
hicago, University of Mississippi and 
the Sorbonne. 





Confederation Life Had 
Substantial Gains in 1958 


New life insurance sales of Confedera- 
tion Life last year amounted to $291,962,- 
977, representing an increase of $30,496,- 
405. Life insurance in force increased by 
$164,109,752 to a total of $2,118,047,766. In 
addition annuity contracts not included 
in the life insurance figures were equiva- 
lent to $361,553,028 of business in force. 
Total assets reached $411,431,002. Net 


interest rate earned after expenses was 
4.55%. 

President J. K. Macdonald in his an- 
nual report noted two major develop- 
ments during the year. The first was 
the decision to mutualize the company 
through purchase of its own capital 
stock. By December 15 more than 94% 
of the shares had been offered, and 20% 
were purchased under the terms of the 
five-year plan. It also put in operation 
a large scale electronic computer system 
which in addition to providing faster and 
more accurate service, will pay for itself 
in five years. 


Equitable, Ia., Record Gain 

The traditional. President’s Month 
campaign of Equitable Life of Iowa held 
during March produced $20,272,732 of 
new paid Ordinary business, resulting in 
the greatest single month’s production 
in the 92-year history of the company. 
This brought the total of new paid busi- 
ness during the first three months of 
1959 to $47,124,399, a gain of 7% and in- 
creased life insurance in force at the 
end of March to a new high of $1,656,- 
896,229. 








Ss today... 


They’re a wide-open market... these young men... 
the young men on their way up! 
And you can reach the cream of this dynamic market right now 
with Security Mutual’s new GRADED PREMIUM WHOLE LIFE PLAN. 
Here’s a program that’s created especially for the young man 
starting out in the business world. It’s realistic... timely... 
unique...it’s designed to provide immediate protection, 


at a sensible low cost. 


Here’s how it works. 
Security Mutual’s GRADED PREMIUM WHOLE LIFE PLAN is 
flexible ...no special restrictions. Premiums start low, grade 
slightly upward in equal amounts over a ten-year period, then 
level off and remain constant. Premium rates may be 
reduced by quantity allowance! 
With this plan anyone can afford more life insurance protection, 
immediately! It even provides first year dividend and early cash values. 
And get this!... 
Face value of policy remains the same from first day on! Any basic 
plan can be changed to produce greater retirement value! 





security mutu, 


Richard E. Pille, President. 
Harland L. Knight, Agency Vice President. 


You’ll find Security Mutual’s GRADED PREMIUM WHOLE LIFE PLAN 
a powerful selling force! Why not take advantage of this 
opportunity to “cash in” on the wide-open young men’s market?? 
Contact your Security Mutual general agent today. 


| life insurance company 


our Aceurily owt Vailual, 


80 EXCHANGE STREET, BINGHAMTON, N. Y. 
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Medical Director of 
Mutual Benefit Dies 





Fabian Bachrach 


DR. JAMES R. BEARD, JR. 


Dr. James Randolph Beard, Jr., medi- 


cal director of Mutual Benefit Life and 
former mayor of Passaic Township, 
N. J., died Tuesday at his home in 
Millington, N. J., after a long illness. 

Dr. Beard joined Prudential in 1947 
after five years service as a medical 
officer in the Navy. He was made medi- 
cal director one year later. He was a 
member of Association of Life Insur- 
ance Medical Directors and its Executive 
Council, was vice chairman of Life In- 
surance Medicine, a Fellow of New York 
Academy of Medicine, member of Essex 
County Medical Society, American Medi- 
cal Association and Medical Society of 
New Jersey. He graduated with honors 
from Wesleyan University and received 
his M.D. decree from Cornell Medical 
College. 

Dr. Beard is 
the former Jean 
Ala.; a daughter, 
of North Augusta, 
R. Beard, Ii]; a 
Beard of Hartford; 


his wife, 
Clanton, 


survived by 
Johnson of 
Mrs. Saxon B. Kane 
S. C.; a son, James 
brother, Charles W. 
two grandchildren. 





Columbian Mutual Gains 


Columbian Mutual Life of Binghamton, 
N. Y., had new sales of Ordinary and 
Industrial insurance in 1958 exceeding 
1957 production by more than 50%, it 
was reported by President W. R. 
Jenkins. 

Premium income increased in all lines, 
assets climbed to over the ten-million- 
dollar mark, and the unassigned surplus 
increased to $655,526, a gain of more 
than 12%. Also, total insurance in force 
increased to $85,822,255, an all-time high. 

Benefits to policyholders and_ bene- 
ficiaries included $686,000 for hospital, 
accident and sickness claims; matured 
endowments and death benefits of $499,- 
000 and dividends to life policyholders 
of $24,000, a total of well over a million 
dollars. 

The net earned interest rate before 
taxes rose from 3.19% in 1957 to 3.38% 
for 1958. 





Field Asst. on West Coast 
For Equitable Life of Ia. 


Charles P. Boyer has been appointed 
a home office field assistant for Equitable 
Life do! Iowa, and has been assigned to 
the West Coast, under the direction of 
Clair O. Dubois, western superintendent 
of agencies. 

A resident of Long Beach, Calif., Mr. 
Boyer joined Penn Mutual -in 1953, fol- 
lowing several years of newspaper ad- 
vertising experience, and subsequently 


was advanced to assistant general agent. 





Late News 
The seventh annual advertising awards 
of the magazine, Saturday Review, were 
announced this week. Of the 27 winners, 
listed alphabetically, these were insur- 
ance companies: Institute of Life Insur- 
ance, John Hancock, Metropolitan Life, 
New York Life, Northwestern Mutual, 
Prudential. Among the 12 runner-ups 
two were insurance companies: Equitable 
Society and Maryland Casualty. The 
most votes of the awards committee 
in the close balloting went to Metro- 

politan and New York Life. 





Manning, Jr., to Manage 
New State Mutual Agency 


Wilbur C. Manning, Jr., has been 
appointed manager of a new agency 
opened in New York City by State 
Mutual Life Assurance of America, ac- 
cording to an announcement by John B. 
Nothhelfer, vice president. 

A native of Wilkes-Barre, Pa., and 
a World War II Army veteran, Mr. 
Manning has attended the University 
of Pennsylvania, University of Illinois 
and City College of New York. He has 
been associated with the New York Life 
in New York City for the past ten years 
and is a life and qualifying member of 
the Million Dollar Round Table. 





Insured Homeowner 
Mortgages 
Interest Rates per Annum 
One Family Homes | Two Family Homes 





To 19 Yrs. @ 4%4% |To 19 Yrs. @ 5%4% 
To 25 Yrs. @ 5% To 25 Yrs. @ 5'/2% 


Call 
I. ARTHUR YANOFF, General Agent 
202 W. 40th St., New York, N. Y. 
LAckawanna 4-4469 
Eastern Life Insurance Co. of N. Y. 
Home Office: New York, N. Y. 


United Sianns Life 


Call 


The MacGrath Agency 


84 William Street 
HAnover 2-7865 





General Ageat 
The i Life Insurance Co. 














City of New York 





Shepherd Is Chief Actuary; 


Other Actuaries Advanced 


The Prudential has made several 
changes in its actuarial set-up. Pearce 
Shepherd, vice president and actuary, 


has been designated vice president and 


chief actuary. He continues in charge 


of all company actuarial and underwrit- 


ing activities. 
Fredrick E. Rathgeber, second 
Edward M. Neum: inn, 
and associate 
president and 


dent and actuary. 
vice president 
becomes vice 


actuary. 


vice 
president since 1954, becomes vice presi- 


actuary, 
actuary. 
Zehman I. Mosesson was made assistant 





Annuity 
Rates 
Reduced 


MANUFACTURERS LIFE, long a leader in the 
annuity field, announces still lower rates 


for Single Premium 


Examples of premium deposits 


Immediate Annuities. 


to provide $100 monthly (male) 














Type of Annuity Age 60 Age 65 | Age 70 
Life Annuity $16,780 | $14,390 | $11,960 
Guaranteed 10 Years 17,600 15,630 13,830 
Guaranteed 15 Years 18,600 17,080 15,900 
Guaranteed 20 Years 19,950 18,970 18,370 
Instalment Refund 18,760 16,730 14,660 
Cash Refund 19,210 17,270 15,300 














COMMISSIONS 3% 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 


Baltimore « Boise « Boston e Chicago « 
Detroit e Flint ¢ Hartford e Honolulu e 
Newark e OklahomaCity ¢ Philadelphia « 

San Diego e¢ Sanfrancisco e 


Seattle e 


Cincinnati « Cleveland e« Columbus e Denver 
Lansing « LosAngeles e Miami ¢ Minneapolis 
Pittsburgh e¢ Portland ¢ Richmond e Saginaw 
Spokane e Washington, D.C. 


Also licensed in Alaska, Arizona, Delaware, Indiana, lowa, Kentucky, Maine, Missouri, 
Nevada, New Hampshire, Utah, Vermont and West Virginia 


THE 


MANUFACTURERS 


INSURANCE 


LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO, CANADA 


68-59 


Franklin Celebration 

At a recent luncheon at the Blackstone 
Hotel, Chicago, 175 representatives of 
the Chicago division of Franklin Life, 
Springfield, Ill., celebrated the company’s 
75th anniversary, and paid tribute to 
President Chas. E. Becker’s leadership 
during the past two decades. 

General agent Gerald L. Wartell served 
as toastmaster. Speakers included Ray 


Matson, vice president, First National 
Bank of Chicago; Frank G. Anger, 
president, Chicago National Bank; 


Joseph Gerber, Director of Insurance, 
State of Illinois; Andrew J. Baird, A. G. 
Becker & Co.; and three home office ex- 
ecutives, Vice President F. J. O’Brien, 
Executive Vice President Francis J. 
Budinger, and concluding with an address 
by President Becker. 





State Mutual Reports 


Large Production Gains 
February was a record sales month in 
all lines for State Mutual Life of Amer- 
ica, according to president H. Ladd 
Plumley. Some $17,320,000 worth of in- 
dividual life paid production made it the 
best February in the company’s 114-year 
history, and the third consecutive record 
month established by the firm’s agency 
division. This amount was 27% above 
February 1958. 

Individual sickness and accident new 
premiums topped their total of a year 
ago by 81%. This was the best Febru- 
ary ever recorded, and the second best 
month for sickness and accident produc- 
tion in the history of the S.&A. division. 
It was also the 15th consecutive record 
month tallied by S.&A. new business. 

Group insurance operations continued 
in February to build upon the outstanding 
1959 record started in January. Esti- 
mated new annual premiums and deposits 
for Group insurance at the end of the 
month was 126% above the total for the 
first two months of 1958. New annual- 
ized premiums through February 28 ex- 
ceeded $1,400,000. Largest increase was 
recorded in casualty premiums which was 
nearly five times its total of a year ago 
and more than three times the amount 
Tae aiter the first two months o! 





Republic National Reports 


Record 1st Quarter Gains 


Republic National Life of Dallas re- 
ports record-breaking first quarter 199 
gains in all of its production divisions 
according to Clarence J. Skelton, senior 
vice president and co-ordinator of pro- 
duction planning. 

Written business in the Ordinary and 

Group divisions is 70% ahead of the 
corresponding period for 1958. In the 
accident and health division, there is @ 
50% increase in new business. In the re 
insurance division, submitted busines 
during the first quarter is 35% ahead 0! 
1958. 
Life insurance in force on March J 
was $2,075,821,655, which represents # 
increase of $122,906,142, and is an al 
time record gain for the company dur- 
ing any three months period in its 
history. 
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Union Mutual Close to 
$1 Billion in Force 
R. E. IRISH CITES 1958 PROGRESS 
Group Life Sales Topped $100 Million; 
Ordinary Up to $60,800,000; Net 


Earnings on Investments Gain 











In his annual report to policyowners, 
President Rolland E. Irish of the Union 
Mutual Life of Portland, Me., reported 
that life insurance in force increased 
$123,413,948 or 15.3% to a new high of 
$931,809,040. Group life sales for 1958 
amounted to $100,129,337, an increase of 
127.7% over 1957. Sale of new Ordinary 
amounted to $60,800,133. Non-cancellable 
and guaranteed renewable S. & A. pre- 
miums totaled $644,993. The company’s 
assets increased from $98,684,886 in 1957 
to $105,414,419 at the year-end. 

Benefits paid to policyowners and 
beneficiaries amounted to $19,639,447, up 
from $16,951,395 during 1957. Since the 
founding of the company in 1848, Union 
Mutual has paid out a total of $244,477,- 
642 in benefits and dividends to policy- 
owners and beneficiaries. 

The company’s investment department 
reported a gain in net earnings on in- 
vestments of ten basis points from 3.3% 
in 1957 to 3.4% in 1958. 

During 1958 the company established 
new agency offices in Memphis, Wor- 
cester, Los Angeles, San Francisco and 
Seattle. An agency and_ policyowner 
service office was also opened in Madi- 
son, Wis., to cover a ten-state midwest- 
ern territory. 

Ten-Year Comparison of Growth 


A ten-year comparison of the com- 
pany’s position show considerable growth. 
Total assets were up from $49,317,816 to 
$105,414,419 in the 1948-58 period. In- 
come increased from $12,977,058 to $35,- 
306,786 in 1958. Policyowners’ surplus 
was up from $2,633,125 in 1948 to a new 
high of $8,762.736. Dividends to policy- 
owners were $636,155 in 1948 and $2,606,- 
976 in 1958. 

Life insurance in force has increased 
from $207,483,866 to a new high of $931,- 
800,040, Life premiums totaled $8,929,841 
ten years ago compared with $16,411,230 
in 1958. Similarly, sickness and accident 
premiums were up from $1,532,201 in 
1948 to $13,145,750 in 1958. 


Four Executives Get New Posts 


At Union Mutual’s recent annual 
meeting four officers were promoted to 
higher rank, Carleton G. Lane, vice 
president of the investment department, 
was named senior vice president; John 
R. Carnochan, vice president in charge 
of agencies, moved up to executive vice 
president. C. C. Hampton, securities 
manager, was elected a second vice presi- 
dent, and Robert W. Smith, attorney, 
Was named assistant general counsel. 
All other officers were re-elected. 

Re-elected to a three-year term as 
directors were Frank H. Bradford, an 
honorary director of the Oxford Paper 
Co. and member of Union Mutual’s 
finance committee; Kenneth T, Burr, 
treasurer and manager of Bancroft & 
Martin Rolling Mills Co. in Portland; 
Edward W. Cram, president of Winslow 
& Co., Portland, and John R. Newell, 
president of the Bath Iron Works. 


Union Mutual Appoints 
J. R. Miller in Toledo 


James R. Miller has been appointed 
manager of Union Mutual’s Toledo 
agency, according to an announcement 
by John R. Carnochan, executive vice 
President. A native of Toledo, Mr. Miller 
Was graduated from the University of 
Toledo with a BB.A in history. During 
the Korean conflict, he served overseas 
i the Marine Corps and was discharged 
after two years of service as a corporal. 

Before joining Union Mutual Mr. Mil- 
ler served as an agent and later division 
manager of another life company. Before 
fntering the insurance business he 
Worked for a steel products company as 
@ salesman, : 


Equitable, N. Y., Movie 


The Equitable Society’s movie, “For 
All Time,” a 30-minute documentary, is 
now being distributed throughout the 
country to the Society’s managers and 
general agents for showing before civic 
and service organizations. It traces 
the history of the company since its 
founding in 1859. Shot in Eastman 
color it is backed with an original musi- 
cal score. Narrator is TV personality 
Ed Herlihy. 


Bankers National Awards 

At the “Living With Electronics” pro- 
gram held at Montclair, N. J. on the 
campus of Montclair State College, John 
D. Brundage, CLU, president of Bankers 
National Life, announced that for the 
second year the company would award 
mathematics prizes to students in the 
local high schools. President Brundage 
also presented a leadership award to 
Dr. Allen B. Du Mont, chairman of the 
Allen Be Du Mont Laboratories, who 
was nominated as the 1959 recipient of 





“Where Business is Appreciated” 


CARL E. -HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y. 
jangle 5-73602 











the award in recognition of the “inspira- 
tion, imagination, and‘invention displayed 
in his significant contributions to the 
development of television and to the 
science of electronics.” 





JAMES E. BETTIS, C.L.U., left the newspaper business to become a life insurance Agent in 1937. In 1946, after nine years of successful 








...in Life Insurance selling. Berkshire points it out to 
every Agent...and keeps him on the trail... through its 


continuous Training Program.” 


“Then even your experienced men still receive training?” 


“That’s right. In fact, as your own experience increases, 
you'll find Berkshire’s continuing Training Program serves 
you more and more... by acquainting you with approaches 
to more complex coverages, and showing you how.to keep 
your production continuously climbing.” 


“Can any Training Program really substitute for actual 


experience, Mr. Bettis?” 


“No, I don’t believe there’s any substitute for experience. 
But Berkshire’s program doesn’t try to be. Actually, it’s a 


personal production, he was named a Supervisor. He was appointed General Agent in Indianapolis for Berkshire Life in 1948. 


“There’s a 
definite 

, pattern 

for success... 





concentrate of the lifetime experiences of many men who 
are experts in‘all phases of selling and sales management. 
They’ve been attracted to Field and Home Office positions 


with Berkshire by the strength and integrity of a com- 





Life, Accident & Sickness, Pension Plans, Annuities qd 
George .D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS, © A MUTUAL COMPANY + 1851 4! 


pany widely known for its excellent field and policyowner 
relationships. That is why I believe that today Berkshire 


offers the greatest opportunity for 
personal growth in the industry.” 


ERKS HIRE 
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LOMA Automation Forum In Chicago 


See Vastly Expanding Uses For EDP Systems But No 
Revolution in Procedures; Panel Sessions and 


Workshops Feature Three-Day Program 


Chicago—More than 450 representa- 


tives of American, Canadian and foreign 
life insurance companies attending the 
Life Office Automation Forum, held at 
Drake Hotel, April 13-15, heard all 
phases of electronic data processing dis- 
cussed from the initial consideration and 
planning on through to the complete 
integration of a new system into a com- 
pany’s operations. 

In addition to the speakers at the 
general sessions, 82 authorities on elec- 
tronic computers from within and out- 
side the life insurance industry played 
major roles, directing 35 panel discus- 
sions and workshop sessions. The Auto- 
mation Forum was sponsored by Life 
Office Management Association. 

The final speaker on the two-and-one- 
half day program called on management 
to display more vision and imagination 
in the use of electronic computers. He 
was E. D. Dwyer, chief, Navy Manage- 
ment Office, Department of the Navy, 
whose subject was “Can the Contem- 
porary Executive Cope With the Com- 
puter Challenge?” Mr. Dwyer concluded 
that the big job with electronic com- 
puters remained undone. 

“The ultimate fate of electronic com- 
puters in business management,” Mr. 
Dwyer asserted, “at least in terms of 
exploiting the real potential of these 
machines for significantly improved man- 
agement, is simply up to you—the rep- 
resentatives of top management.” 


Sees Use By Smaller Companies 


The Automation Forum began with a 
general session Monday morning, with 
Stevens L. Shea, planning secretary, 
Massachusetts Mutual, serving as gen- 
eral chairman. There followed a mes- 
sage of welcome from Everett H. Lane, 
president of Boston Mutual and of 
LOMA. 

The keynote speaker, Morris G. Fuller, 
president of State Farm Life, predicted 
that automation in life insurance offices 
will probably see more expanded use in 
the next five years than in the five years 
to date since the first electronic com- 
puter was installed in a life insurance 
company office. These machines, now 
used by many large life companies, will 
see their next big area of development 
in the medium and smaller companies, 
Mr. Fuller stated. “This will also mean 
the intensification of the application of 
the machines to all areas of life com- 
“pany management.” 


No Revolution in Procedures 


Concluding the opening general session 
of the Automation Forum was a talk by 
Charles E. Grody, general auditor, New 
York Life, on “Automation Is the Audi- 
tor’s Business.” Mr. Grody said that he 
disagreed with those who have con- 
cluded that a revolution is about to take 
place in office procedures because of the 
introduction of electronic computers. He 
insisted that there was no _ revolution 
and “we are not about to have one.” 

The afternoon program for the open- 
ing day of the Forum included six panel 
sessions on the following subjects: Cost 
Considerations, Comparison of Opera- 
tional Costs of the Old and New Sys- 
tems, Development of Machine Pro- 
grams, Peripheral Equipment, Group In- 
surance Applications, and Debit Insur- 
ance Applications. 

On Tuesday morning, those attending 
the Forum had a choice of six additional 
panel sessions plus two workshops. The 
panels included: General Approach to 
Ordinary Insurance Systems, Converting 
to the New System, EDP'M System Con- 
trols, Network Communications Equip- 
ment, Group Insurance Applications 
(second session), and Organizing for 
Automation. Workshops included Per- 


sonnel Relations and Personnel Consid- 





erations in Developing the New System. 

At the group luncheon on Tuesday, 
Roy A. MacDonald, managing director 
of LOMA, served as chairman. The 
guest speaker, Charles B. Laing, vice 
president, Prudential, exploring his sub- 
ject, “Programming for Personal Profit,” 
drew many a laugh from the audience, 
with remarks such as, “Some time ago 
I examined my career and found, as I 
am sure you would, that the principal 
ingredients in progress are really stealth 
and accident.” 

Five panel sessions and four work- 
shops were on the agenda for Tuesday 
afternoon. Subjects covered by the panel 
discussions included General Approach 
to Ordinary Insurance Systems (second 
session), Converting to the New System 
(second session), Data Processing Equip- 
ment, Rental Versus Purchase, and 
Automatic Programming. There were 
workshop sessions on Personnel Consid- 
erations in Developing the System (re- 
peat session), Personnel Considerations 


LIFE PRODUCERS and BROKERS: 


“We Know Your Problems 
and We Have The Answer’ 


AMSTER-GOLDSCHMIDT AGENCY 


General Agent 
NORTHEASTERN LIFE INSURANCE COMPANY 


Mount Vernon, N. Y. 


33 West 42nd Street Phone: 


in Operating the System, (held twice), 
and Personnel Relations (repeat session). 
Wednesday morning general session 
was under the chairmanship of Charles 
G. Groeschell, comptroller, Northwestern 
Mutual. Prior to this session there was 
one additional panel meeting, The Feas- 
ibility Study, and four informal groups. 
Charles J. Skarke, assistant vice presi- 
dent, American National, discussed “705 
Operations With Policy Punched Cards 
for Agents.” “For more than a year and 
a half, the American National has used 
its 705 Model II for the processing of 
debit registers and all other related 
record-keeping,’ Mr. Skarke disclosed. 











THE DOOR TO SECURITY 
More than ever, the public’s desire for a guaranteed 
income when it is needed most, resulted in 
CROWN LIFE’S 
NEW BUSINESS RECORD 
$ 386,927,185 


With confidence that their plans for the future 
will become realities, the public owns a new record of 


$2,170,998,362 
CROWN LIFE POLICIES 
Paid or Credited to 
CROWN LIFE POLICYHOLDERS 


AND BENEFICIARIES $46,909,067 
to so many, living insurance 





NOW SERVING 44 STATES... 
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Arizona, Phoenix 
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California, Hollywood 
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CROWN LIFE 
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1900 


INSURANCE COMPANY 


120 BLOOR ST. EAST 
TORONTO, ONTARIO 
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New York 36, N. Y. 


Raymond Hunt, assistant director, 
Methods Research, Prudential, talked on 
“Life and Lapse, Agency Production 
and Payroll Records Preparation by 705,” 
“In general,” Mr. Hunt said, “the sys- 
tem starts with the preparation of life 
and lapse registers for debit business, 
the outputs of which are combined with 
Ordinary transactions to produce a state- 
ment of commissions for each represen- 
tative. Both the Ordinary and debit 
transactions are also credited to the 
production accounts of the agents and 
their respective management levels, and 
as an end-product, the system produces 
a payroll for all'agency and field man- 
agement representatives.” 

General Approach to Ordinary 
Insurance Systems 

Speakers representing six insurance 
companies described the approach to 
Ordinary insurance systems taken by 
their respective organizations. They 
were: C. F. Abbate, manager, Data Pro- 
cessing Department, Continental Assur- 
ance; Frank H. Rice, assistant actuary, 
Northwestern Mutual; Peter De George, 
assistant manager, Electronic Methods 
and Procedures, New England Life; H. 
G. Bartholdi, second vice president and 
comptroller, Minnesota Mutual; Lloyd 
G. Rollerson, assistant actuary, Crown 
Life; Logan J. Massee, associate plan- 
ning secretary, Massacliusetts Mutual. 

Six speakers also discussed how their 
organizations converted to EDP. The 
panelists were: A. M. Bayly, manager, 
Iklectronic Data Processing Department, 
London Life; Will J. Reimer, systems 
analyst, Northwestern Mutual; P. D. 
Burns, manager, Planning Department, 
Confederation Life; S. Charles Corte, 
assistant controller, Continental Assur- 
ance; P. R. Lang, assistant supervisor, 
705 Machine Operations, United Benefit; 
E. Paul McAnarney, assistant manager, 
— Processing Department, Franklin 
uife. 


Panel Discussions 


W. A. Diman and L. H. McVity spoke 


on the “Comparison of Operational 
Costs of the Old and New Systems.” 
Mr. Diman, assistant controller, John 


Hancock, declared that the lack of ex- 
perience among the various insurance 
companies on the subject of comparing 
operational costs seemed to indicate a 
need for a simplified system, which he 
described. “Later, more detailed func- 
tional cost comparisons can be made 
after the conversion of whole sections of 
the administrative procedures has been 
completed,’ Mr. Diman said. 

Mr. Diman reported that savings to 
date at John Hancock have amounted to 
approximately 50% of the total cost ot 
the Univac program at the company. 
“On a current basis,’ he added, “sav- 
ings far exceed the operating costs ol 
present applications and offset a large 
portion of the current expenditures for 
research and programming for future 
applications.” 

Mr. (McVity, assistant controller, 
Equitable Society, advanced the thought 
that management should set up costing 
procedures which will enable it to 
measure results in specific terms. “Up 
to now,” he remarked, “a rather wide- 
spread failure to measure the full extent 
of the programming and transition prob- 
lems has led to slower results than were 
originally anticipated in many cases, and 
hence to skeptical comments about the 

(Continued on Page 16) 
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John H. Evans, Jr., Joins 
Agency Management Assn. 


JOHN H. EVANS, JR. 


John H. Evans, Jr., formerly a regional 
supervisor in Omaha for western division 
of Ohio National Life, joined the Life 
Insurance Agency Management Associa- 
tion as a consultant in the company 
relations division April 1. 

Mr. Evans, who was in the Navy two 
and a half years, was graduated from 
University of Nebraska in 1948 with a 
business administration major. He be- 
came an investment bond salesman for 
Halsey, Stuart Co. in Chicago until 1954 
when he entered insurance there as an 
agent for Ohio National. Two years 
later he was made a supervisor in the 
Omaha agency. 

With LIAMA Mr. Evans will consult 
with member companies, serve on the 
staff of LLAMA Schools in Agency Man- 
agement and contribute to LIAMA 
publications for agents and managers. 





North American Assurance 
Had Interest Rate of 4.81% 


North American Life of Toronto re- 
ported new business last year of $261.2 
million, a gain of $25.5 million, com- 
posed of new Ordinary at $177.4 ‘million 
and new Group of $83.8 million, which 
was 22% better than the previous year. 
Total business in force at the end of 
the year was $1,743.9 million, a gain of 
134% for the year. Ordinary in force 
stood at $1,151.9 million, Group in force 
$592 million. Group now constitutes 34% 
of business in force. 

The company reported a net earned 
interest rate of 4.81%. Assets at the 
year’s end amounted to $285 million, an 
increase of $24 million. Premium income 
of the Group Health branch was $530,- 


Commenting on the economic outlook 

President W. M. Anderson said: “Our 
economy has most attractive future pros- 
pects, but their realization depends in 
large part upon the continuing high level 
of personal saving. This process must 
not be jeopardized by inflation nor off- 
set by government deficits. Indeed 
the maintenance of a high rate of vol- 
Wntary personal saving should be coupled 
in public policy with the maintenance of 
ligh employment, high production and 
stability of prices, It is only by a com- 
bination of all of these attributes of our 
‘conomy that we can assure our future 
progress,” 


Martha Costello Dies 
Still writing insurance at the age of 80 
Martha B. Costello of Dayton, O., and 
Member of Cincinnati agency of Equi- 
Shee Society, died in Dayton March 31. 
le would ‘have been 81 in June. She 
joined Equitable in 1903. 





. surance was less than in 1957 because 
National L. & A. Increases 3i"increased lapses due mainly to the homas F. Branagan Dead 


National Life and Accident Insurance unemployment situation during the first Thomas F. Branagan, associate actuary, 


Company had a gain of $300,000,000 of part of the year. 


life insurance in force for 1958, Edwin $03,000, compé ee invested approximately A graduate of St. 
000 of new ae 

é : ? y, Mr sranage > stn 
year with 59% of this amount going into “!% [r. Branagan joined Aetna in 
first mortgage loans. 


W. Craig, chairman reported. This in- 
creased total outstanding life insurance 


Aetna Life, died April 7 at Hartford. 
x Lawrence Univer- 
money during the 


1939 and subsequently became assistant 


to a new high of $5,276,000,000. Assets With some $633 million of bonds and superintendent of the Group annuities 


were increased during the year by $57 Mortgages owned on December 31, the department. Appointed assistant 

‘ J x company did not have a single bond in 
default on December 31 either as to 
principal or interest, 
Sales of new business exceeded the foreclosed property, 


million and on December 31 totaled 


$753,000,000. 


previous year which was one of the foreclosure of any 


actuary 
in 1949, he was promoted to his latest 
doen nee ‘te ae position five years ago. He was a Fellow 
and has not had a Of the Society of Actuaries and secretary 


kind of conventional treasurer of the Hartford Actuaries 


company’s best, but gain in life in- loan in the past 15 years. Club. 





The Continental- 


National Group 


SGnnounces 
Home-Guard 


Fire Insurance... Disability 


Income... Life Insurance 


All Wrapped Up in One Complete Package— 


On an Easy-to-Pay Single 


Now independent agents are placed in a position 
to sell homeowners a new concept in home pro- 
tection ... all needed coverages in one package: 
(1) fire insurance in any desired form; (2) mort- 
gage disability income insurance; (3) mortgage 
cancellation life insurance. The total cost is pay- 
able in single, low monthly installment premiums. 

Three great companies have combined their 


Full details will be 


Continental 
National 
GROUP 


Monthly Premium Basis 


resources to make possible this broad concept in 
protection. To the homeowner, it means an end 
to a complexity of policies with uncoordinated 
renewal dates... and relief from the burden of 
annual fire premiums. 

To you, Home-Guard provides a means to 
solidify your present business by removing it 


from competitive pressures. 


sent on request 





Contact any general agent or branch of Continental 
Assurance Company, or any representative or branch 
of Continental Casualty Company, or any represen- 
tative of the National of Hartford, or write— 


Home-Guard Department 

CONTINENTAL ASSURANCE COMPANY 
310 South Michigan Avenue 

Chicago 4, Ilinois 

Eastern Department: 76 William St., New York 5, N. Y. 
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Automation Forum 


(Continued from Page 14) 
overall savings which can be expected 
from EDP.” 
critics of the 
electronics, 


current major 
trend toward Mr. McVity 
noted, have emphasized that part of the 
savings claimed could have been achieved 


Some 


by improvements in methods without in- 
troducing large-scale electronic data pro- 
cessitig machinery. “This may well be 
true,” he commented, “but the widespread 
interest in the new equipment has stim- 
ulated companies to review their pro- 
cedures, to simplify them, and to revise 
them in a manner which they might 
never have considered had they not been 
obliged to clearly think through the 
complete procedures in the light of their 
adaptation to modern tape equipment.” 

“Costs in Investigating, Organizing 
and Installing an EDP/M System” was 
the subject of presentations by Leslie 
Mekkelson and Arthur N. Nichols. Mr. 
Mekkelson, vice president, State Farm 
Life, reported that his company has been 
using IBM 650 computer for four years, 
and had recently placed an order tor an 
RICA 501 system. He called the use ot 
the 650 “a stepping stone to a magnetic 
tape system,” saying that “the training 
in programming for the 650 builds an 
acceptance to the more rigorous require- 
ments of the RCA 501, 

“A company not having this back- 
ground would have added costs at the 
time it began its feasibility study beyond 
those we experienced (when the 501 was 
ordered) last year,” Mr. Mekkelson 
pointed out. 

Mr. Nichols, methods coordinator, 
Massachusetts Mutual, calculated the 
costs of his company’s conversion to 
electronic data processing in terms oi 
“man months.” He said that Massachu- 
setts Mutual’s management felt almost 
from the begining of its “look-see” at 
electronics that it could benefit greatly 
from the economics and speed of an 
EDP system. “Nothing we have done so 
far has changed our minds in this re- 
gard,” he said. 

Development of Machine Programs 


Murray N. Larsen, chief programmer, 
Sun Life of Canada, discussed “Sub- 
division Into Runs; Program Assign- 
ment.” Mr. Larsen explained that a pro- 
gram composed of several hundred 
thousand instructions might be subdi- 
vided into runs to obtain the equivalent 
of additional computer memory space. 


He set down several governing prin- 
ciples: Keep each run as simple as pos- 


sible. Try to keep the instructions for 
each run within the limits of the avail- 
able memory. Arrange the runs so that 
the files with the greatest volume are 
put through the computer the least num- 
ber of times. Keep a sense of proportion 
concerning the content of a given run. 
“Flow Charting” methods were out- 
lined by Arthur A. Wheeler, manager 
of electronics research, New York Life. 
Mr. Wheeler, who described in detail 
the flow charting procedures used by 
his company, noted that regardless of the 
system used, the primary attributes of 
good charting were “standardization, 
clarity, cohesiveness and completeness.” 
John H. Hughes, assistant director, 
Electronic Computer and Data Proces- 
sing department, John Hancock, took 
issue with those who would label coding 
“trivial,” saying that it should never be 
so regarded. “Coding demands intelli- 
gence, concentration, persistence, im- 
agination, flexibility and quick compre- 
hension,” Mr. Hughes declared. 
“Debugging” methods and procedures 
was the subject of Ray Falconberry, a 
programmer at Life and Casualty of 
Tennessee, pointing out that no hard- 
and-fast rules could be established to 
govern debugging procedures. “Different 
conditions and different attitudes of the 
programmers necessitate different ap- 


proaches,” he stated. “The responsibility 





of the programmer is to code the prob- 
lem and prove the accuracy of the re- 
sults. Efficient flow charting and coding 
will greatly reduce the time and effort 
necessary for debugging.” 

Wilfred A. Kraegel, assistant actuary, 
Northwestern Mutual, spoke on “Sys- 
tems Testing and Parallel Operations.” 
Mr. Kraegel, who also served as chair- 
mzn of the panel, cautioned that the 
“systems check” was a very time-con 
suming activity. “It may equal the time 
spent in programming and debugging,” 
he said, noting that the system check 
would be “well worth the effort” if a 
complex program simplified and im- 
proved the operating system. 


Peripheral Equipment 


In “Putting the EYE in a Computing 
System,” Clyde C. Heasly, Jr., director 
of planning for the Intelligent Machines 
Research Corp., described the functions 
of the “EYE” optical-scanning character 
recognition machine. “Various models 
of the ‘EYE’ are at work reading com- 
mercial data printed by credit card im- 
printers, numbering machines, adding 
machines, typewriters, tabulating ma- 
chines and computer high-speed printers. 
Outputs in punched card, perforated tape 
or magnetic tape form are available,” he 
declared. 

George H. Jenkinson, project leader 
of the Battelle Memorial Institute de- 
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clared that “Computers Can Pay.” “The 
full utilization of the computer is re- 
quired to achieve financial justification,” 
he said, “and this can only be achieved 
through a balance between the capabil- 
ities of the computer and the require- 
ments of the rest of the system, The 
only way to achieve this balance is 
through a well-advised computer selec- 
tion, and the use of proper peripherai 
equipment.” Mr. Jenkinson defined 
“proper periplieral equipment” as “that 
equipment best suited to a_ particular 
system.” This was especially important 
in the marginal (non-key) applications, 
he said. 

“Let’s Help the Computer” was the 
plea of R. W. Culhane, special repre- 
sentative for insurance, Moore Business 
Forms, Inc. Mr. Culhane found that in 
the life insurance industry, “not much 
actually has been accomplished in the 
way of automatic preparation of in- 
put data... With the possible excep- 
tion of policy issuance procedures,” he 
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Our New Midwestern Office 
...What It Will Mean To You 


With the opening of our newest office, North American Re 
has achieved a long-standing goal. Now, from Chicago, 
Midwestern companies will be receiving even better, faster 
service on their reinsurance needs. Now, for the first 

time, an experienced North American Reassurance executive 
will be practically at their doorsteps. The rapid growth 

of all phases of life insurance in the Midwest has 

prompted this expansion of our services. 


We are pleased to announce that Mr. Robert Shepler, CLU, 
has been appointed Assistant Vice President of the North 
American Reassurance Company, and will be in charge 

of this office. A native of the Midwest, Bob Shepler brings 
to his new post a wealth of valuable experience gained 

as manager of agency operations for two 

well-known Midwestern life companies. 


In announcing this important step North American 
wishes to express our thanks to the evergrowing number 
of companies we are privileged to serve throughout 

this area, and look forward to welcoming you at 

our offices on the seventh floor at 230 North Michigan 
Avenue, telephone Flnancial 6-8940. 


NORTH AMERICAN 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago, III 
1509 Main Street. Dallas, Texas 


Reinsurance Exclusively 
ACCIDENT & SICKNESS °¢ 
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said, “very little use of ADP equipment 
is made in any life insurance data 
processing.” 


Group Insuranc2 Applications 


David H. Harris, second vice president, 
Equitable Society, observed that in the 
last year or two, “an important start has 
been made in applying electronic data 
processing equipment to group insurance 
administration.” Mr. Harris emphasized 
that the basic administrative require- 
ments of Ordinary and Group insurance 
do not differ too radically from one con- 
tract to another, at least for “the vast 
majority of any company’s business. It 
would seem,” he continued, “that we can 
expect the largest savings where we use 
electronic equipment to bring about the 
integration of related functions and to 
reduce the number of files being main- 
tained separately.” 

“Group Premium and Commission Ac- 
counting” was discussed by three speak- 
ers: T. J. Dacko, assistant superintend- 
ent, Aetna; William A. Small, assistant 
secretary, Data Processing department, 
The Travelers; and Joe C. Nix, senior 
procedures analyst, Equitable Society. 

Mr. Dacko reported that Aetna’s EDP 
system enabled his company to change 
its commission accounting from a semi- 
monthly to a monthly cycle, print pre- 
mium and commission historical records 
much sooner after the close of the 
month, and test each premium and 
change record to a greater degree than 
possible with conventional accounting 
equipment. “In short,” he summarized. 
“we are producing better records for 
less.” 

Group commissions, Mr. Small noted, 
are computed in four ways: a graduated 
schedule on all or on various portions of 
the premium, a percentage of such a 
graduated schedule, a single percentage 
which may be an average developed by 
the preapplication of a graduated sched- 
ule, or a flat amount of commission. “We 
are presently in the unfortunate position 
of using all these types at The Travel- 
ers,” said Mr. Small, “and until a single 
procedure can be approved, we must 
provide for all of them.” 

Mr. Nix told his listeners that Equit- 
able Society’s electronic Group premium 
and commission accounting procedures 
were in various stages of progress. “We 
find that the process of change is al- 
ways difficult and this statement is par- 
ticularly true in the group premium and 
commission areas,” he added. “We have 
not reached the point of finalizing ideas 
on a number of phases of our work 
However, we believe that if our planning 
is well thought out, successful conver- 
sion to data processing procedures will 
emerge.” 


Debit Insurance Applications 


Lester C. Knopp, assistant secretary, 
National Life and Accident, told how 
his company processes “Weekly Pre- 
mium Records on the 705.” At the 
present time 40% of two full shifts is 
used to process National’s weekly pre- 
mium debit business. 

“IBM 650 Applications in the Indus- 
trial Weekly Premium Department” 0! 
Washington National was the topic 0 
Gerald L. Tarvin’s presentation, Mr. 
Tarvin, senior IDP analyst, reported o 
procedures for weekly premium insur 
ance functions being run on the 65) 

“Accounting Controls” in an electronic 
system was the common topic of fou 
speakers: Sam A. Abernathy, assistati 
manager, Records Division, National Lite 
and Accident; Robert Brocklebank, mat- 
ager, Electronic Operations, New York 
Life; James Cranwill, manager, Unive 
Data Processing, Franklin Life; Richat’ 
R. Jenkins, assistant director, Data Pr 
cessing Department, John Hancock. 

“Security Controls” were examined }! 
John Emms, assistant planning offices 
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Sun Life Assurance, and Morgan Huff, 
general manager, Electronic Services, 
Inc., a subsidiary of Life and Casualty 
of Tennessee. 

Edward L. Lach, a systems and pro- 
cedures engineer in Western Union’s 
Facsimile and Private Wire Services, 
described electronic computers as “real 
hungry for more and more input of data 
to be processed.” He announced that 
Western Union would install “within 
the next few months” a switching sys- 
tem with the capability of switching 
punched cards, magnetic tape, and five, 
six, seven or eight channel tape. 

James D. Gallagher, manager of mar- 
ket development for Sylvania, disclosed 
that the installation and operation of 
his company’s data communications net- 
work have made a major contribution to 
the “successful completion of the first 
phase of Sylvania’s data processing pro- 
gram. 

V. Danielson, sales engineer of 
American Telephone and Telegraph Co., 
reviewed his company’s activities in the 
business data processing field. 

The communications system of a large 
textile manufacturer, J. P. Stevens & 
Co., was analyzed by E. B. Grogan, the 
company’s communications manager. 

“Claim Accounting” was the topic of 
presentations by R. G. Perry, assistant 
actuary, Aetna, and Charles Farber, 
electronic programming technician, New 
York Life. Mr. Perry pointed out that 
Aetna now has a completely integrated 
punched card system for disability and 
hospitalization claim accounting, 

Aetna’s superintendent of data pro- 
cessing for its Group Division, Neal H. 
O’Connell, spoke on “Group Home Office 
Billing and Record Keeping.” He cited 
Aetna’s Employe Insurance Department 
(Miniature Group) 705 program as “a 
good example of utilizing data processing 
as an assist to a current system without 
making any significant changes in the 
system itself.” He observed that Aetna 
had gained “an unusual degree of ac- 
curacy and control with this program,” 
and added that changes were closely 
controlled and with master records un- 
available to the casual hand, “unpre- 
dictable human errors have all but been 
eliminated.” 


Organizing for Automation 


The topic “Organizing for Automa- 
tion” was discussed by four panel mem- 
bers. They were H. F. Cherry, director 
of data processing, Minnesota Mutual; 
J. C. Davidson, executive secretary, Con- 
federation Life; Harry O. Jacobson, di- 
rector of methods and procedures, New 
England Life; and R. G. Nicholls, sec- 
retary, Data Processing Department, 
Travelers. 

Consideration involved in renting or 
purchasing an EDP system were ex- 
amined by William C. Ingersoll, manager 
of the Administrative Services Division, 
Arthur Anderson & Co. 

R. L. Martino, director of Remington 
Rand Limited’s Toronto Computing 
Service Centre, and J. H. Aitchison, 
manager of IBM Limited’s Toronto Sales 
Assistance Department, reported on de- 
velopments in automatic programming 
at their respective companies. 

“Looking Back at the Feasibility 
Study” was the theme of panel chairman 
R. G. Stitt’s talk. Mr. Stitt, coordinator 
of electronics at Confederation Life, ex- 
Plained the thinking which went into 
fecommendation by an electronics re- 
search team that his company purchase 
an IBM 705 system although Confedera- 
tion’s size is “small in comparison to 
most of those that have ordered large 
computers.” 

Mr. Stitt declared that “the continuing 
need for a tremendous amount of ma- 
chine time has led to the conclusion 
that having been given a reasonable 
Write-off period and having chosen to 
discount new developments until we have 
gained control of our 705, we are satis- 
hed that purchase for our company was 
4 good deal.” ; 

Philip J, 


J. Domenico, senior systems 
ay, Mutual Of New York, declared 
mat a good feasibility study “should 


Tesult in a blueprint for the future that 
Sas free as possible from both mystery 
and wishful thinking, and that offers a 


Sam Emma Agency Head 
For Mutual Trust Life 


Mutual Trust Life of Chicago has ap- 
pointed Sam F,. Emma as superintendent 
of agencies. 

Mr. Emma joined Mutual Trust as a 


general agent in Chicago in August, 
1957. The Emma Agency progressed 


rapidly, to its present rank of fourth 
place in the entire company. Mr. Emma 
is a graduate of DePaul University, 
where he was elected to “Whio’s Who in 
American Colleges.” Having completed 
both parts of LUTC, he is presently 
studying toward the CLU designation. 





sound basis for the company’s actions in 
moving away or toward a greater use 
of automation.” To do this, Mr. Dom- 
enico continued, the feasibility study 
must be a “carefully planned, well or- 
ganized operation that has a definite 
goal and purpose. To do otherwise is 
to gamble with the results.” 

Henry Bradshaw, actuary (electronics), 
Great-West Life, called attention to the 
fact that purchase prices and rentals of 
electronic equipment are considerably 
higher in Canada than they are in the 
United States, while clerical salaries are 


much lower. “This makes it more dif- 
ficult to justify the installation of a 
computer in Canada,” he noted. “Ac- 


cordingly,” he continued, “the principal 
recommendation of our feasibility team 
was that we proceed toward an ultimate 
objective of consolidated functions on 
electronic equipment, but do so in 
stages.” Initially, Great-West converted 
certain major operations (premium Dill- 
ing and accounting) to conventional 
punched card equipment; and in the ac- 
tuarial department, converted valuation, 
dividends, mortality, etc., (already on 
punched cards) to the IBM 650. Even- 
tually, a large-scale magnetic tape ma- 
chine will absorb both areas. 


Mutual Of N. Y. Changes 
In Indianapolis Agency 


Mutual Of New York is expanding its 
brokerage operations in the Indianapolis 
area and has appointed Robert C. 
Thompson brokerage supervisor in the 
Indianapolis agency. He has been man- 
ager of the agency. 

Claud P. Barrett, former assistant man- 
ager of MONY’s Knoxville, Tenn., agen- 
cy, has been named Indianapolis man- 
ager. The agency covers a 40-county 
area in central and southern Indiana. 

Mr. Thompson, 38, joined MONY in 
1946, was promoted to assistant manager 
of one of the Chicago agencies two years 
later and took a _ special managerial 
training course at MONY’s home office 
in 1950, 

Mr. Barrett, 36, has been taking spe- 
cial managerial training at MONY’s 
home office since September. He ‘has 
been in the personal insurance field 
almost 10 years. 





Union Mutual Life Opens 
New Agency in Lansing 


Union Mutual Life hhas established a 
new agency in Lansing, Mich. David 
C. Muzzall, CLU, former co-manager at 
Grand Rapids, has been appointed man- 
ager of the new agency. Assuming full 
responsibility as manager at Grand 
Rapids is former Co-Manager Gerald 
Cunningham, 

Messrs. Cunningham and Muzzall have 
been with Union Mutual three years. 
They started as district managers in the 
Saginaw agency and did such an excel- 
lent job that they were appointed co- 
managers at Grand Rapids one year 
later. As co-managers, the partners each 
continued to perform outstandingly 
which has led to the decision to promote 
each to the individual responsibility of 
managing his own 


agency. 





guaranteed interest. 








FLEXIBLE INCOME 
FOR LIFE CONTRACTS 


Optional deferred maturity provision, offers... 


@ at original maturity date, policyowner can 
defer settlement for up to five years and leave 


proceeds with the Company to accumulate at 


@ at any time within this five year period he can: 
Draw out cash value plus interest. 


Start receiving monthly retirement checks 


under any of six optional modes of settlement. 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 


The 








Business Men’s Gains 16% 

Sales of life insurance by Business 
Men’s Assurance Company in the first 
quarter of 1959 rose nearly 16% over a 
year ago to set a new high for any like 
quarter, J. C. Higdon, president, 
nounced, 


an- 


New insurance paid for in the three 
months ended March 31 totalled $95,929,- 
277 compared with $82,915,407 a year 
earlier. Insurance in force during the 
quarter rose $46,065,793 to $1,573,553,033; 
in the 1958 period, -the gain was $34,829, - 
205. 








“It just won’t work!” 


CG: Look — you'll make at least 15% 
more profits every year! 


YOU: Sure, sure! 


CG: In effect, we will be your Life 
Department. But for free. You pay no 
overhead, no nothing. We do ali the 
paperwork, take care of all the techni- 
cal details. And you take ail the 
commissions! 


YOU: Go on. 


CG: You probably have a good general 
insurance client who’s uninsurable .. . 
no one will touch him for Life insurance. 
Well, we'll analyze his policies, show 
him how to make them more productive. 


You: And then? 


CG: He becomes a walking advertise- 
ment for you. He’s impressed by the 
thoroughness of your service. He tells his 
friends, and your reputation grows. 


YOU: How does this Life Department 
service work with my regular clients? 


CG: The same way! Our method is based 
on service, not sales talks! Call your 
nearest C.G. office for the complete, 
profitable story. 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford 
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Wide World Photo, Inc. 

E. EDWARD FRANZESE 
Mutual Of New York has announced 
it will open two new agencies in 
town Manhattan on May 1. This 
bring the total number of MONY agen- 
cies to 144—12 in the metropolitan New 


mid- 
will 


York area alone. 


E. Edward Franzese, CLU, and Irving 
M. Stone, CLU, have been appointed 
managers of the new units. Both men 
were formerly members of the Richard 
E. Myer agency in New York. Mr. 
Franzese was senior assistant manager 
and Mr. Stone was assistant manager. 


Mr. Franzese’s entire insurance career 
has been with MONY. He joined the 
Myer agency in March, 1946, following 
his separation from military service. In 
November, 1946, he was advanced to 
assistant manager, and became senior 





Pan-Amer. Supervisor School; 
Ist Trainee Orchestra Mgr. 


Pan-American Life Insurance Com- 
pany has inaugurated a new field super- 
visor training program, whereby young 
men with experience in insurance selling 
or field supervision, other than manager 
or general agent, will be invited to join 
the company in the New Orleans home 
office to be trained for eventual General 
Agents positions in the field. Under the 
program, those who meet the qualifica- 
tions will spend a portion of each month 
in the home office learning procedures 
and supervisory techniques; remainder 
of their time will be in the field on vari- 
ous assignments with Pan-American 
agencies throughout the company’s terri- 


tory. Regional Agency Vice Presidents 
Paul Light, CLU and Bernard Lyon 
will supervise the program and conduct 


personal interviews with all applicants. 

First to be trained under the new pro- 
gram is Seth C. Gatchell, a former agent 
Pittsburgh who is a graduate of the 
United States Naval Academy. He served 
a tour of duty with the fleet and ashore 
before entering the public relations field 
as assistant director of public relations 
for Pittsburgh’s educational television 
station, WQED. Later, he became public 
relations director and assistant manager 
of the Pittsburgh Symphony. 





NATIONAL OLD LINE DIRECTOR 


'W. E, Darby, president, National Old 
Line, announced that Russell L. King, 
vice president and actuary, had been 


elected a director at a recent meeting of 
the board of directors. 


Mr. King, a native of Iowa, has been 
the actuary of the company since his 
graduation from State University of 


was elected as a vice pres- 
and will continue in those 


Iowa in 1949, 
ident in 1958, 
capacities, 








Wide World Photo, Inc. 
IRVING M. STONE 


assistant manager in July, 1953. He was 
promoted to the home office sales depart- 
ment staff for managerial training in 
March, 1958. Mr. Franzese is a graduate 
of Queens College. 

Mr. Stone joined the Myer agency in 
1953 as a field underwriter after three 
years of teaching in New York City 
schools. He was advanced to assistant 
manager in 1956, and was promoted to 
the home office for managerial training 
in September, 1958. 


Mr. Stone is a graduate of Hunter 
College, where he was elected to Phi 
Beta Kappa. He received his master’s 


degree from New York University and 
has done work towards his doctorate. 


Massachusetts Accident 


Non-Can. Fund Payment 
Union Mutual Life of Portland, Me., 
announces the second partial restoration 
and payment of indemnities of the non- 
can, fund of the former Massachusetts 
Accident Co. Union Mutual,’ under a 
reinsurance and management agreement, 
has administered the Massachusetts Ac- 
cident Non-Can. Fund since that com- 
pany entered receivership in 1940, 

The Massachusetts Commissioner of 
Insurance has directed that $501,382 of 
the surplus shown in the Fund as of 
December 31, 1956, shall be used for the 
purpose of restoration and payment and 
reserves for payment of additional in- 
demnities under Massachusetts Accident 
non-can. policies. Payments will begin 
on May 1, 1959. 

Each eligible Massachusetts Accident 
claimant will receive a restoration of 
64% of original indemnities, plus simple 
interest at 3% per annum computed to 
the date of surrender of policy, termina- 
tion of claim, date of death of claimant, 
or to December 31, 1956, whichever oc- 
curred first. No interest will be paid 
from such date through May 1, 1959. 





Gets Advertising Award 

Ohio National Life and its agency, 
Perry-Brown, Inc., Cincinnati, were the 
recent recipients of a first place award 
in the Trade Publication Advertising 
Campaign category of the 1958 Adver- 
tising (Connesetiiains of the Mutual Adver- 
tising Agency Networ k. The award was 
given for a series of four full-color, 
2-page inserts placed in trade magazines 
during 1958. 

Ohio National Life’s award-winning 
series emphasized company benefits and 
advantages ranging from sales aids to 
agents training. This use of process- 
color advertising in trade publications 
Was quite possibly a first in the life 
insurance industry, the company says. 


1959 





O'TOOLE ASSOCIATES 
Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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SUN LIFE HAS OPENED 
TWENTY-FOUR NEW BRANCH TERRITORIES 
IN NORTH AMERICA 
TO SERVE THE EXPANDING BUSINESS 
OF ITS REPRESENTATIVES. 

SUN LIFE IS A PROGRESSIVE COMPANY 
IN A PROGRESSIVE INDUSTRY. 


$8 billion life insurance in force 











Heads Orlando Agency 


PHILIP F. CLARK, JR. 


Equitable Life of Towa has established 
Florida, and 


Orlando, 
Clark, Jx.,. Cbg 


announced by | 


a new agency in 
has placed Philip F. 
charge, it has been 
Richard Ward, vice president 
rector of agencies. Agency offices hav 
been opened at 213 Rutland Building. 
Mr. Clark commenced his life insur 
ance career with the Travelers in Miam 
in 1946. He subsequently 
sociated with Connecticut 
in 1955 became district manager 1 
Tampa for Massachusetts Mutual. 
Mr. Clark has been an officer of bot! 
the Miami and Tampa General Agents 
and Managers Association and is cul 
rently secretary-treasurer of the Flori: 
Association of General Agents and Man- 
agers. He is a past president of the 
Miami Association of Life Underwriters 


Agency Officers Round Table 


The Agency Officers Round ‘Table 0 
Life Insurance Agency Managemell 
Association will meet May 10-13 at. The 
Homestead, Hot Springs, Va. Presidin: 
officer will be Grant Westgate, chairmat 
of Round Table and agency vice pres 
dent, Ohio National. J. L. Beesley, sem! 
vice president of Equitable Society, * 
program chairman. ; 

Moderators will be J. A. McAllistet 
vice president- -agencies, Sun Life; 
Radcliffe Massey, vice president of Joli 
Hancock; Perry T. Carter, vice preside 
Travelers; Raymond W. Simpkin, agent) 
vice president, Connecticut Mutua 
George Dunbar, vice president-agence 
Mutual of Canada, will lead a discussi! 
on quality business and conservation. 
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More Help To Schools 
and Colleges Needed 


PLEA BY CHAS. J. ZIMMERMAN 





This Country Must Have Better Edu- 
cated Citizenry, Says Connecticut 
Mutual’s President 





In a plea for more concentration and 
action on the subject of education in 


this country, Charles J. Zimmerman, 
president, Connecticut Mutual, told the 
New England Council that education is 
the catalyst which increases the ability, 
creativity, productivity and growth of a 
people; that it underlies the moral and 
physical strength of a nation. An edu- 
cated citizenry offers the only real and 
permanent basis on which the U. S. A. 
can place its hope for peace and progress. 

“But,” he said, “an educated citizenry 
means far more than educated scientists 
and engineers. A vital need today is for 
educated leadership in business and in- 
dustry, in Government and politics, in all 
the professions, including education itself. 
High school students must be better edu- 
cated for the business of making a living 
immediately following high school’ as 
well as for the business of continuing a 
formal course of education at college. 

“Assuming the job of increasing edu- 
cation effectiveness at the primary and 
secondary levels is done, then the balance 
of the task falls upon the shoulders of 
the colleges and universities. Colleges 
cannot do this unless they have help. 
Of the total operating budget for our 
1,900 colleges last year 51% was _pro- 
vided by philanthropic gifts and insti- 
tutional income; the remainder came 
from tax funds.” 


Need of Greater Financial Support 


Mr. Zimmerman said that increased 
financial support from individuals and 
from business is essential if we are to 
meet our educational needs and realize 
our education opportunities. One plan 
that is gaining favor is the student loan 
fund. The fund may be set up by a 
business firm, an organization or an 
individual. Money is made available to 
the deserving student and his parents on 
generous terms, both as to interest and 
repayment. There is an advantage over 
the scolarship plan in that the student 
is able to remove himself from the class 
of one who is receiving a subsidy; he 
becomes one who is paying his way. 


Using Teachers More Effectively 


Discussing more effective use of teach- 
ers, Mr. Zimmerman said the objective 
is to permit payment of higher faculty 
salaries without greatly increasing the 
total salary account. He gave these 
specific possibilities, many of which 
were originally suggested by educators 
themselves: 

Use teachers primarily to teach. Don’t 
burden them with administrative and other 
time consuming duties. ; . 

Cut from the curriculum certain fringe 
courses that will not affect the basic quality 
of education. 

Combine a system of larger lecture 
classes with a greater number ofs maller 
discussion classes. From the lecturer’s 
standpoint, it is just as effective to talk 
toa group of 200 students as to 25 or 50. 


Must Raise Tuition Charges 


On the subject of tuition Mr. Zimmer- 
man said fees at privately endowed col- 
leges and universities cover only about 
one-half of the actual cost to the insti- 
tution. Each $1,000 from a student is 
matched by a college outlay of the same 
amount. 

“This is nothing more or less than 
a subsidy,” he said. “The private schools 
make it up from income on endowment 
aid from annual giving. The state 
schools make up their subsidy from tax 
money. My belief is that tuition charges 
must be gradually raised until they 
teach the point where they at least cover 
direct instructional costs.” 

He said a system of scholarship grants 
must be established so that a fair, stand- 
adized and accurate appraisal of the 
amount of scholarship aid required by 
students on a need basis may be deter- 


mined. Care must be exercised that 
scholarship allowances not be given in 
excess of the actual tuition cost. 


Taxation and Private Schools 


Concluding his talk Mr. Zimmerman 
said: 

“In this discussion of raised tuition 
fees, what about the relationship of the 
privately endowed schools to those sup~ 
ported by tax funds? This is my feeling: 

“If the private institutions are to raise 
their tuition to a realistic level, as I 
believe they should, it will also be 
necessary for the tax supported schools 
to raise their tuitions. 

“If we are to preserve our freedoms, 
one of which is our right of choice, we 
cannot afford to let the tax supported 
institutions drive any of our private in- 
stitutions out of business. And it could 
happen—if the state schools lag too far 
behind in this matter of setting a realistic 
tuition fee. 

“Furthermore, why should the tax- 
payers in any state subsidize students 
who are not in need of this subsidy? 
There’s no more logic in this than in 
the private school cubsidizing any of 
its students who don’t need it. 

“The responsibility is ours — as a 
nation, as representatives of business, as 
individual citizens. While the effort and 
cost may be great—and we know it will 
—the reward may well be the survival of 


Roy A. Foan Reports 1958 


Gains for Amer. Travelers 
One of the major 1958 accomplishments 
of American Travelers of Indianapolis 
was the attainment of five major objec- 
tives, set by Roy A. Foan, president. 
Through a well planned and executed 
advertising and publicity program, he 
says, a corporate image of the company 
has been established. The slogan is “A 
Company with Tomorrow in its Hands.” 
Eight new states and D. of C. were 
entered in the past year and more will 
be entered this year. New products were 
created such as Executive Whole Life, 
annual renewable term, and special non- 
par whole life, and the company’s iden- 
tity at home was enhanced when it 
moved into a Colonial style home office 
building at 1512 North Delaware Street, 
Indianapolis. 
During the past year the company also 





mankind and of civilization. 

“For through education—effective edu- 
cation—we can develop men who, in the 
words of Dartmouth’s President John S. 
Dickey, ‘are made whole in conscience 
as well as in competence, ... Men who 
can advance our eternal quest for truth. 
Men who have earned not only the right 
of choice, but who have the courage and 
wisdom to make the right choice.” 





THE LEE NASHEM AGENCY 
“The Major League Agency" 


(Mutual Benefit Life insurance Co., 
Newark, N. J.) 


TO BROKERS 


We pay 55% + nine 5's vested on 
Ordinary Life! 

Extremely high immediate cash 
values on about 20 different types 
of contracts. 

One year incontestable—not two. 


COME IN AND SEE US! 











LEE NASHEM AGENCY 


110 East 42nd Street 
New York 17, N. Y¥ 





strengthened its management team by 
addition of Harold P. Nathauer as treas- 
urer-controller, Donald K. White, chief 
underwriter, and Orville R. Miller, 
Group sales director, 

American Travelers passed the $10 
million in force mark as of last Decem- 
ber 31, representing 19% gain over 1957. 
Premium and investment income reached 
$194,494 on an earned basis, an increase 
of 30% over 1957. Legal reserves re- 
quired for its life insurance in force 
increased 110% and now stand at $76,485. 















Simplified Group Insurance 


Here's just one of the reasons why LNL Group insurance has sales 
appeal for client and agent alike: The simplified administrative procedures 


are packaged in a kit that is streamlined, indexed, and visual. 


Lincoln National's simplified Group insurance is 
another reason for our proud claim that LNL is geared 


to help its fieldmen. 
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IMPROVING PUBLIC RELATIONS 
Strong support for the planned Insur- 
ance Information Institute, which is ex- 


pected to become operative this year, 
was given at the meeting of the Eastern 


Ny Ys 


Philips, manager, 


Agents Conference at Buffalo, 
last week by Harold K. 
public relations department, 


of Casualty & Surety Companies, and by 


Association 


Peacock, vice president of the 
Insurance Water- 


and chairman of the public 


George C. 
Agricultural Co. of 
ee Oe 


committee of 


town, 


relations the Eastern 


Underwriters Association. 
The Insurance Information Institute 1s 
to combine the PR activities and opera- 


National 


Association of Casualty & 


tions of the Board of Fire 


Underwriters, 


Surety Companies and other organiza- 


tions in the stock property and liability 
from the In- 


field. It differs 


Information Office in 


insurance 


surance Connecti- 


cut, in Pennsylvania and some other 


states, in that the latter represent all 


segments of insurance, including fire, cas- 


ualty and life and include as members 


stock and mutual insurers. They are de- 


signed to present the public with data 


on insurance within the borders of their 


co . ° 
own State, aS a community service. 


The 


which is to be national in 


new Insurance Information Insti- 
tute, scope, as 


Mr. 


eral 


Philips said, should bring “a gen- 


stepping-up of public relations ac- 


tivities on a broad front and enlarge- 


ment in number of public relations field 
establishment of active speakers 


offices, 
bureaus in every state, selection of pub- 
blic relations spokesmen in every com- 


munity having a newspaper.” 


The Insurance Information Institute 


idea was conceived sometime ago when 
increasing multiple line operations of 


stock companies tended to minimize the 
separate identities of fire, casualty, auto- 


and inland marine’ operations. 
to cut down on duplication of 


through 


mobile 
Theref« re, 


to give added strength 


efforts, 
coordination and unification of PR pro- 


and 


grams, and to aid in solution of common 
problems, the NBFU and the Association 
studied the possibility of having a single 
PR Out of many meetings 
studies such an organization 
now emerged, Mr. Philips told the agents 
He said it 


operation. 
has 


and company men at Buffalo. 
job to give the nation’s editors 
We must tell 
are, 
them 


is “our 
and the public the facts. 
them why rates where 
why the public bring 
down and why our business operates the 


are they 


alone can 


way it does.” 
At the public relations breakfast con- 


ference, sponsored by the EUA and at- 


tended by leaders of state associations 
of agents in the East, Mr. Peacock 
praised formation of the new Institute 


as a means of getting real and full facts 
to the public. He also de- 
broad movement 

cooperation of 


on insurance 
this and 
have the full 
agents and fieldmen at local 
Throughout the Eastern field the PR 
the EUA, with the full 
assistance of Secretary Manager Fred- 
erick W. Doremus and his able staff, has 
for several years stressed the necessity 
public 
level, 


clared new 
should 
levels. 


committee of 


of improving and coordinating 
relations programs at the 
with agents and company fieldmen work- 
as possible. With 


local 


ing as closely together 
year-round accident and fire prevention 
efforts heading the general field of PR 
work, combining casualty and fire insur- 


ance, the importance of the Insurance 
Information Institute is readily under- 
stood. 

Several agents’ associations in the East 
now have retained professional PR 
experts, either on full or parttime basis, 
and they render valuable assistance to 


agents and fieldmen in getting the best 
results from efforts to inform the public 
highway safety, 
other facets of 
the insurance industry. With local, state 
and national PR organizations working 
closely together in the future upon com- 
the probabilities for suc- 


rates, loss 


many 


on insurance 


prevention, and 


mon objectives 
cess are greatly enhanced. 


Guy B. Phillips 1 personnel director 
for Jefferson Standard Life, has been 
elected president of the Greensboro 
Chapter of the National Office Manage- 
ment Association. 


Matar 


MATTHEW A. CAMPBELL 


Matthew A, Campbell, new Deputy in 
New York comes to the Insurance De- 
partment with a decidedly active career 
in public service. It includes service for 
the Government, the State and the city. 

Since 1955 he has been in the claims 
bureau of the Attorney General’s office 
of this state under Attorney Generals 
Javits, now in the United States 


Jacob B. | 
Previ- 


Senate, and Louis J. Lefkowitz. 
ously, he was an Assistant U. S. Attorney 
(civil division) from 1953 until 1955, 
following New York City service as 
assistant counsel of the transit authority. 

While in the U. S. Attorney’s office 
Mr. Campbell was instrumental in break- 
ing the Chinese smuggling racket by 
introduction for the first time in Federal 
courts of blood grouping tests to disprove 
identity in immigration cases, 

In the State Attorney General’s office 
he defended major claims against the 
State of New York. Recently, the Court 
of Appeals affirmed the dismissal after 
trial of a case which Mr. Campbell de- 
fended for the State involving a $2 
million claim against the State. 

While attending college and law 
school, Mr. Campbell was yard master, 
acting train master, and finally assistant 
counsel for the New York City Transit 
Authority. He is a graduate of St. Johns 
University and St. Johns University 
School of Law. He is a member of the 
New York County Lawyers Association 
and New York County Lawyers Guild. 

Mr. Campbell who lives at 350 East 
30th Street, New York City, is married 
and has four children. 

Kee 


William J. Kelly, Jr., has joined Hufty, 
Eubank & Russell, Inc., insurance brok- 
ers and consultants of Washington, D.C., 
as an associate. He will specialize in 
general insurance for physicians and 
dentists. Mr. Kelly, a graduate of George- 
town University, was formerly associated 
with Woodward & Lothrop. Addition 
of Mr. Kelly marks another advance 
for the firm in the professional insur- 
ance field, 

* * x 

Arthur T. Prew has been appointed 
sales director of John W. Buda agency, 
Detroit, New England Life. An alumnus 
of Wayne University, he served as a first 
lieutenant with the air force during 
World War II. 





Bachrach 
EDWARD A. LARNER 


Edward A. Larner, chairman of the 
board of Employers’ Group, is general 
chairman of the National Association of 
Insurance Commissioners convention 


which will be held in Boston June 8-12. 
Arthur D. Cronin of Cronin, Gartland 
and Co., is vice chairman. Byron K. 


Elliott, president, John Hancock, is chair- 
man of executive committee. Sherwin 
C. Badger, vice president, New England 
Life, is treasurer, and Frank W. Boyle, 
vice president, Employers Group, is 
chairman of the advisory committee. 
Victor A. St. Onge is chairman of hous- 
ing and registration. It is the NAIC’s 
90th annual convention. 

+ * 


Melville P. Dickinson, senior vice pres- 
ident, Equitable Society, will serve as 
chairman of the private firms division of 
the Greater New York Fund’s 1959 
appeal. Mr. Dickenson will direct more 
than 6,745 Greater New York Fund vol- 
unteers from concerns operating in the 
geners il areas of construction, transporta- 
tion, manufacturing, commerce, services, 
advertising, printing and publishing, 
finance and professional. Company dona- 
tions and contributions from employes 
will be solicited from 6,000 firms and 
their 600,000 workers. 

a Se 

Frank R, Pote, formerly advertising 
manager for the Boston and Old Colony 
Insurance Companies, has joined the 
staff of The Standard, New England 
insurance weekly, as an associate editor. 
A graduate of Tufts University in 1941, 
while there Mr. Pote was editor of The 
Weekly, the college newspaper, and di- 
rector of the News Bureau. During 
World War IT he served with the Navy, 
participated in the Normandy Invasion 
and was separated a lieutenant. After 
the war he became New England _ public 
relations director for Lumbermens Mt- 
tual Casualty at Boston. He later joined 
Boston and Old Colony. 

2 OF 


George T. Baldwin Jr., 31, has been 
named fire and marine claim supervisor 
for the Chicago branch office of the 
American Casualty, He is a graduate 4 
the University of Tennessee in 1951. 
also attended Loyola University, arg 
he took insurance courses in 1951 and 
1952, and the Chicago Board of Under- 
writers Training School in 1952. Prior 
to ais ACCO’s Chicago branch office, 
Mr. Baldwin was supervisor of the ire 
and marine loss department for Conti- 
rental Casualty in Chicago. He also 
formerly was senior fire adjustor for 
large losses for General Insurance © 
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Downtown New York Association 
Honors William C. Ridgway, Jr. 


William C. Ridgway, Jr., president of 
Crum & Forster, is one of nine men who 
this week were presented with a medal 
of honor in recognition of their accom- 
plishments during 1958 towards the im- 
provement and preservation of “Down- 
town Old New York City.” That means 
the section of Manhattan Island below 
Fulton Street where for generations have 
been located the insurance and financial 
sections of the city. The 
presented at a dinner on April 15 in the 
Hotel Astor. Sponsoring the dinner was 
the Downtown-Lower Manhattan Asso- 
ciation. The event was called “The 
William Randolph Hearst Commemora- 
tive 1958 Medals of Award Dinner. 

Speakers at the dinner were Mayor 
Robert IF. Wagner, Chairman David 
Rockefeller of the DLM Association; 
John D. Butt, president of the associa- 
tion; William Kandolph Hearst, Jr., 
president of Hearst Consolidated Publi- 
cations and Kingsbury Smith, publisher 
of New York Journal American. lre- 
siding was Robert W. Dowling, president 
of City Investing Co., who is also a 
director of Home Insurance Co. 

The award to Mr. Ridgway was based 
on the fact that the real estate subsidiary 
of Crum & Forster—the 110 William 
Street Corporation—is completing a new 
sl-story office tower at the northeast 
corner of William and Jolin Streets 
which will be the tallest reinforced con- 
crete office building in the world. In 
addition to the Crum & Forster com- 
panies the present tenants in the build- 
ing are Employers Group of Insurance 
Companies and United States Aviation 
Underwriters, Inc., managers of the 
United States Aircraft Insurance Group. 
Two banks are in the building: Marine 
Midland Trust Co. of New York and 
East River Savings Bank. 

Among those who have signed leases 
but have not yet moved into 110 William 
Street, are Fireman’s Fund Insurance 
Co. and its affiliates Fireman’s Fund 
Indemnity, National Surety Corp., and 
Home Fire and Marine of San Fran- 
cisco; Insurance Co. of North America; 
Brown, Crosby & Co. and Guy Carpenter 
& Co, Inc., the last two being insurance 
brokerage concerns, 

Before entering the insurance field 
William C. Ridgway, Jr., was a leading 
igure in the financial district. 

Son of a New York lawyer he is a 

graduate of Princeton University, class 
ot 1929, There he was captain of the 
wimming team, manager of the tennis 
team and vice president of the Princeton 
Charter Club. 
_ Upon leaving college he started work 
‘or the Colonial Utility Corporation, a 
holding company which owned and oper- 
ated a group of electricity, gas and water 
‘ompanies throughout New England. 

In 1934 he went with the New Jersey 
Bell Telephone Co., remaining there until 


awards were 
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1938 and having the post of toll sales 
supervisor. Mr. Ridgway then entered 
Wall Street becoming a partner in 
Gammack & Co., dealers in securties and 
in the following year was made a mein- 
ber of the New York Stock Exchange. 

In World War IT, Mr. Ridgway entered 
the Navy as a lieutenant, j.g. in 1942. For 
the first two years of service he was a 
communications officer in this country. 
For the last two years he was a communi- 
cations officer on a naval aircraft carrier 
in the Pacific. At the time he left the 
service his rank in the Navy was lieu- 
tenant commander. 

Jack in civilian life 
entered the investment 
the Fiduciary Trust Co. New York 
which position he left in the fall of 
1947 to establish his own brokerage firm 


Mr. Ridgway 


department of 


of Ridgway & Co. at 120 Broadway, 
New York City. That firm in 1948 
became Ridgway, Newsome & Co., 


specializing in stock brokerage and in- 
vestment counsel. 

It was in January, 1950, that he left 
the securities brokerage field and joined, 
as financial vice president, Crum & 
Forster, a management and holding com- 
pany which has in its organization three 
of the oldest companies in fire insurance 
They are North River Insurance Co, 
formed in 1822; United States Fire, 
formed in 1824; and Westchester Fire 
Insurance Co., formed in 1837. Inter- 
national Insurance Co. is an affiliate. 
Crum & Forster are also United States 
branch managers of Western Assurance 
formed in 1837, and British American 
of Toronto. At the present time the 
consolidated assets of Crum & Forster 
are in excess of $350 million. 

Mr. Ridgway is chairman of the finance 
committee of National Board of Fire 
Underwriters, and is a director of 
Marine Midland Trust Co. of New York, 


Franklin Savings Bank and Sanborn 
Map Co. 

Mrs. Ridgway was Emily Parsons, 
daughter of J. Lester Parsons who died 
a year ago and for many years was 
chief officer of Crum & Forster. The 
Ridgways live in Short Hills, N. J., 


and have four children: William C., ITI, 
an electrical engineer with the Bell re- 
search laboratories in New _ Jersey: 
Charles P., who is a corporal in the United 
States Marines; Emily S., a student at 
Miss Porter’s School in Farmington, 
Conn., and Sara P., who is 9 years old. 
The construction at 110 William St., 
has involved the building of a 3l-story, 
L-shaped structure which wraps around 


the original 20-story building at 110. 
This building, constructed in 1921, has 
from the start, been the home office 


building of the Crum & Forster com- 
panies. It was. stripped to its steel 
skeleton and then reconstructed and 
integrated with the new 31 story building 
In brief, the two buildings were com- 
bined. The architectural firm is Sylvan 
& Robert L. Bien. 

The original idea for this project wa; 
developed by a father and son organi- 
zation doing business under the name 
of John-Platt Building Corp. Samuel 
Friedenberg is the father and Daniel 
F., the son. 


Bank Development in the 
Insurance District 

A pronounced postwar development 
has been the changing character in the 
downtown insurance district in which 
there is an overlapping of insurance and 
financial institutions. Not long ago it 
would have been difficult to find a non- 
insurance company occupying space in 
an insurance district building. 

Commenting on this Gordon I. Kyle, 
president of Cruikshank Co., renting 
agents for 110 William Street and the 
oldest real estate concern in the nation, 
says: 

“Now such companies as General Mills, 
Gold Fields Development Co., and Esso 
Shipping, a subsidiary of Standard Oil 
of New Jersey, occupy multi-floor space 
in post-war office structures erected in 
the heart of the insurance belt.” 

The huge building development of 
Chase-Manhattan Bank is on the south- 
ern end of the old insurance district. 

* * * 


Jersey View of Blue Cross 

The report which has just been issued 
to New Jersey Commissioner Charles A. 
Howell from the committee he appointed 
to study Blue Cross rates 
preliminary one although it takes up 32 
typewritten pages. Another report will 
be forthcoming, but the current report 
really tells the story. Its conclusions 
follow: 

By way of overall conclusion to the study 
as it has progressed thus far, the com- 
mittee feels ‘that most of the problems 
involved in the matter of ever-increasing 
Blue Cross rates are due to the Blue 
Cross social philosophy of widening bene- 
fits, full service benefit coverage and 
community ratings. By and large, the 
majority of the committee agrees with 
this philosophy although it suggests that 
a second catastrophic type contract 
might also be offered to those to whom 
a reduction in rates is.most important. 
As long, however, as the comprehensive 
type of philosophy dominates Btue Cross 
thinking and coverage, the public should 
realize that Blue Cross is bound to be 
expensive, and that its rates will prob- 
ably continue to rise as long as inflation 
persists, and the advances of medical 
science constantly require more and more 
hospital treatment for patients. 

* * * 


Lloyd’s Brokers Assn. 


At a meeting in London of the Lloyd’s 
Insurance Brokers Association, H. 
Swinglehurst was elected chairman. H. 
Dumas was elected deputy chairman and 
also chairman of the marine section of 
the committee while the chairman of 
the non-marine section is A. G. Wright- 
son. 


is only a 
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WILLIAM C. RIDGWAY, JR. 


“Federalist Papers” Essay Contest 
of Kemper Group 





College editors who entered this year’s 
college newspaper contest on safe driv- 
ing, sponsored by Lumbermens Mutual 
Casualty of the Kemper Group, have 
been invited to compete for cash awards 
in a new essay contest on “Applying the 
Federalist Papers’ Concept to Today’s 
Problems,” according to James S. Kem- 
per, chairman of the board. 

The contest was conceived by Loyd 
Wright, Los Angeles attorney, a judge 
in the safe driving contest. Mr. Wright, 
past president of the American, Cali- 
fornia and Los Angeles Bar Associa- 
tions, was so impressed with the entries 


that he offered cash awards for the 
three best entries and arranged the 
contest with Lumbermens Mutual Cas- 
ualty. 


In “The Federalist Papers,” Mr. 
Wright has picked a timeless work by 
three of our country’s great leaders— 
Alexander Hamilton, John Jay and 
James Madison. Not only were their 
writings the basis for the Constitution, 
but they also are invaluable in providing 
background for the answers to today’s 
government problems. 

A copy of the Modern Library edition 
of The Federalist has been sent to more 
than 100 editors of college newspapers. 





Swear in 3 N. Y. Deputies 
The three new Deputy Superintendents 
of Insurance of New York State were 





SAMUEL C. CANTOR 


sworn in last week in a ceremony which 
took exactly two minutes. These new 
executives of the Department are Samuel 
C, Cantor, Newell G. Alford, Jr., and 
Matthew A. Campbell. ; 

The oath was administered by Federal 
Judge Edward Lumbard. In addition to 
Superintendent Thomas Thacher and 
some others from the Department, the 
ceremony was witnessed by 25 personal 
friends of the Deputies, one being a 
former judge and another a former 
Postmaster of this city. The careers of 
Messrs. Cantor and Alford have already 
been printed in The Eastern Under- 
writer. 

For past 11 years Mr. Cantor has been 
counsel to the State Senate Committee 
on Affairs of the City of New York and 
before that was an assistant district 
attorney under Frank S. Hogan where 
he conducted many investigations and 
prosecutions in the area of commercial 
and business frauds. Mr. Alford has 
practiced law here since 1948 and belongs 
to three bar associations. The career of 
Mr. Campbell is printed on the editorial 
page of this issue. 

x * * 
New Marine Correspondent 

The American Institute of Marine 
Underwriters announces appointment as 
correspondent at Aden, Aden, of Cory 
Bros. & Co., Ltd. 
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Home Ins. And Home Ind. Name Two 
As Vice Presidents; Other Changes 


The Home Insurance Co. announces 
the following elections in the official 
families of The Home and The Home 


Company: 

In The Home, Irwin B. Somerville 
was advanced from secretary to vice 
president and secretary, service. depart- 
ment; William Penn, from assistant 


Indemnity 


go. He was transferred to the head 
office in New York in 1952 and was 
subsequently assigned to the operating 


division. Mr. Johnson was elected assist- 
ant secretary in 1958. 


Mr. Samsel has been affiliated with 
The Home since 1925, serving at various 
times in the suburban, Eastern and 





Pach Bros., N.Y. 


IRWIN B, SOMERVILLE 
secretary to secretary, marine depart- 
ment; Ralph Johnson from assistant 


secretary to secretary, operating division ; 
Harold J. Samsel, from manager at 
Baltimore, to assistant secretary. 

In The Home Indemnity, Fernando 
Mostero was advanced from assistant 
secretary to vice president and secretary 


Burton J. Johnson, from assistant secre 
tary to secretary and Alan R. Buck- 
walter from countrywide general claims 
manager to assistant secretary. claim 


division. 
William M. 
assistant to the 
assistant controller of 
and Home Indemnity. 
Mr. Somerville, a graduate of Wharton 
School, University of Pennsylvania, 
joined The Home in 1933. He spent his 
entire career both in the field and at 
the home office in the service depart- 
ment. He was elected assistant secretary 
in that department in 1952 and secretary 
in 1953. Mr. Somerville was placed in 
charge of the service department in 1958. 


F. S. Mostero 


Mr. Mostero, who had extensive cas- 
ualty underwriting and field experience 
prior to his employment by The Home 
Indemnity, joined th company’s Los 
Angeles office as a special agent in 1949. 
He was elected assistant manager of 
that office in 1950, manager in 1951 and 
general manager of auto and the indem- 


administrative 
was elected 
The Home 


Shoucair, 
controller 
both 


nity company’s Pacific department in 
1956. He was elected assistant secretary 
of The Home and Home Indemnity in 
1958. 


Mr. Penn was employed by The Home 


as an underwriter in 1928. He has 
served in both the field and the home 
office in inland marine work, and was 


elected assistant secretary in 1953, Ralph 
Johnson, who joined the company in 
1933, later served as manager of The 
Home’s 


automobile department in Chica- 


FERNANDO S. MOSTERO 


service departments. Upon his return 
from military service in World War II, 
where he served as a Lt. Colonel, Mr. 
Samsel was appointed assistant manager 


of the Newark, N. J., office of the 
company. He was made manager of that 
office in 1946 and in 1956 was _ trans- 
ferred to Baltimore where he was ap- 
pointed manager for Maryland. 
Burton Johnson 
Burton Johnson, a graduate of Okla- 


homa City University, joined The Home 
Indemnity’s Oklahoma office as a loss- 
claim superintendent in 1950 and in 1952 
was transferred to Dallas in a similar 
capacity. After serving in the company *s 
Chicago office as a claim manager, Mr. 
Johnson was elected an assistant secre- 
tary of the company and transferred to 
New York where he was placed in charge 
of The Home Indemnity’s nationwide 
claims operations under the supervision 
of Vice President Edwin H. Ely 

Mr. Buckwalter, who joined the com- 
pany in 1946, served as a — uin in the 
U. S. Army in World War II. He has 
served as an examiner, cade. and 
assistant general claims manager in the 
loss-claim department. In February of 
this year Mr. Buckwalter was appointed 
general claims manager, countrywide, 
with headquarters in New York. 

Mr. Shoucair, who was employed by 
The Home in 1931, has worked at 
various accounting, statistical and control 
assignments at the head office of the 
company. ‘He was made manager of 
the premium accounting division in 1952 
and in 1955 was appointed administrative 
assistant to the controller. 





American Group Ranks 


High in Inland Marine 


Due to error the figures of the Ameri- 
can Insurance Group of Newark, N. J., 
were omitted from the group tables on 


HARTFORD FIRE ELECTIONS 





Keating Vice President and Secretary; 
Hannah and Kutteruf Are Made 
Assistant Secretaries 


Three officers of the Hartford 
and the Hartford Accident & Indemnity 
were promoted April 14 at meetings of 
the directors. 

James F. Keating 
president and secretary, and Robert C. 
Hannah, assistant secretary, both of the 
Hartford Fire and Hartford Accident. 
Robert H. Kutteruf was elected assistant 
the Hartford Fire. 
native of 


Fire 


was elected vice 


secretary of 

Mr. Keating, a Quincy, 
Mass., entered insurance in 1931. He 
joined the Hartford Accident in 1942 as 
a special agent in Connecticut. With the 
establishment of the company’s training 
1945, he director. 
Elected assistant Hartford 
Accident in 1946 and secretary in 1950, 
Mr. Keating was elected secretary of the 


center in became its 


secretary 


Hartford Fire in 1956. He formerly 
headed the home office burglary and 
plate glass departments, and was asso- 


ciated with the agency department be- 
fore assuming his present position as 
head of the office manager’s department. 

Mr. Hannah, who was born at Wel- 
lesley, Mass., attended California schools 
and was graduated from Stanford Uni- 
versity. Associated with Hartford Fire 
since January, 1951, he served as a 
special agent in Rhode Island from 1952 
until 1955 when he joined the home 
office personnel department staff. 

Mr. Kutteruf was graduated from 
Illinois Institute of Technology and 
Northeastern College of Law at Boston 
and is a member of the Massachusetts 
Jar. He joined Hartford Fire in 1942. 
Since January, Mr. Kutteruf has served 
as an administrative assistant in the 
home office. 


NEW YORK ADJUSTERS MEET 





Independent Assn. Plans For Executive 
Sec’y.; Educational Forum April 22; 
Annual Dinner Sept. 24 


The New York Association of Inde- 
pendent Insurance Adjusters held a 
regional meeting last week at the Hotel 
Syracuse in Syracuse, N. Y., in con- 
junction with the annual gathering of 
the New York State Association of 
Mutual Insurance Agents. President 
Sidney R. Stratton, Syracuse, of the 
adjusters’ association and Vice President 
George FE. Adams and Secretary-Treas- 
urer Donald L. Campbell, New York 
City, were among 20 members at_ this 
regional session. The matter of hiring 
a part-time executive secretary for the 
adjusters’ association was studied and 
approved. Also the association plans 
soon to issue a new roster of members 
showing fields in which each adjuster 
is licensed and giving also his personal 
license number. 

The association was host to about 700 
mutual insurance agents and company 
executives at a reception at the Three 
Rivers Inn at Syracuse. 

The annual educational 
will be held at 6 p.m. on April at the 
Drug & Chemical Club in New York 
City. This meeting will be open to mem- 
bers only. 

The 1959 annual meeting and dinner of 


dinner-forum 


the New York Association of Inde- 
pendent Adjusters has been scheduled 


for Thursday, September 24, at the Hotel 
Commodore, New York City. 








inland marine premium production pub- 
lished by The Eastern Underwriter in 
its issue of March 27. The three com- 
panies in that group had net inland 
premiums for 1958 as follows: American 
Insurance Co., $4,508,869; American Auto- 
mobile Ins. Co., $2,404,731, and Associated 
Indemnity Corp., $601,182, for a total of 
$7,514,782. This places the American 
Insurance Group directly after the Chubb 
& Son Group and before the Royal- 
Globe Insurance Group. 


NATIONAL FIRE PROMOTIONS 


Arnold and Breeding Made Secretaries; 
Cooke and Gaskell Assistant Secre- 


taries; Clark Assistant Controller 
The National Fire of Hartford an- 
nounces promotion of Assistant Secre- 


taries H. L. Arnold and R. L. Breeding 
to secretaries, also the election of F. HI. 
Cooke and J. M. Gaskell as assistant 
secretaries and E. F. Clark as assistant 
controller. 

A native of Connecticut, Mr. Arnold 
has been identified with fire underwriting 
and brokerage at National’s home office 
for many years. Joining the company in 


1920, he became superintendent of bro- 
kerage in 1946 and was elected assistant 
secretary in 1957 with supervision over 
fire and allied lines underwriting and 
brokerage in the companies’ Eastern 
department, 

Mr. Breeding, a graduate of Tulane 


University, joined the National in 1954 
as marine supervisor at New Orleans, 
Transferred to Hartford and promoted 
to marine superintendent in 1956, he was 
advanced first to marine manager, then 
to assistant secretary in 1957, supervis- 
ing marine-multiple peril operations. 

Mr. Cooke, a graduate of Lehigh Uni- 
versity, joined the National at its Boston 
office as marine supervisor in 1954 after 
several years of marine experience with 
another prominent group of companies. 
In 1957 he was brought to Hartford as 
agency superintendent to assist in the 
development and underwriting of the 
marine-multiple peril classes of business. 

NAIA ADVERTISING AWARDS 
To Be Given to State Associations This 

Month Which Have Reached 60% of 

Quotas for Advertising Fund 

Special Big “T” advertising awards will 
be presented to state associations that 
have reached 60% of their quotas in sub- 
scriptions to the advertising fund of the 
National Association of — Insurance 
Agents, according to President Archie 
M. Slawsby. States reaching 100% will 
receive a specially designed plaque for 
their achievement. The presentations will 
be a feature of the midyear meeting of 
the National Association’s national board 
of state directors, to be held in con- 
junction with the Far West Agents Con- 
ference in Phoenix, Ariz., April 26-28 

Seventeen states have alre ady passed 
the 60% mark in contributions, accord- 
ing to Joseph A. Neumann, advertising 
committee chairman, who indicated that 
many more would reach that figure prior 
to the midyear meeting. Mr, Neumann 
stated that the Florida Association would 
receive the first gold plaque for having 
reached 100% and he indicated that sev- 
eral other states were ready to go over 
the top. 

Under the National Associaton’s flex- 
ible television advertising plan this year, 
state associations reaching 60% of their 
quota are assured of 13 TV_ programs 
more than states reaching less than that 
amount, which receive the minimum of 
26 programs. Those states reaching 100% 
of their quotas will receive twice as 
many TV programs as the minimum cov- 
erage states, or 52 in all. 

As part of the advertising presenta- 
tion at the Phoenix meeting, Mr. New- 
mann said, several research and evalua- 
tion projects conducted by the associa- 
tion’s advertising agency, Doremus & 
Co., will be discussed. 





North America to Move 
Offices to 79 John St. 


The New York City offices of the 
Insurance Company of North America 
Companies which are now located on the 
ground floor of 99 John Street, will move 
over the week-end of May 1-3 to the 
newly constructed headquarters on the 
second floor of 79 John Street. A, pt 
vate entrance will lead to the North 
America quarters, located in what is gen 
erally known as the 110 William Stree! 
Building. Other offices of the North 
America Companies, now housed m 
renovated quarters in the old Wane 
maker Building on Broadway and Astof 
Place, will remain there. 
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Eastern Agents Conference 


Meets At Buffalo, N. Y. 





Arguments For Use Of Deductibles 


Nicholls, Buffalo Insurance Co., Says They Should be Used to 
Make Some Covers Available, Maintain Premiums at Mar- 
ketable Level, Solve Numerous Underwriting Problems 


Among highlights of the Buffalo “IT Day” meeting last week in Buffalo, sponsored 
by the Greater Buffalo Association of Insurance Agents and Insurance Club of Buffalo, 
and held in conjunction with the meeting of the Eastern Agents Conference was the 
forum session on deductibles, as expressed in dollars, percentages or time. All members 
of this panel are holders of the Chartered Property & Casualty Underwriter designation. 
Close to 600 men and women attended the Buffalo “I Day’ sessions. 

Herbert C. Cox, CPCU, of Aldrich & Cox, Buffalo, was moderator and the speakers 
included Ivor D. Nicholls, CPCU, assistant casualty manager, Buffalo Insurance Co., 
Herbert J. Preve, CPCU, of Magoon & Co., Inc., Buffalo, and Kenneth K. Klingenmeier, 
CPCU, assistant manager of the Buffalo branch of the American Surety. 

Presenting arguments in favor of use of deductibles Mr, Nicholls said in part: 


Three Major Objectives care in his business dealings. Therefore, 
this type of insurance normally carries 
substantial deductibles, which, however, 
do not apply to the defense section of 
the contract. 


From our research into this question I 
find three major objectives in use of 
deductibles at the present time—(1) to 
make coverages available for hazards or 


perils which would not be insurable if Keeping Costs Down 

the total sum of each loss were covered; A second objective in use of a deduc- 
° ° . ‘. ba > >. 

(2) to maintain premiums at a reasonable (Continued on Page 2 


Negative Position On Deductibles 


Preve, Local Agent, Cites Rating Difficulties to Establish 
System of Credits, Sees Self Insurance Encouraged, 
Reductions in Agents’ Income 


Herbert J. Preve, CPCU, of A. Magoon tronic brains and computers this, on the 
& Co., assumed the negative in this debate surtace doesn’t appear to constitute much 
and offered objections to and disadvantages ©! * problem. However, when we examine 

: ti oie ; f “even one line of business, where deduc- 
of use of deductibles. He said because of  tibles are commonly used, we can see 
these objections deductibles are not used why this obstacle has a good deal of 
more extensively today. Extracts from merit. To illustrate this we have to 
his paper follow: keep two other points in mind. One, 

rot that we’re concerned primarily with just 

Objections are the obstacles that stand — the availability of a deductible, and not 
in the way of a greater use of deductibles, with the use of one that is mandatory; 
and two, because of this, the difference 
in cost between full and deductible cev- 
erage has to meet certain requirements 
Objections are both numerous and as does the rate used in any insurance 
policy. These requirements are that the 
rate or cost be adequate, reasonable, and 
not unfairly discriminatory, 


while the disadvantages are the harmful 
effects that are inherent in using them. 


varied and come from every facet of 
the business itself, from the state In- 
surance Departments and from the y ? 
policyholder. Meeting Rate Requirements 
With the ever increasing use of elec- The difficulty in establishing a price 

‘ that meets these three requirements is 





level in order that the coverage will be 
marketable; and (3) to solve underwrit- 
ing problems in connection with indivi- 
dual risks or specific areas. 








born out by the present method used 
in charging for full coverage over de- 
ductible on windstorm and hail insur- 
ance where in some cases none of these 


















There are two by-products to these ob- [flit ldyytile tail cll yyy requirements are really met. Under our 
jectives. First is elimination of expense Y Y present system an insured with a $2,000 
associated with settling and processing Y Y 2 sate as ; A 

; : 4 Z Y policy on his house pays only $6 for 
of small claims. For extended coverage Y Y) ie use y i 

: } Y Z three years to eliminate the $50 wind- 
losses this has been estimated to amount Y Z oe ae ; ) 

ee eee as Bi ts y, re Y storm and hail deductible; an insured 
to $10 for outside adjusting expense plus y} Y who carries a $15,000 policy must pay 
the additional costs to the agent and Z Y) Lia a Scin  h a, oo St pa) 
|, Alpena brat! GZ You i acedins me Y $45 to eliminate the same deductible. 
company in processing. g oye fs iN e y \ssuming these amounts bear some 

Second by-product is release of ad- y MAB IK IP Insurance AGENT AGENTS Z degree of relationship to the ‘value of 
justers who may then devote their time y cseaves/ vou /riast 7 the houses, in all probability the $2,000 
more profitably in settling the larger Z Z policy would be called upon to pay more 
Pncident and sickness insurance is a 7 ) ng net yg tot enges sg oa 

/ nt SI eae ae S % % a : 7] GY one. ere then we have a rating method 
good example of use of a deductible 7% “Your INDEPENDENT Insurance Agent serves you First.” 7 = fiat not only encourages insuring. for 
to make coverages insurable and there- J J less tham: full value btain full c 
fore make insurance against the risk J y} pelea wagering any Px? Magi yehowsom tient 

PR oe pein pO ee : Y % erage, but one which will eventually 
of loss available. Probably no other field y) 4 : . Z cause itself to become even more dis- 
of insurance a - : — ne y) The word INDEPENDENT in your emblem slogan has 7 proportionate. 
insurance contracts, but the principle o ; cape ; ; ; pst gn oO RE TE LID 
having the insured contsiinine re each 7 important significance. It tells the insurance buying public y tl : cake c Ae bee mvt a 

ny pee : wa i : : f J pis YY ‘ 4 ; Re . ‘ - : 2 . Y 1e state anc le rating Organization 
oad — le a oe one. = ]) that you are a special kind of agent—that you conduct your 7 here in New York have approved the 
am coree & sated pobossieag wis ise y} own business free from outside ties that bind your actions. 7 writing of deductible fire insurance on 

Ee. ee) Cape Gy seen iCO)) Occ eaea Y Fate ; a eas eee ~ Y what is commonly known as the Chubb 

a limitation of the weekly benefit to 7 You should take pains to explain to your clients and pros- j San Pia Wein abnanrid communes 
a fraction of the regular weekly wage, GY pects that this enables you to sell him selected insurance y} sinter. teatsidinies- celal saidat aie seaiiadion 
i bo tala 5 6 Y GZ V ‘ S'S plan, I ‘ 
generally in the neighborhood of 70% Y a b ies V f your accord. have chose GY written under it apparently haven’t as 
Mic. =. cieba, dar Gib eaitee uname Y written by companies you, of your own accord, have chosen 7 apt tly he ‘t as 
OF, as 1s 7 aj ‘ Z PES bey PETA saheue te : f Z yet provided enough statistics to either 
insurance, two deductibles may apply, the Z to represent and that you receive no salary Irom any 0 Z prove or disprove the system of credits 

“ : Lay q ° B é wel Gj . a ° eine Anges allel is ‘ ‘ 
first being a flat deductible of a specified Y these companies. This is a distinct advantage over those Z granted for the various deductibles. 
amount such as $200, and the second j agents who are in fact salaried employees of one specific 7 However, to be technically correct, the 

ea anticiore: HaHiiet pine ee 2nts who are act salaried employees > specific vever, > tec ally c >t, the 
being a percentage deductible or contri- 7 aw ah as r Z word “deductible” may be a misnomer 
bution clause. Z company and must sell that company’s policies only. Y) sca? eee ee ee enedhaaciekae alll nr ne 

lle ; , : she se cussing ; particular 

This is a coverage in which the in- 7 Z phn The aan ada prt ae P suaniite 
sured has the closest of interests—him- % ; P ; , Z ne = ‘. Manat ted Se 
self—and were it not for these protective 7 Protection is the real product you are selling. It 7 oa the really oe type of risk, one 
; : : : ; : Ae : . Z at can itself < big ist of 4 
measures, the carriers would find them- ] comprises not only Indemnity for actual insured financial j cae $3000 sahich ake ht id ie 
re Saancig om — oe peptone Z loss but such important elements as: Fair and just settle- 7 of so called deductible provided by the 

*lorid asi ricatec ‘ iy : ; : Te 

Stele aca 1 is pores th Mipeorsst gerne y ment in the letter and spirit of the policy, Prompt payment, Z plan. A deductible this large will never 

Inesses, especially if we have any more Y ? Z ven be ‘coneidesed ‘(is amertuem: of ta 
tee ; : Y) ; SEBO ee ; Z even be considered in any form of in 
winters such as the one we are just Y) and Convenient and helpful claim service. Since companies y} reiants ‘Scat Shin. dhieid mame ate 

inher + Phage Sac Biem : Z : , Yj surance for the smaller mercantile anc 
crawling from under. The use of a G d thei licies are t identical. the insurance buye GY, aii: ‘ng risk ‘and certaint 
dite clinthe maltes i¢ econtmically g an leir policies are not identical, the Insurance Duyer 7 manufacturing risk, and certainly not 
impractical for an insured to take ad- j benefits in buying from the Independent agent who is free 7 in the personal lines of coverage. 
pease be his insurance —. the een Z to use companies that in his knowledge and experience )} Catastrophe Loss Cover 

ot the lost time is real ar 2 the J F . Y Thie ; ‘ at if ee 

foald | ie it ak Ge Z render full and complete protection service. J This is then really a form of catas- 
hap _have resulted in lost time regard- Z Z trophe loss coverage rather than a de- 

ess of the existence of the insurance. y ; pis 7 ductible in the normal sense of the word, 
Sabtall Tsedpance ] The companies of The Commercial Union Group 7 —_- does fill a need for the small 
: ee 4 : Ye ee enc ie aj Y market to which it must of necessity be 

Another example of this type of “de- 7 enjoy the highest standing as agency companies. Their )) fated: ins tieuncomear iceman en yd 
ductible” is in connection with our social Y} practices and performance under their policies consistently y to only a minute percentage of policy- 
INmsurances. workmen’. c aks Y F ‘. ° ° Y és ~~ 
Rieiovaient. —" a y conform with their belief that to serve the public well, the ) holders is probably the primary reason 

yment. dratters these y . ' Y that it has been approved. The policy- 
laws were apparently all of the opinion 7 agent must be served well by a company he represents. 7 ‘ection odlatedianan sats ft rah 
at hum; : eing what it is, < Speer of hi 
ot uman nature being what it is, a Z 7 does so only to reduce the cost of his 
ake would have to be incorporated in ZY Z protection. It certainly has no value 
of law to discourage anyone from 7 4 in solving a loss frequency, loss expense 
aking a claim just to get insurance GY . Y haalihrcanc ae A Ret Site dia cpa ’ 
é Jus t surance ] reduction or catastrophe joss problem 

under compensation or getting himself y, THE COMMERCIAL UNION GROUP Z for the company area? 

red In order to live “free” on un- Y COMMERCIAL UNION ASSURANCE COMPANY LTO * THE OCEAN ACCIDENT & GUARANTEE CORPORATION. LTO y) It is auestionab! if there is < 2ed 
employm 1 - —_ ZG AMERICAN CENTRAL INSURANCE COMPANY * CALIFORNIA INSURANCE COMPANY * PALATINE INSURANCE Y ss . It : able 1 ere is a. nee 

yment insurance. % COMPANY LTD * COMMERCIAL UNION FIRE INSURANCE COMPANY OF N Y. * COLUMBIA CASUALTY COMPANY Y for any further form of fire insurance 

Nn errors : 1 jac} ~ - - fes ’ ° ZG UNION ASSURANCE SOCIETY LTO * THE BRITISH GENERAL INSURANCE COMPANY LTO Y pase, - » * ane re 
liabil; rors and omissions or protessional Z Z deductible, except one like this specifi- 
adility insurance we have = another % HEAD OFFICE + NEW YORK, N. Y. Y cally designed for the large insurance 
txample of this use of a deductible. If Z Z buyer Fire insurance no iam er present 

the insured bore no part of any financial Y ATLANTA CHICAGO An FOneaeen Z he. catas he : . BF * 
Miasder the eo ; Sesye 7 Z the catastrophe loss feature, as does 

Oss u the coverage, he would have Y . 3 : a os nh 

Ittle incentive to exercise even ordinary UMMM yyy yy ayy lal ll ry ayy yyy (Continued on Page 28) 
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Nicholls on Deductibles 
(Continued from Page 23) 
tible is that of keeping costs down. When 
insurance premiums get too high the 
public begins to resist just as it does 
commodity or service 
is involved, they either 
want to pay the asking price. 
insurance aptly 
While full coverage colli- 
it’s not very often sold 


where any other 


because can’t 
or don’t 
Collision 
this situation. 


demonstrates 


sion is available, 
for the simple reason that the cost of 
cost of the $50 
deductible. shown that 
they’re willing to absorb the first $50 
of each loss in order to obtain insurance 
at a price they can more easily afford. 

A review of the experience of members 
and subscribers to the National Auto- 
mobile Underwriters Association for the 
experience year ending June 30, 1957 
shows that out of total written premiums 
of $70,880,468 in the State of New York, 
only $91,292 resulted from full coverage 
Loss-ratio-wise the figures indicate that 
full er collision experienced a 
ratio of 124.9% whereas $50 deductible 
had only 64.9%. The average loss under 
full coverage amounted to $136 whereas 
under $50 deductible it was $226. 


High Frequency of Small Losses 


it is four times the 


Insureds have 


Control of the underwriting problem of 
a high frequency of small losses is 
illustrated in the case of the personal 
property floater, and in the case of neon 
sign coverage. Underwriters would prefer 
to avoid full coverage. Under neon 
sign coverage we can expect a nena 
of small losses Ae to damage of only 
one letter or section of fallcbese which, 
on a full coverage basis, would have to 
be processed adding adjustment expense 
to the loss expense. Whether the cov- 
erage is written under an inland marine 
cover or under a glass cover, the same 
principle is followed. 

Under the jeweler’s block policy, the 
1957 loss ratio for full coverage was 
63.6% as compared to the $500 deductible 
ratio of only 10.1%. Larger deductibles 
resulted in even lower loss ratios until 
those with a $5,000 deductible show up 
with .5%. 

Deductibles are generally available 
under the liability coverages, automobile, 
general and professional. Rates are pub- 
lished for deductibles from $25 to $1,000 
for general liability property damage and 
from $25 to $4,000 for automobile lia- 
bility property damage. Rates are left 
open to judgment for bodily injury in 
all cases since underwriters are rather 
reluctant to accept deductible bodily 
injury for fear of losing control of the 
claims with possible disastrous results. 

Even under property damage, deduc- 
tibles are not frequently used except in 
connection with an occasional risk where 
a frequency problem might arise or 
where a large risk is involved which 
elects a substantial deductible as being 
to its economic advantage. 


Comprehensive Auto Fire and Theft 


Another example of a deductible solv- 
ing an underwriting problem is that of 
comprehensive auto fire and theft. Just 
after World War II vandalism and 
similar claims were rampant in the New 
York City area with the result that $50 
deductible comprehensive came _ into 
being and became mandatory in that 
area for most carriers. It has proven 
successful and has now spread to most if 
not all of the other states on an optional 
The loss figures of the National 
Automobile Underwriters Association for 
New York State for the year ending 
June 30, ‘1957, show full coverage with 
a loss ratio of 684%, reflecting a fre- 
quency of 13.8 losses ‘pe r 100 car years 
and an average loss of $51. By com- 
parison, $50 deductible came up with a 
43.7% loss ratio, a frequency of only 
3.5 losses per 100 car years and an 
average loss of $104. 

The current discount of 55% from the 
full coverage premium is_ substantial 
percentage-wise but is not of too much 
consequence dollar-wise since full cover- 


basis. 


age premiums themselves are relatively 
small for the average car. It would there- 
fore seem evident that the extent to 
which it is used outside the New York 
City metropolitan area will depend 
largely on the underwriting position 
taken by the companies. It would seem 
that this is one field where savings could 
be substantial to the companies and 
agents. 

In the burglary field we find that al- 
most all coverages have some form of 
deductible available although, as in the 
case of liability, there is no general usage. 
The mercantile open stock, mercantile 
robbery, mercantile safe, broad form 
money and securities and the broad form 
paymasters all have published rates for 


deductibles ranging from $50 to $1,000. 
While for these covers the deductible 
is optional, when we turn to the open 
stock theft coverage we find a mandatory 
$50 deductible. This is a good example 
of the introduction of a deductible clause 
on a mandatory basis to eliminate a cer- 
iain type of exposure, in this case, to 
eliminate small pilferage losses. 

The deductible clause has been used 
with success in connection with wind- 
storm losses under the extended cover- 
age endorsement. 


Use in Solving Problems 


Can the adoption of a deductible solve 
some of the problems we still have with 
us? In the fire field, for instance, with 


experience showing up so poorly, es- 
pecially in the dwelling type of business, 
would a deductible cure the evils causing 
this? Reports indicate that most fire 
underwriters are against the use of a 
deductible, yet one large writer of fire 
business has been successfully under- 
writing this business on a deductible 
basis for years. This company approaches 
the problem by applying the discount for 
the deductible against only the loss 
portion of the rate, which means that 
the expense dollars as represented by 
the expense portion of the rate are left 
undisturbed. The rate thus arrived at 
is sometimes further modified depending 
on the ratio of the amount of the de- 


ductible to the amount of insurance. 








Fabian Bachrach 


“The past always 
has historic interest, 
but it 1s the present 
and the future that must 


claim our greater interest.” 
W. E. McKELL 


Chairman and President 
From the 1958 Annual Report 
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Deductibles range from $50 to $100,000 
or more, 

Another well-known company utilizes 
a similar plan for fire coverages with 
the deductible applying to all perils 
customarily insured under this policy 
form. The deductible may. also apply 
to the various types of exposure such 
as buildings or other structures and their 
contents, business interruption, extra 
expense, depreciation, leasehold interest 
and others. Credit percentages are 
found in a table setting forth nine avail- 
able deductibles ranging from $5,000 to 
$250,000. The size of the credit depends 
on the deductible selected and the ratio 
of the amount of deductible to the 
amount of insurance. 


It would therefore seem only a matter wouldn’t a mandatory deductible solve 
of time until the use of a deductible this problem? 

becomes general in fire insurance. A study made by the Eastern Under- 
writers Association’ indicates that in 
any sizeable windstorm loss, 50% of the 
claims would be eliminated by use of 
a $50 deductible clause. Some states have 


already adopted it on a mandatory basis 


Homeowners and Windstorms 


What about an across-the-board de- 
ductible on the Homeowners policy? 
Is it practical? Some underwriters, at 


least, would like to see it. It has been and it has been recommended by the 
pointed out that already some com-_ Inter-Regional Insurance Conference for 
mercial inland marine policies are on nationwide application. It would seem 


only logical that in this case what’s good 
for a few is good for all. 

Finally, the plate glass field should 
be re-explored. Experience on this line 
in recent years has left something to 
be desired. Some states have authorized 
the use of a deductible glass policy in 


such a basis, including fire. Therefore, 
presumably the resistance in the per- 
sonal lines would come primarily from 
the buyer who wants first dollar cover- 
age. However, isn’t it this sort of thing 
that ruined the experience under the 
Homeowners “C” policy and, if so, 





A 75-year past... 


A FUTURE 
Ok DYNAMIC 


PROMISE 


April 14, 1959 marks the three-quarters of a century point for American 
Surety Company. A pioneer from the beginning, it was the first corpora- 
tion in the United States authorized by law to write surety bonds. 


More significant, however, is the fact that American Surety has been 
pioneering ever since. In 1956 it became the first multiple line company 
in New York to organize a life affiliate, The American Life Insurance 
Company of New York —so that one company group could provide com- 
plete protection for property and human values. 


Today as never before, we are in a period that calls for considered 
changes. About us are new challenges, new opportunities undreamed of 


yesterday. And American Surety is well prepared to meet them . 


. to 


continue its trail-blazing role and maintain the leadership that its pio- 


neering has won. 


To all who have contributed to our progress, we extend our thanks— 


and the assurance of our continued eilorts toward ¢hvir progress in the future. 


AMERICAN SURETY 


COMPANY FIRE * FIDELITY AND SURETY BONDS 


CASUALTY * INLAND MARINE 
Affiliate: The American Life Insurance Company of New York 
LIFE » ACCIDENT & SICKNESS 
100 Broadway, New York 5, N. Y. 


the form of a cumulative deductible. 
Under this plan the insured pays all 
losses up to 50% of the premium for 
full coverage and, in return, receives 
a discount of 50% from the full cover- 
age premium. While I am not neces- 
sarily advocating this form, perhaps a 
straight deductible would improve the 
experience on this line. 

Perhaps what we need is a general re- 
education of the public. For years we 
have sold them on ‘the idea of full 
coverage but now it is evident that we 
must start re-educating on the true 
concept of insurance—that it is not to 
protect the insured against the small 
loss that he can bear himself but rather 
to indemnify him against the larger 
losses which he cannot absorb. This is 
the trend in the treatment of medical 
reimbursement coverage and the use of 
the catastrophe type policy has increased 
considerably in the past few years. 


Whitney Appointed Mass. 


Insurance Commissioner 

Major General Otis M. Whitney, for- 
merly Commissioner of Public Safety in 
Massachusetts, has been appointed In- 
surance Commissioner to succeed Joseph 
A. Humphreys. Mr. Whitney, although 
a Republican, was ni amed to the public 
safety commissioner’s post by the late 
Governor Paul Dever in 1951 and com- 
mands the 26th Division of the National 
Guard and the State Police as well. 

Mr. Humphreys has continued as Com- 
missioner of Insurance, although his 
term expired January 31, 1959. Mr. 
Whitney’s term would run until January 
31, 1962. 

‘A graduate of Harvard in 1930, Mr. 
Whitney was a member of the Massa- 
chusetts House before his election to 
the executive council in 1956 to fill a 
vacancy. Named a brigadier general by 
Governor Dever in 1951, Mr. Whitney 
was promoted to major general in 1957 
in command of the 26th Division, Na- 
tional Guard, by Governor Furcolo. 


Magnusson Appointed 


Minnesota Commissioner 
Governor Orville Freeman of Minne- 
sota announced the appointment ot 
Cyrus E. Magnusson as Minnesota In- 
surance Commissioner to succeed Cyril 
C. Sheehan who has served in the post 
since February, 1953. Mr. Magnusson, 
who took over the duties April 15, is a 
graduate of the University of Minnesota, 
and conducted an insurance business at 
Two Harbors, Minn., before becoming 
executive secretary to Governor Freeman 
He also served four terms as mayor 
of Two Harbors. 





New Service Mark for 


North America Companies 

Insurance Company of North America 
Companies, the 167-year-old Philadel- 
phia-based insurance group, have adopted 
a new service mark, the letters INA in 
white within an oval of distinctive med- 
ium blue. 

This new service mark will be used in 
conjunction with the slogan, Insurance 
By North America, as primary identifi- 
cation for the INA group and for all of 
its member companies—Insurance Com- 
pany of North America, Indemnity In- 
surance Company of North America, and 
Life Insurance Company of North Amer- 
ica—on all policies, stationery, advertise- 
ments, displays, buildings, and other 
phy sical properties and printed mate- 
rials of the companies. 

The new corporate symbol replaces the 
eagle, corporate symbol of the group for 
165 of its 167 years of existence. 


ALM MICH. STATE AGENT 

The Phoenix of Hartford Companies 
announces appointment of Harry R. Alm 
to state agent in the Detroit area. He 
joins the staff of Manager Charles L. 
Rosenow, with Detroit headquarters. 
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Officers of the Eastern Agents Conference elected at the 11th annual meeting at 


last 


Buffalo, N. Y., 


week are, left to right, William Graul, Pennsylvania, secretary; 


Frank Lowrey, Rhode island, treasurer; William d’Espard, District of Columbia, 


second vice chairman; 
Valmore Forcier, 


Arthur L. Schwab, New York, first vice chairman, and 
Connecticut, 


chairman. 





Milbrandt President of 
Mutual Agents of N. Y. 


Milbrandt of Pelham is the new 
of the Mutual Agents Asso- 
New York State. He was 
two day 18th annual con- 
group in Syracuse, N. 
Norwich. 
Augustine 
vice 


Gay 
president 
ciation of 
elected at the 
vention of the 
to succeed Charles Kroeger of 
At the same meeting Roland 
of Kingston was named executive 
president, 

Functional vice emacs elected were 


Wesley Frank of Gloversville and Ken- 
neth Bourdon of Massena. Elected di- 
rectors were Salem Towne of Sodus, 


Robert Hulburt of Shortsville and Bour- 
Thomas 


don. Directors re-elected were 
4. Doxsee of Minoa, George P. Tobler 
of Smithtown, L. I, and Augustine. 


JOSEPH A. DONOHUE DIES 


Joseph A. Donohue, senior partner and 


founder of Donohue & Co., New York 
insurance brokers, died April 6 at North 
Shore Hospital in Manhasset, L. His 


home was in Great Neck. Mr. Donohue 
established his business in 1916 and spe- 
cialized in workmen’s compensation. He 
was a member of the Maritime Associ- 


ation of the Port of New York and 
Knights of Columbus. He leaves his 
wife, two sons, a sister and two grand- 


children. 


OWEN J. MANCHESTER DIES 
Manchester, 67, office man- 
John W. Baird Co., Buffalo, 
estate and insurance, died 
Was associated with the 
more than 30 years. 


Owen J. 
ager of the 
N; | Ycnureal 
April 8 He 


company tor 





Mrs. McIntee Commended 


MARY ELLEN McINTEE 
Bouquets, verbal and beautiful, were 
handed in large number to Mary oe 


MclIntee, executive secretary of T! 

Greater Buffalo Association of ienacauce 
Agents, for her excellent handling of 
hundreds of details associated with suc- 
cessful development and operation of the 
Buffalo convention, which combined 
meetings of the Eastern Agents Confer- 


New Executive Secretary 
National Assn. Ins. Agents 





POLLARD 


WILLIAM A. 


William A. Pollard, newly named ex- 
ecutive secretary of the National Asso- 
ciation of Insurance Agents, replacing 


Hanson, who will continue 
in his post as general counsel, comes 
from the Zurich American at Chicago. 
He has been production supervisor and 
also divisional sales manager. 

Mr. Pollard joined the American In- 
surance Co. as an inland marine under- 
writer in 1951 and became a special agent 
in multiple lines for the company in 
western Michigan in 1953, He was also 
with the J. S. Crosby & Co. insurance 
agency of Grand Rapids, Mich. 

Mr. Pollard is a native of Boston. He 
received his elementary education at 
Fessenden School, West Newton, Mass., 
and graduated from Phillips Academy, 
Andover, Mass. He received his A.B. 
degree from Brown University. He has 
engaged in a number of special insurance 
activities as well as civic activities. 

Mr. Hanson, who requested he be 
relieved of the executive secretary duties 
to devote his time to association legal 
affairs, has been with NAIA for eight 
years. He joined the association in 1951 
as assistant to the late Walter H. Ben- 
nett, then general counsel. In addition to 
the duties of general counsel he assumed 


George S. 


those of executive secretary in August, 
1955. 

Mr. Hanson has edited a comprehen- 
sive book entitled “Insurance Agency 


Ownership.” Published originally in De- 
cember, 1955, the volume was enthusi- 
astic: ally received by insurance agents and 
company officials for its detailed and 
authoritative analysis of the many facets 


of insurance agency ownership. A sec- 
ond printing of the book came out in 
March, 1956. 


Mr. Hanson, who was born in Seattle, 
Wash., received his B.A. degree at the 
University of Washington prior to en- 
tering service. Following his discharge 
he resumed his law training at that 
university from which he received his 
LL.B. degree. 





” 


ence with celebration of Buffalo “I Day. 
More than 600 persons were present for 
the latter. Mrs. McIntee was widely 
commended for her grace, efficiency and 
tireless efforts. 








Win. H. Malone, Ine. 
744 BROAD STREET 
Newark 2, N. J. 


Surplus and Excess Lines 


REINSURANCE 


Phone 
Mitchell 2-5351 
































In our 54th year 


JOSEPH 
GOLUB 


AGENCY 


* 


INSURANCE 
UNDERWRITERS 


130 WILLIAM ST., NEW YORK 38 
BEekman 3-5650 





Serving Our Brokers for 
over Half a Century 








Md. Governor Expected to 
Sign Qualification Bill 


Maryland is ex- 
revision of 


Tawes of 
into law a 


Governor 
pected to sign 
the qualifications requirements _ for 
agents, brokers and solicitors. HB 383 
provides that an applicant for an agent’s 
solicitor’s insurance license 
completed an insurance 


bre sker’s or 


must have either 

course approved by the Commissioner, 
length of which and content to be set 
by the Commissioner, or have been 


duties by an 


employed in responsible 
broker toi 


insurance company, agent or 
a period of one year. 


HB 383 was co-sponsored by the In- 
dependent Insurance Agents Association 
of Maryland, Inc. and the Tri-State 


Mutual Agents Association of Maryland, 
Pennsylvania and Delaware—M:z aryland 
members participating. Much credit for 
the industry support that this legislation 
received is given to E, Churchill Murray, 
local agent, Annapolis, who was. chatr- 
man of the agents qualification law com- 
mittee of the Independent Insurance 
Agents Association of Maryland. 





i 





DAVID C. WHITE AGENCY, 


55 JOHN STREET, NEW YORK 38, N. Y. 
LOCAL — COUNTRYWIDE — WORLDWIDE 


Member of the New York City Insurance Agents Assn., Inc. 


INC. 


worldwide insurance 
WOrth 4-7400 


FIRE - AUTO - INLAND MARINE 
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Home And Overseas Offices, Ltd. 


Reinsurance Specialists, Formed 


Formation of Home and Overseas 
Offices, Ltd., reinsurance intermediaries 
and specialists, was announced April 14, 
by Arthur B. Eaton, nationally known 
insurance executive. Mr. Eaton is presi- 
dent of the new corporation which has 
access to broad and comprehensive re- 
insurance markets here and abroad. He 





DuFor Studios 


RTHUR B. EATON 


was formerly with Delaney Offices, Ltd. 

Supported by financially strong Ameri- 
can interests, Home and Overseas Offices, 
Ltd. has representation in the principal 
cities of the world. Associated with Mr. 
Eaton in the new’ firm, which has offices 
at 9-11 Maiden Lane, New York City, 
is Ronald Edward Woollaston, as vice 
president. A native of London, England, 
Mr. Woollaston has been in this country 
since 1950. 

Mr. Eaton got his initial introduction 
to the insurance business with the In- 
surance Co. of North America, which he 
joined in 1928. He became general man- 
ager of that company’s Cleveland, Ohio, 
office. Following his service of nearly 
15 years with the Insurance Co. of North 
America, he joined the Royal-Liverpool 
Group, now the Royal-Globe Insurance 
Group. Later he became agency director 
of the American Mutual Liability in 
3oston. 

Returning to New York, he was named 
general sales manager and assistant to 
the president of the Lumber Mutual, now 


Bibby Chairman of 


American Ins. Assn. 

At the annual meeting of American 
Insurance Association the following of- 
ficers were elected: chairman, J. Harry 





Bibby, executive vice president of the 
United States Fidelity & Guaranty 
Group; vice chairman, Clarke Smith, 
United States manager and_ president 
of the Royal-Globe Insurance Group; 


treasurer, W. M. Kearns, 
ney of the Sun Group, 
John Neville. 

The association also elected a general 
committee comprised of the following 
members: Aetna Life Affiliated Com- 
panies, America Fore Loyalty Group, 
American Insurance Group, Crum & 
‘orster Group, Employers’ Group, Hart- 
ford Fire Group, Home An Maryland 
Casualty, North British Group, Phoenix 
of Hartford Insurance Companies, Re- 
liance, St. Paul-Western Companies. 


general attor- 
and secretary, 





BENJAMIN. PL GARTON DIES 
Benjamin P. Garton, well known New 
‘ork City independent adjuster, died 
suddenly Wednesday morning. 


the New York Mutual Casualty. He also 
served as vice president of the Manu- 
facturers Casualty. For several years, 
he has been associated with the Delaney 
Offices, Ltd., from which he resigned 
to assume his present post. 

A native of New York State, Mr. 
Eaton was educated in the public schools 


Matar 


RONALD E. WOOLLASTON 


of Schenectady and in Green Mountain 
College. A resident of Eastchester, he 
is a past president of the Westchester 
Park Citizens Association and is a past 
member of the Board of Education of 
that community. 

Employed by J. H. Minet & Co., a 
Lloyd’s broker, Mr. Woollaston got his 
grounding in English insurance circles. 
He worked on the floor at Lloyd’s for 


some time before being sent to the 
United States to join one of Minet’s 
correspondents. He gained broad ex- 
perience in foreign and domestic re- 


insurance techniques specializing on 
jumbo lines and established strong con- 
nections in Europe and South America. 
For the past three years he has been 
a vice president of Ultramar Inter- 
America Corporation, where he handled 
reinsurance and jumbo risks. 








oyal 


PROVIDENT 
of New York 


* 
Representatives in Principal Citics and 


Towns of the United States and in 
Most Countries Throughout the World 





An OLD LINE company with new line 
coverages, a modern system, prompt and 
efficient service, and cooperation prog- 


ressive agents appreciate. 


Exchange 


ROYAL EXCHANGE ASSURANCE 
INSURANCE COMPANY 


e Founded 239 years ago, the Royal 
Exchange was one of the foremos! 
pioneers in establishing insurance 
as a business. | 





Fire, 

Marine, Casuaity A 
Fidelity & Surety oufi 
+ 
55 FIFTH AVENUE 
NEW Ver -x 








N.Y. Agents’ Program 


(Continued from Page 1) 
George Kramer, regional 
and members George C. 


erator will be 
vice president, 


Schepens, manager, New York Auto- 
mobile Assigned Risk Plan; Richard H. 
Barrell chief dam: ages evaluator, Motor 
Vehicle Bureau, and Jack Joyce, asso- 


ciate examiner, New York Insurance De- 
partment. 

The opening dinner and entertainment 
will conclude Monday’s program. 

On Tuesday morning, following the 
local board presidents’ breakfast meet- 
ing, the general session will open with 
a talk on the New York State agency 
cost survey by Lawrence F. Smith, di- 
rector of research, National Association 
ot Insurance Agents. Arthur F. Blum, 
executive vice president of the state as- 
sociation, will preside, Mr. Douglass will 
discuss the NAIA advertising program. 

Commission Discussion 


The commission situation will be pre- 
sented on the national level, state level 
and legislative viewpoint by Porter E llis, 
CPCU, Dallas, Tex., member of execu- 
tive committee of NAJA; Arthur L. 
Schwab, legislative chairman of New 
York Association, and Craig Thorn, Jr., 





RELUBILITY 


Daddy, where do 


headaches 


come from? 


The bulk of them these days, from cer- 
tain lines with exceptionally difficult 


markets. 


Headaches are inevitable in 


business of course, but why ask for 


them? 


Even within tight markets it’s quite pos- 
sible to obtain through the Jaffe office 
all the insurance many of your clients 
need — provided they’re risks and not 
out-and-out gambles with loaded dice. 
Select your clients and the headaches 
will lessen. 


Fire, Inland & Ocean Marine 
Automobile. Liability 
Compensation, Disability 
Burglary. Glass, Bonds 
Boiler & Machinery, Life 





JAFFE AGENCY, 
Insurance Underwriters 
45 John Street, New York 38, N.Y. BArclay 7-8900 
Member N.Y ¢ 1 i e oA \ss Ir 


INC. 


chairman of company-liaison committee 
of the New York Association 

On Tuesday afternoon, preceding the 
press panel the convention will pass on 
resolutions and elect new officers for the 
coming 12 months. There will also be 
presentation of the London Assur: ince 
Public Relations Trophy, fire safety 
awards, Rhodes Trophy Award for out- 
standing local board president, and New 
York State Association Membership 
Trophy to the outstanding local board. 
A life membership in the state associa- 
tion will be presented to Louis Hawes 
of Rochester, popular veteran executive 
secretary of ‘the Monroe County’ Asso- 
ciation who retired several months ago. 

At the annual banquet that evening 
the newly elected officers will be in 
stalled, with oath of office given by 
Archie Slawsby, Nashua, N. H., president 
of the National Association. Retiring 
President Brewer will present a presi 
dential citation to some member of the 
state association for outstanding service. 

The new and old directors will meet 
with the officers on Wednesday morning. 


Frederick T. Moses Dies 


Frederick T. Moses, 73, 
the board of the 


chairman of 
Firemen’s Mutual and 
Union Mutual, Rhode Island, died April 
6 at Warren, R. I. He was also presi- 
dent of the Appalachian Insurance Co. 
A native of Ayer, Mass., Mr. Moses 
was graduated from Massachusetts Insti- 
tute of Technology and joined the Fire- 


men’s Mutual in Providence in 1911. He 
was an active yachtsman and humani- 
tarian. His son, Harlan Taft Moses of 


Warren is president now of the Fire- 


men’s Mutual and Union Mutual. 


“WOBO” PREVENTION SKIT 
The Frank Kaboski Insurance Agency 
of South River, N. J., will sponsor the 


clown fire prevention skit given by 
“Wobo” the fire clown, on April 21 in 
the St. Mary’s school in South River, 
N. J. and again that afternoon in the 
Sacred Heart school in South Amboy, 
Nf. 

“Wobo” is Walter B. Savage special 
agent for the Standard Fire in Trenton. 
“Wohbo” teaches fire safety to the school 


children through clowning. 


WESTERN NAMES GOELLER 

General Manager W. R. Luehring, 
Western Adjustment and Inspection Co., 
Chicago, announces appointment of C. G 
Goeller as district manager in eastern 
Ohio for the area serviced by the 
Youngstown, Niles, Warren, Steubenville 
and Bellaire branch offices. He will 
continue as manager of the Youngstown 
office, 


also 
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don’t come to the Royal-Globe Agents’ School, 

ut if you really want a concentrated insurance course designed 
for career insurance agents, we invite you to attend the next 
session, starting May 4th. 
Now in its fifth year, Royal-Globe Agents’ School gives you a 
foundation in every form of fire, casualty, marine, fidelity 
and surety insurance. Taught by full-time instructors, experi- 
enced in both field work and teaching, this seven-week course 
has proven invaluable to men and women from all over the 


United States. 


Call your local Royal-Globe multiple-line fieldman for details. 


Y adependent 
Insurance AGENT 


Royal-Globe Agents’ School is 
one more reason why, with 
agents, Royal-Globe is 


“TOPS IN EVERY SERVICE” 








150 WILLIAM ST., NEW YORK 38, N.Y. 


ROYAL INSURANCE COMPANY, LTD. © THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTO. 
ROYAL INDEMNITY COMPANY © GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA 
NEWARK INSURANCE COMPANY © AMERICAN AND FOREIGN INSURANCE COMPANY © THE BRITISH & FOREIGN 
MARINE INSURANCE COMPANY LTD. © THAMES & MERSEY MARINE INSURANCE COMPANY, LTO. 
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windstorm, where hundreds of thousands 
of policyholders might sustain a_ loss 
from the same cause at the same time. 
The small losses in fire insurance, and 
the wav in which they’re settled appar- 
ently don’t present either a claim ex- 
pense or claim frequency problem, and 
again with the exception of the jumbo 
risk and certain individual risks which 
are poorly construc ted and maintained, 
fire insurance really isn’t expensive to 
the policyholder. 

Where there apparently is no problem 
in granting only full coverage, what 
possible advantage would there be in 
writing deductible insurance? We find 
the greatest number of objections to an 
extensive use of deductibles comes from 
the ranks of the insurance companies 
themselves. 

One of the company associations made 
a study of the pros and cons of deduc- 
tibles and concluded that the use of 
deductibles in fire insurance was not 
in the best interests of either the public 
or the insurance industry. The reasons 
for this conclusion include the previously 
mentioned objection having to do with 
the establishment of proper rate credits, 
hut also consider a number of others 
which have a good deal of merit. 

Self Insurance Encouraged 

The first is that deductibles encourage 
self insurance or self assumption. of 
risk. Once a deductible becomes readily 
available it may become difficult to limit 
the size that it mav reach. If a_ policv- 
holder gets into the habit of paying 
small losses out of current income as 
an expense of doing business. as_ his 
income and business increase he’ll be able 
to assume more and more of his own 
risk. His deductible will grow to a 
point where he’s buving excess coverage 
onlv at a fraction of the cost of normal 
full coverage. At this point the tradi- 
tionally operated companies have forever 
lost him as a customer. 

Obiection No, 2 from the companies is 
that deductibles increase the relative cost 
of inspecting and servicing the larger 
risks. Almost all companies spend a 
good deal of time and money in inspect- 
ing their insureds’ properties with a view 
toward eliminating hazards. This prac- 
tice would have to be continued even if 
the policies issued contained a deductible. 
Obviously, the use of a deductible would 
lower the premium collected bv the com- 
pany while the inspecting and servicing 


cost would remain constant. Conse- 
quently this cost would represent a 
larger percentage of the companies’ 
premium. 


Similarly there would be little, if any. 
reduction in any of the companies’ fixed 
expenses. It certainly costs as much to 
issue and process a policy with a deduc- 
tible as it does a policy without one. 
Almost all the costs incurred by the 
company in doing business would con- 
tinue, while the companies’ premium 
income is reduced. Therefore the por- 
tion of each premium dollar apportioned 
for expense would increase substantially. 
leaving always a smaller percentage of 
the same dollar available to pay losses. 


Loss Prevention and Safety 

One of the most important objections 
to the use of deductibles concerns itself 
with loss prevention and safety. If the 
insurance company is no longer respon- 
sible for small losses. they may no longer 
he made aware of them. A _ certain 
risk might develop a frequency of small 
losses that the carrier doesn’t even know 
about. This would deny both the in- 
sured and the company the extra pro- 
tection afforded by determining whv 
small losses occur and preventing their 
recurrence. If these small losses aren’t 
investigated and their causes eliminated 
the next loss from the same _ source 
mav well prove to be a very serious one. 

This objection, having to do with the 
control of hazard on a specific risk. is 
also related to one of the reasons deduc- 
tibles have never been considered as 
practical in the average third party 
liability policy. 

No insurance company would consider 
turning over to its policvholders the 
right to determine where liability rests 








in small automobile liability claims, or, 
in fact, any liability claims. Qualified 
attorneys and judges often find it diffi- 
cult to say who is negligent when an 
accident occurs. Permitting a layman 
to make decisions in this field would 
result in some rather ridiculous and 
probably many inequitable situations. 

There is also the possiblity that an 
insured might be financially unable to 
pay an injured third party the amount 
of the deductible, which would though 
in a small way, defeat the object of 
restitution for damages which is the 
basis of all liability insurance. 

Of course, the companies are not the 
only ones concerned with deductibles, 
The agent has his share of problems with 
them too. Primary objections from the 
agents’ standpoint are that they reduce 
their income. 

The most obvious way this is done 
is through the natural result of a deduc- 
tible policy having a smaller premium 
than the same policy written for full 
coverage. It costs an agent just as much 
to sell a deductible policy, and just as 
much to service it. If a customer has 
a loss it’s still usually reported to the 
agent even if it doesn’t exceed the 
amount of the deductible. Consequently 
the agent, just like the company, finds 
his income reduced, without a corres- 
ponding reduction in his expense. 

Can Reduce Agents’ Income 

Deductibles can reduce the agent's 
income in a more subtle way, too. This 
stems from the amazing ability of a 
customer to forget about the deductible 
when a loss occurs. At the time a policy 
is written, many people are more than 
agreeable to anything that will lower 
the cost of the insurance. When a loss 
does occur, the reason for the lower 
price is completely forgotten, 

When a claim is denied the customer 
is unhappy. When it’s time to renew 
the policy he doesn’t consider that the 
agent did his best to afford him pro- 
tection at minimum cost, all he remem- 
bers is that his claim wasn’t paid, and 
quite often he'll go elsewhere for his 
insurance. Consequently the agent has 
lost a client through no fault of his 
own; only because he was trying to do 
a complete job of providing service. 
After losing a few customers like this, 
some agents don’t even mention avail- 
ability of a deductible. 

Another valid objection to deductibles 
comes from the insurance buyer who 
doesn’t feel that the credit allowed is 
large enough or even commensurate with 
the reduction in the insurance comps nies’ 
liability. This situation doesn’t exist in 
all lines, and perhaps the deductibles 
available now don’t offer an insured an 
adequate or satisfactory credit. 

Nevertheless, even one instance of a 
deductible, though available, being re- 
fused because of insufficient reduction 
in cost raises the question as to whether 
deductibles in some lines will ever be 
attractive enough pricewise to come into 
common usage. 

May Not Eliminate Poor Loss Ratio 

The first disadvantage might well be 
the realization that deductibles won't 
necessarily eliminate poor loss _ ratios. 
A good example of this is the personal 
property floater. Here with a_ policy 
which companies almost refuse to issue 
without a deductible, the most recent 
figures available still show a 98.4% loss 
ratio for policies written with a deduc- 
tible. Some companies even feel that 
this form of coverage should be dis- 
carded completely. If an almost manda- 
tory use of a deductible with this par- 
ticular policy hasn’t remedied adverse 
experience, why should it_be considered 
a solution in other lines? 

Another factor is that companies be- 
come suspicious of certain types of busi- 
ness when a deductible is involved. This 
apparently is the situation now with 
fidelity coverage. Underwriters feel that 
a deductible here might be indicative 
of a high loss potential and that the risk 
therefore is probably not a good one 
even with a deductible. 

Another point that has to be cot 
sidered in any discussion of deductibles 
is, that where they can do the most g 
for the industry namely in the smat, 
personal lines of insurance, is also the 

(Continued on Page 30) 
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SELL 
THE 
WHOLE 
ACCOUNT 


WITH THE TRAVELERS PAY-BY-THE-MONTH PLAN FOR BUSINESS 


Here’s a pioneering plan that will help you 
ring up greater premium volume on each busi- 
ness account. 

Through The Travelers Business Insurance 
Plan your prospects and clients can pay for all 
their business insurance with one check a 
month. No more big lump-sum payments that 
squeeze capital, often when it’s needed most. 

They enjoy the convenience and economy of 
dealing with just one agent and one company, 
for all their business insurance — property, lia- 
bility, income. No more piecemeal handling that 
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INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 


All forms of personal and business insurance including 
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can result in expensive gaps or costly overlaps in 
coverage. And by budgeting insurance on a 
monthly schedule businessmen can now afford 
the complete protection they’ve always needed. 

Multiply your sales and commissions with 
The Travelers Pay-By-The-Month Plan for 
Business. You’ll find the plan cuts red tape, 
meets competition on all fronts, and saves ex- 
pense dollars in operating your office. 

Call or write our Manager in the Branch Of- 
fice nearest you. Ask for the Business Insurance 
Kit. It gives complete details. 
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Conclusions And Recommendations 


Klingenmeier, CPCU, American Surety, Sees Highest Loss 
Ratios and Rate Boosts in Lines Not Written on 
Deductible Basis; Foresees Wider Use 


Kenneth K. Klingenmeter, CPCU, assist- 
ant manager of Buffalo branch of American 
Surety, offered the conclusion and recom- 
mendations following the talks by as. 
Nicholls and Preve. They are as follow: 

From the foregoing, let us feew 
some of the more important conclusions. 
In his argument for greater use of de- 
ductibles, Mr. Nicholls made the follow- 
ing points: 

1. Deductibles, of one type or another, 
are available in practically every torm 
of insurance. 

2 In some instances, deductibles are 
mandatory; but whether optional or 
mandatory, the deductible serves a speci- 
fic purpose- -availability of catastrophe 
coverage at reasonable cost. 

3. When employed deductibles have 
had a restraining influence on_ loss 
ratios and of course, on rates. In auto 
collision insurance, for ex xample, full 
coverage showed a loss ratio of 124.9% 
while the loss ratio on $50 deductible 
was 64.9%. By the same token, full 
coverage collision costs three to tour 
times as much as $50 deductible collision. 

4. Without deductible, some coverage 
would be economically impossible. 

5. The use of deductibles should be 
increased in first party insurance in 
order that the public be given the 
benefit of lower rates. The companies 
will also benefit in improved loss ratios. 


Summary of Arguments 


On the other hand, Mr. Preve pointed 
out the following reasons why the use 
of deductibles should be limited: 

1. Some of the rating methods used 
in deductible insurance are not logical 
and hence unfair, An example of this 
is the inequality in charges to eliminate 
the deductible on windstorm and_ hail 
insurance. 

2. Where fair and __ logical 
methods are used, the most satisfz actory 
results are not always obtained, as is 
evidenced by the experience on the 
personal property floater policy. 

3. Deductibles encourage self-insurance 
and therefore threaten the insurance in- 
dustry with loss of needed income. 

4. Deductibles and deductible credits 
discourage and hamper inspection, en- 
gineering and servicing activities. 

5. In third party lines, deductibles 
make for cumbersome claim handling 
and difficult insurer—insured relation- 
ships, as it is necessary for the insur- 
ance carrier to settle all claims. 

Let us now compare these arguments 
from the point of view of first party 
insurance, third party insurance, size 
and types of deductibles. 


First Party Insurance 


rating 





First party insurance lends itself ad- 
mirably to the use of deductibles. 3ased 
on past performances, experience could 
be improved and rates reduced in prac- 
tically every line through the judicious 
use of deductibles. The one notable 
exception to that statement is the per- 
sonal property floater policy. If the 
experience in this line has become so 
unfavorable with a deductible certainly 
it must be uninsurable on a full cover- 
age basis. No doubt other factors, such 
as lack of insurance to value and un- 
usually severe loss ratios in a few large 
urban areas have affected this line. 
While it is claimed that deductibles 
would undermine present rate structures, 
such claims must be discounted when we 
consider the substantial number of cov- 
crages that are presently rated on a 
deductible basis or for which a deduc- 
tible credit is allowed. 

In the case of small premium first 
party lines, such as automobile compre- 
hensive fire and theft coverage, an op- 
tional deductible will never: solve any 
problems unless and until the rate saving 
becomes a substantial part of the de- 
ductible. So we are faced with the 
inevitable choice of either a mandatory 


deductible at present rate level or an 
optional deductible at a rate level several 
times the present one. 

The problem of deductibles in wind- 
storm and hail insurance is being solved 
on a regional basis. Mandatory deduc- 
tibles are being used in many areas and 
it may be just a matter of time until 
mandatory deductibles are used in every 
rating jurisdiction, as recommended by 
the Inter-Regional Insurance Conference. 

Third Party Insurance 

In third party insurance, deductibles are 
available in most lines. Because of their 
nature, third party coverages do not 
lend themselves well to the use of 
deductibles with the exception of work- 
men’s compensation and disability bene- 
fits insurance. Liability insurance on 
individually owned private’ passenger 
automobiles is the single most trouble- 
some area in the insurance industry, but 
as of today no workable method has been 
devised in which to employ a deductible. 
However, deductibles can be used suc- 
cessfully to solve underwriting problems 
on larger liability risks. 

All the different types of deductibles 
in use today have been devised to fit 
particular coverage situations and there 
is no sensible reason for standardization. 
It seems illogical to have deductibles on 
some perils and not on others in the 
same policy. For example, under a 
Homeowners Policy, why not an across 
the board deductible of $50 with a $500 
franchise on all Section T coverages? 
Does an insured suffer more financially 
from a $50 fire loss than he does from 
a $50 windstorm loss? 

While flexibility should be maintained 
in the use of deductibles, it would appear 
that in certain first party lines, the 
deductible should be on a mandatory 
basis. As agents have learned, insureds 
want deductibles when paying premiums 
hut disown them when presenting losses. 
With a deductible choice this situation 
will continue. 

\s to size of deductibles, these con- 
clusions are confined to deductibles of 
the usual variety and not the larger fire 
insurance deductibles which are more 
in the nature of excess of loss covers 
rather than true deductibles. 

Broad Cover at Reasonable Rates 

To summarize, an examination of in- 
surance coverages will indicate that the 
highest loss ratios and greatest rate 
increases have heen in those lines of 
insurance not commonly written on a 
deductible basis. Despite the fact that 
the public generally dislike deductibles, 
it is only through the use of deductibles 
that broad coverage can be made avail- 
able to the public at reasonable cost. 

The greatest criticism from the use of 
deductibles centers around rating meth- 
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(Continued from Page 28) 
area where the insured with whom we’re 
dealing can least afford to pay the 
amount of even a small deductible should 
he sustain a loss. This in turn leads 
to the creation of new hazards. 

If our insureds can’t afford to make 
minor repairs, Be the repairs just 
aren’t made, which, of course, makes the 
risk more subject to another and per- 
haps more serious loss in the future. 

An alternative to this is having these 
minor repairs financed, either through 
his mortgagee or some finance company. 
When this is done the insured pays not 
only the cost of actual repairs, but also 
service charges and interest. The final 
result of this is that he actually pays 
for a much larger deductible than was 
contemplated in giving him a rate credit. 

Padding of Repair Bills 

The third choice in this situation really 
presents a problem. This involves the 
padding of repair bills to a point where 
they offset the effect of the deductible. 
Now this might present some difficulty 
to the insured himself, but there appear 
to be enough unscrupulous people in all 
kinds of service and repair work to make 
this a common practice in some areas. 
People seem to be able to file an insur- 
ance claim with the same lack of cons- 
cience they use when filling out an 
income tax form. 

Anything that encourages practices 
such as this obviously has some major 
faults and ones that certainly should be 
corrected. But we have here a problem 
which neither rules, regulations nor policy 
clauses will solve. This is more of a 
social problem, brought on by our present 
day economy and thinking and it really 
defies solution. However, even if the 
problem can’t be solved, it cértainly 
should not be aggravated and a more 
general use of deductible can only cause 
these dishonest practices to become more 
widespread. 





ods and possible decrease in premium 
(and commission) income. It is our feel- 
ing that deductible rate problems can 
be solved once the deductible idea is 
generally accepted. 

As deductibles tend to reduce rates, 
insurance coverages are brought within 
the economic reach of a larger portion 
of the public and therefore, deductibles 
should normally increase the total amount 
of insurance sold. 

Conclusions 

In weighing all available facts and in- 
formation, we have arrived at the fol- 
lowing conclusions: 

Deductibles on third party coverages 
must be tailor-made to fit particular 
situations and are adaptable only to the 
larger risk. Third party insurance de- 
ductibles are not conducive to large 
scale use. 

2. Deductibles have been advantag- 
eously employed in most forms of first 
party 2 epee and their use could be 
extended, necessary to all first party 
lines, ee! on our conclusions, we make 
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the following recommendations regarding 
the use of deductibles on first party 
lines of insurance: 

A. Where a frequency of small losses 
persist, deductibles should be employed 
instead of upward rate revisions. 

Where there is a loss frequency on 
small premium lines, the deductible 
should be on a mandatory basis. 

C. Where the peril insured is subject 
to both frequency and large area loss 
the deductible should be on a mandatory 
basis. 

D. All deductibles should be on a fran- 
chise basis. 

E. When deductibles are used in multt- 
peril policies, consideration should be 
given to application of the deductible to 
all insured perils, rather than a selected 
few. 

We feel that if these recommendations 
are followed, premiums and loss _ ratios 
will be stablized on most first party 
lines and insurance will continue to per- 
form its proper economic function to the 
best advantage of the public. 


Companies, Adjusters Aid 


In Buffalo Convention 

The Eastern Agents Conference mem- 
bers expressed their appreciation to the 
following companies and associations for 
contributions toward the success of the 
Buffalo convention: 

America Fore Loyalty Group for the 
cocktail party, Buffalo Insurance Co. for 
the programs, Eastern Underwriters As- 
sociation for sponsorship of the public 
relations breakfast meeting. 

Also Agricultural Group for providing 
the ladies’ coffee hour, Excelsior Insur- 
ance Co. for the Syracuse china set, lt 
dependent Adjusters of Buffalo for fur- 
nishing music for the Sunday buffet, 
cocktail hour and dinner-dance, Conth 
nental Assurance Co. for entertainmell! 
at the dinner-dance, Home Insurance © 
for furnishing hus transportation fot 
ladies’ trip to Niagara Falls, Hartford 
Accident and Indemnity for flowers. 
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ADJUSTERS MEET MAY 6 - 8 





National Assn. of Independent Adjusters 
Announce Committees and Program 
for Convention at Houston, Tex. 
The National Association of Indepen- 
dent Insurance Adjusters will convene 
for its twenty-second annual meeting at 
the Shamrock-Hilton Hotel, Houston, 
Texas, on May 6-8. Arrangements have 
been made by R. Beach Mott, R. Beach 
Mott and Co., Houston, chairman of 

the general convention committee. 

Speakers will be J. Alton Jones, Na- 
tional Union Indemnity, Dallas; Walter 
L. Tesch, Sayre and Toso, Inc., Houston; 
Newton Gresham representing the law 
frm of Fulbright, Crooker, Freeman, 
Bates and Jaworski, Houston; and Jesse 
Williams, American Fire and Casualty 
Company. 

There will also be two panel dis- 
cussions. One will be moderated by 
Eugene H. Miazza, Miazza Adjustment 
Co.. New Orleans, with the following 
panelists: Sam Lawson, Millers Mutual 
Fire of Texas; Al Kohlhagen, State 
Farm Fire & Casualty, Bloomington, III. ; 
and Gene Marks, St. Louis Insurance 
Group, on the subject of fire, marine 
and allied lines. The second subject will 
be on casualty problems, and the panel 
will consist of J. W. Jordan, Commercial 
Standard, Ft. Worth; Frank McBride, 
Lumberman’s Mutual Casualty, Dallas, 
Gilbert Smith, Cravens, Dargan and Co., 
Houston; with John Gainer, Hammerman 
& Gainer, Austin, Texas, as moderator. 

Closed sessions, for members only, 
will be held on Wednesday from 9:00 
am., to 4:00 p.m., and on Friday from 
1:30 p.m. to 4:00 p.m. During this time 
Association business, including the elec- 
tion of officers, will take place. 





Mutual Fire Groups 


Meet in Massachusetts 
President Thomas Bates of the Hing- 
ham Mutual Fire and Vice President 
W. Bruce Adams of the Fitchburg Mu- 
tual Fire were elected to the executive 
committee of the Mutual Fire Inspection 
Bureau of New England at the 51st an- 
nual meeting of that service organiza- 
tion of agency mutual companies. 

In other annual meetings, Assistant 
Secretary Karl Briggs of the Quincy 
Mutual was elected to the underwriting 
committee of the Mutual Fire Under- 
writers Assn. of Massachusetts, and Vice 
President Clarence B. Anderson, Jr. of 
the Berkshire Mutual was elected to the 
underwriting committee of the Mutual 
Insurance Underwriters of New Eng- 
land. 

Treasurer Richard R. Findlay, Jr. of 
the Dorchester Mutual was elected to 
the tabulating committee of the In- 
spection Bureau. 

George W. Howell was reelected man- 
ager and treasurer of the bureau, and 
C. P. Faunce, founder of the bureau, 
was reelected presiding officer. Other 
officers reelected are: A. R. Ballantyne, 
secretary; D. W. Bonney, assistant sec- 
retary; E. M. Lowell, assistant treas- 
urer; and F. R. Butler, chief engineer. 


CPCU Seminar Held at 
University of Pittsburgh 


The University of Pittsburgh in co- 
operation with the Allegheny chapter of 
the Society of CPCU’s held its third 
annual University of Pittsburgh Insur- 
ance Institute recently. The seminar pro- 
gram featured: (1) “Examination and 
Discussion of Umbrella Excess Liability 
Case Problems,” and (2) “Business In- 
terruption Loss Adjustment.” 
Leading the discussions was Allan 
Pither, CPCU, superintendent of the 
excess and surplus lines division of Con- 
lnental Casualty, and R. G. Perkins, 
general adjuster of the General Adjust- 
ment Bureau, Inc., New York City. 


BOSTON PATROL TO CLOSE 
The Boston Protective Department, the 
T€ patrol supported by insurance com- 
pamies for 85 years, will close down its 
salvage operations April 30. Mayor John 
Hynes of Boston says the city would 
not assume the expense of operation of 
the patrol, 








New York Board Names 


Nominating Committee 
President Eugene C. Richard of the 
New York Board of Fire Underwriters 
has appointed the following to serve as 
members of the Committee on Nomina- 
tions to prepare a list of candidates for 
election as officers and members of the 
standing committees to be voted on at 
the annual election May 20: J. J. Ma- 
grath, chairman; Stuart H. Richardson, 
Alan O. Robinson, W. L._ Bellmer, 
Thomas E. Maddams, Norman C. Frost, 
Walter D. Sheldon. 


James E. Burke Dies 


James E. Burke, 47, state agent for 
the Niagara Fire of the America Fore 
Loyalty in upstate New York, died April 
1. He was stricken with a heart attack 
when visiting the Floyd Greene Insur- 
ance Agency in Saranac Lake and died 
in a hospital there. Born in Brooklyn, 
he had moved to Syracuse 22 years ago. 
He was a specialist on inland marine and 
automobile insurance. Surviving are his 
wife, two daughters, a brother and three 
sisters. 


Grannatt to Address 
Fieldmen in Trenton 


Milton Grannatt, Jr., president of the 


’ 


New Jersey Association of Insurance 
Agents, will speak on agency problems 
before the Midway Insurance Round 


Table on May 8 at noon, at the Wash- 
ington This 
group is composed of company field men 
in the central New Jersey area. Further 
data may be obtained from John Lane 
of the Reliance or Walter B. Savage of 
the Standard Fire of N. J. in Trenton. 


Crossing Inn, Trenton. 





YOUR CLIENTS DESERVE INSURANCE PROTECTION 
IN COMPANIES THAT COMBINE 


Strength, Service, Dependability 


America Fore / 


Loyalty Group 





Member Companies: 


THE CONTINENTAL INSURANCE COMPANY..............0.: coocees St. 1853 
FIDELITY-PHENIX FIRE INSURANCE COMPANY.............eeeeeees Est. 1853 
FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J............... Est. 1855 
NIAGARA FIRE INSURANCE COMPANY..........ceeeecececees -eeee. Est. 1850 
THE FIDELITY AND CASUALTY COMPANY OF NEW YORK..........Est. 1875 
NATIONAL-BEN FRANKLIN INSURANCE COMPANY................-5 Est. 1866 
COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J............ Est. 1909 
THE METROPOLITAN CASUALTY INSURANCE COMPANY OF N. Y....Est. 1874 
MILWAUKEE INSURANCE COMPANY.........cccccccccsccccccccccecs Est. 1852 
ROYAL GENERAL INSURANCE COMPANY OF CANADA........ aseane Est. 1906 


THE YORKSHIRE INSURANCE COMPANY OF NEW YORK......... 


SEABOARD FIRE & MARINE INSURANCE COMPANY............ 


. Est. 1926 


. Est. 1929 
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Present Policyholders Are Best 
Prospects For Inland Marine Risks 


he was further surprised to 
that the cost was so reasonable. 


Francis K. Peterson, vice president of the 
Buffalo Insurance Co., believes present 
policyholders are best prospects of agents 
and brokers for sale of inland marine 
coverage, as most assureds apparently do 
not carry any, or as much of this important 
line of insurance as they should to protect 
themselves against loss. He addressed the 
“I Day” panel on inland marine last week 
at Buffalo which was held in conjunction 
with the annual meeting of the Eastern 
Agents Conference. In telling agents how 
they may sell some leading inland marine 
covers Mr. Peterson said: 

It is always easier to sell a satisfied 
customer than a new prospect. Your 
satisfied customers provide for you your 
most immediate and productive field for 
the sales of the many necessary and 
important broad covers that are available 
in the inland marine branch of our 
business. 


Sell More Personal Lines 


In the personal lines field there still 
are too many policyholders who do not 
possess “all risks” coverage on their 
most valued possession. (Some under- 
writers think that there are too many.) 
While it may seem surprising, the fact 
remains that many eligible prospects, 
the so-called well-to-do people, with 
expensive possessions, highly treasured, 
are not even aware that inland marine 
“all risks” coverage can be purchased. 
Many times, at social functions and 
during friendly discussions, I have been 
attempted 


told that no one has ever 
to sell many of my acquaintances any 
new coverages. 

Their same old renewals, with bills 


enclosed, come in on an automatic and 
regular basis every year, and they cannot 
recall the last time anyone has taken the 
trouble to sit down and discuss their 
insurance problems with them. This 
would seem to me to encourage direct 
writer competition. In the final result, 
if the business is lost to us, the chances 
are likely the insured has merely trans- 
ferred the same coverage to our competi- 
tor, and still has no better protection 
than he had before. Inland marine pro- 
vides us with one of our best tools to 
keep our policyholders out of the hands 
of direct writers. 

Every renewal and policy anniversary 
date presents a splendid opportunity to 
personally contact your client, and dis- 
cuss with him the advantages of inland 
marine “all risks” protection. The topics 
of conversation are many. You can talk 
about specifically insuring such highly 
prized possessions as jewelry, furs, cam- 
eras, little Johnnie’s new clarinet, paint- 
ings, fragile and expensive statutory and 
figurines, guns, all kinds of collections, 
ship and train models, and many more. 
These are all topics dear to the hearts 
of your assureds. Such discussions are 
easy to begin, and you have probably 
found, those of you who have tried, that, 
after such discussions, you may experi- 
ence a much closer personal relationship 
with your client. He, in turn, will have 
gained a greater feeling of confidence 
in you and be more apt to listen to 
your wise words of counsel. 

President V. T. Ehre, of the Buffalo 
recently became engaged in conversation 
with a fellow plane traveler who hap- 
pened to be a bank president. The 
conversation turned to money, and 
eventually, to coin Sg They both 
had coin collections, and also my asso- 
ciate asked the bank president if he 
carried a coin collection floater. “No, I 
don’t,” he said. He had not heard much 
about a coin collection floater. When 


he was told that he could buy “all risks” 


protection, 
learn 
The result was that, when he arrived 
home, he promptly called his agent and 
ordered the coverage. 


Commercial Inland Lines 


Commercial inland marine business 
falls outside of the state rate regulatory 
filing laws. Inland marine today pro- 
vides you with the best prospecting lines 
you have. Although opportunities for 
bettering your customers’ personal in- 
surance programs are many, it is in the 
commercial and business fields that you 
find the greatest opportunities to be of 
important service to your present policy- 
holders. In approach to this business, it 
is necessary to be most thorough and 
painstaking. The results should pay well 
for your efforts. In many cases it will 
be necessary for you to sit down with 
your assured, and anaylze his entire 
business operation in detail. 

In arranging his insurance program, 
you must understand the _ assured’s 
methods of operation completely, so that 
you can account for and be aware of 
the location of all property to be in- 
sured wherever it may be located, as 
long as the assured hold title, and until 
it is finally disposed of and becomes at 
someone else’s risk. 

Separate and apart from bailee’s and 
processor’s liability covers, you can 
usually consider that inland marine cov- 
erage possibilities should be explored 
whenever an assured’s property is away 
from the asured’s own premises and 
beyond his own care and control, and 
there also is a transit risk to such 
property. Additional prospects are found 
in the various classes of traditional inland 
lines that do come under the rate 
regulatory filing laws of the various 
states, and are so classified, in a general 
way, in the Nation-wide Marine Defini- 
tion. 

Two examples would be the accounts 
receivable and the valuable papers and 
records policies. A short time ago we 
had a serious fire in our Niagara Frontier 
area. The loss was tremendous. Accord- 

ing to our information, 


not one out of 


New President Marine 
Underwriters’ Association 


BARKER 


OWEN E. 


Owen E. Barker was elected president 
of the Association of Marine Under- 
writers of the United States at the 
annual meeting in New York. Mr. 
Barker, who is also chairman of the 
board and president of Appleton & Cox, 
Inc, will be assisted by Emil A. Kratovil, 
first vice president; Thomas M. Torrey, 
second vice president; Louis W. Nigge- 
man, Pacific Coast vice president; Carl 
E. McDowell, executive vice president, 
and Archie M. Stevenson, treasurer- 
secretary. 

Harold Jackson, who retired as pres- 
ident of the association, emphasized in 
his report the continuing and growing 
importance of maintaining sound rela- 
tions with government. He pointed out 
that under today’s conditions of “cold 
war,” the American marine insurance in- 
dustry is of importance to the govern- 
ment, It was to be hoped, Mr. Jackson 





nearly 50 occupancies carried either of 
these two policies. Following that fire, 
one agent alone sent accounts receiv: ible 
and valuable papers proposals to over 
30 prospects. However, it should never 
be difficult to sell the accounts receivable 
or valuable papers policies at any time. 


Transportation and Parcel Post 


Most commercial inland marine con- 
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Wm. H. McGee 
& Co., Inc. 


MARINE UNDERWRITERS 






111 John Street, New York 38, N.Y. 
Atlanta Philadelphia 
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Boston Seattle 

Chicago Toronto 

Columbus, O. Montreal 
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Los Angeles Honolulu 


New Orleans Trinidad B.W.|. 
OCEAN MARINE 
INLAND MARINE 
HOMEOWNERS’ COMPREHENSIVE 
MANUFACTURERS OUTPUT 


and similar covers 
[see sis 


iets SSRN aaa aE. 
fact and would help to preserve the 
maximum opportunity for marine under- 


writers to grow and to serve from a posi- 
tion of strength. “We and government 


should recognize frankly our mutual 
interest in building world trade and 
world peace,” he said. Mr. Jackson js 


president of Wm. H. McGee & Co. 
Mr. Jackson also outlined the associa- 


tion’s continuing interest in working 
with the International Chamber oj 
Commerce and other organizations to 


pursuade certain governments to remove 
existing restrictions upon free placing 
of transport insurance. He emphasized 
that such restrictions resulted in higher 
costs to international traders, and _vio- 
lated the right of assured to pl: ice their 
insurance freely in the competitive world 
marine insurance market. 

The Association of Marine Under- 
writers of the United States is a trade 
association whose membership comprises 
61 American insurance companies writing 
ocean marine risks. 





added, that government recognized this 
tracts are built around the basic trans- 
portation cover. Any one of your clients 
who sends goods to others, or receives 
them from someone else, has need fo: 
a transportation policy. This _ basic 
transit policy can be extended to cover 
an assured’s property which is out oi 
his control at bailees’ premises, or at 
processors’ premises, or in temporar; 
storage or deposit at any premises n) 
owned, leased or operated by the assure! 
or the purchaser. 

For stores which 
through the mail, we 
post policy. One of 
me recently that the first selling jo 
he had to do, many years ago, when 
he joined an agency, was to sell parce! 
post coupon policies. His boss gave hin 
an armful of the coupon policy books, 
and he started calling on cold prospect: 
one after the other, right down Man 
Street. He told me that before the first 
day was done, he had to come back to 
the office for another armful of coupo 
books. Our parcel post insurance rates 
were never in a more favorable position 
with post office rates, than they ar 
today. The premium per book is no 
large, but once sold, they resell them- 
selves, and, again, are good prospect.n 
lines for other coverages. 

In addition to goods or merchandis:, 
your assured might have patterns 0 
dies out at subcontractors’ premises 
Today, when so much manufacturing ant 
processing work is subcontracted, there 
is an increased need for pattern ani 
processor’s floaters. Property out 
rental, lease, loan, and on exhibition 
is au 2 at subject for inland marine 
treatment. If you have any contractors 
bonds on your books, these assureds att 
top prospects for the contractor equip: 
ment floater, 


packages 
the parce 
agents told 


send 
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F. & D. ADVANCE McBIRNEY 

Bruce H. McBirney was recently a 
pointed by Fidelity & Deposit of Mary 
land to assistant secretary. He was ? 
sistant manager of the company’s Lo 
Angeles office. 
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New Officers Named 
By Bernard Jaffe 


AT 70th BIRTHDAY AFFAIR 





Alfred I. Jaffe Now President of Jaffe 
Agency and B. G. Jaffe & Co.; 
Lyman, Manzell Advance 
At a luncheon celebrating the agency’s 
50th anniversary as well as his own 70th 
birthday on April 15, Bernard Jaffe an- 
nounced he has stepped down from his 
presidency of both Jaffe Agency, Inc., 
and B. G. Jaffe & Co. Inc. His son, 
Alfred I. Jaffe, with the firm since 1939 
and vice president for the last ten years, 
becomes president of both corporations. 
The birthday celebration has been an 
annual one for both Ben Jaffe and his 
long- time friend, Harry Miller of Kal- 
vin, Miller, Meyer & Sachs, and has 
been held since Al Jaffe and Jerry Mil- 
ler first discovered the common birthday 

of their fathers. 

Gathered at Miller’s Restaurant in the 
Woolworth Building were department 
heads of Jaffe Agency and executives of 
companies it represents. Unavoidably 
missing from the luncheon due to com- 
mitments on the West Coast was Walter 
J. Christensen, new president of the 
Firemen’s Insurance Co., whom the 
agency has represented since 1912. A 
number of brokers, several who have 
known Ben Jaffe since boyhood, also 
attended. 

Although Mr. Jaffe, Sr., has given up 
his post as president, he will continue 
to be active in the agency’s affairs and 
available for consultation. He remains 
a director of both corporations, retaining 
certain administrative responsibilities, 
and will supervise matters pertaining to 
claims and losses. 


Lyman, Manzell Named 


Other new officers are Milton Lyman, 
vice president and treasurer, who will 
continue to be responsible for production, 
and Charles Manzell appointed secre- 
tary, who continues in charge of all fire 
underwriting. 

The Jaffe Agency, presently located at 
45 John Street, commenced business in 
1909. Bernard Jaffe joined the firm in 
1912 becoming sole owner in 1919, and 
later president when the agency was 
incorporated. 





Hardware Mutuals’ Premiums 


Topped $90.5 Million 


Policyholders of Hardware Mutuals of 
Stevens Point, Wisconsin were told 
April 15 at their annual meeting that 
premium income of $90,535,885 was the 
largest in the past 55 years. 

President Carl N. Jacobs said that 

assets went to a new high of $118,915,180; 
policyholders’ surplus rose to $23,260, 077; 
and dividends paid to policyholders in 
1958 were $9,291,508. Since organization, 
Hardware Mutuals have returned divi- 
dends to policyholders of $179,889,891 and 
have paid out $460,479,511 in losses, the 
report stated. 
_ Hardware Mutuals’ expansion in 1958 
included the organization of the Sentry 
Life Insurance Co., the addition of boat 
insurance, and approval to do business in 
the new state of Alaska. 





GO. BURT JOINS STATE FARM 
ew associate actuary with State Farm 
Mutual Automobile Insurance Company 
Is George O. Burt, who was Insurance 
oonmissioner of South Dakota from 
1950 to 1956 and recently actuary with 
a Madison, Wisc. firm. He replaces 
one Tapley who resigned March 31 
ay into private actuarial consulting in 
Ouis. 


No Political Football 
On Coast Auto Rates 


ATTRIBUTED TO ACTIVE P.R. 





Casualty & Surety Cos. Public Relations 
Director Myles W. Smith Reports 
To Advisory Committee 





Automobile insurance rates have not 
become a political issue in California 
and most other Pacific Coast states 
because news editors and other commu- 
nity leaders know that rates are made 
on the highways, according to the an- 
nual report of the Pacific Coast public 
relations department of the Association 
of Casualty and Surety Companies. 

The report, presented by Myles W. 
Smith, Pacific Coast public relations di- 
rector, was submitted to the Pacific 
Coast Public Relations Advisory Com- 
mittee of the association at a meeting in 
San Francisco last week, 

Among the successful activities of the 
ACSC public relations department were 
rate change publicity, pamphlets, a speak- 
ers bureau, traffic safety publicity and 
press contracts. 


23 Million ACSC Pamphlets 


Two pamphlets reached distribution of 
23 million by March 1. While most of 
the pamphlets were distributed directly 
from the printer in New York, in the 
West altogether, nearly three million of 
these pamphlets were distributed, upon 
request, to agents who passed them along 
to clients. These pamphlets were en- 
titled: “I Checked Up On The Cost of 
Automobile Insurance . . . Here’s What 
I Found” “You Can Help To Bring Down 
Your Automobile Insurance Rates.” 

The speakers bureau, referred to, is 
actually under the banner of the Cali- 
fornia Insurance Speakers Bureau, spon- 
sored by the following industry organiza- 
tions: Association of Casualty & Surety 
Cos., Board of Fire Underwriters of the 
Pacific, California Association of Insur- 
ance Agents and the Insurance Brokers 
Exchange of California. 

R. L. Ellis, Fireman’s Fund Group; 
F. Gilbert, The Travelers; D. M. John- 
son, Aetna Casualty & Surety; CONG. 
Lloyd, United States Fidelity & Guar- 
anty; J. Q. McClure, National Automo- 
bile & Casualty Co.; T. W. Michels, 
Maryland Casualty; A. C. Posey, Hart- 
ford Fire Group, and J. C. Qualmann, 
Royal-Globe Insurance Group. 





U.S.F.&G. TRANSFERS HOFFMAN 

John W. Hoffman has been appointed 
by United States Fidelity & Guaranty to 
assistant manager at its St. Louis office. 





Travelers’ Booklet on 
1958 Highway Toll 


CALLED “THE LUCKLESS LEGION” 





Message from Pres. J. Doyle DeWitt in 
Booklet Prepared by Harry Barsantee, 
Public Relations-Ad. Manager 





The Travelers’ 1959 Book of Street 
and Highway Accident Data has been 


published under the title “The Luckless 
Legion.” It is the 25th in a series of 
booklets, the first of which was published 
in 1931. This year’s book, which was 
prepared under the direction of Harry 
Barsantee, manager, public information 
and advertising department of The Trav- 
elers, contains a foreword by Travelers’ 
President, J. Doyle DeWitt. 

As usual Mr. DeWitt’s commentary 
is urgent and sharp on the tragedy of 
the highway toll. “It is small comfort,” 
he says, “that there were 5% fewer 
deaths in 1958” for, as the figures show, 
12% more people than in 1957 “crashed 
through the sound driving barrier to be 
numbered among the injured. . They 
joined this army of the injured and dead 
with seemingly relentless enthusiasm for 
suffering and pain. There is no glory 
attached to being a member of The 
Luckless Legion,” he observed. 

The 32 page publication is illustrated 
with striking cartoons and _ contains 
tabular breakdowns of types and causes 
of traffic accidents resulting in injury 
or death in 1958 compared with 1957. 
Detailed accident records of drivers 
classified by age, sex and driving ex- 
perience are also included. 

1958 Traffic Scoreboard 


The booklet concludes with a “score- 
board” which shows there were 36,700 
traffic deaths in 1958, 2,000 less than 
in 1957. However, injuries rose by 300,- 
000 to 2,825,000, and pedestrian casualties 
were up 23,800 to 253,500. More than 
one-third of all 1958 casualties—992,770 
—were caused by speeding. Weekend 
accidents caused 14,160 deaths, almost 
40% of the total. Drivers under 25 were 
involved in 27.1% of fatal accidents. 

One remarkable figure indeed given in 
the publication: Since the automobile 
first appeared on the American scene, 
60 million persons have been killed or 
crippled in auto accidents. 

The Travelers booklet points out that 
“Statistics, pledges and slogans do not 
seem to change us. Something more is 
needed. During 1959, The Luckless 
Legion will be meeting in your com- 
munity ... on a stretch of highway, 
in a hospital room, in a morgue, 

“You can tell when the meeting time 
is near, in the temptation to bear down 
a little harder; to beat the darkness 
home; to test your reflexes when they 
are dulled by sleep or alcohol; to jay- 
walk on crowded streets; to forget cau- 
tion when weather and road conditions 
are bad. During 1959 every time you 
are behind the wheel of a car, remember 
that The Luckless Legion is looking 

(Continued on Page 41) 
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Dorsett Asks Defense 
Of Amer, Agency System 


BY STREAMLINED OPERATIONS 


ACSC Gen’l Manager Also Discussed 
Labor’s Aims at Federal WC Law 
Through Atomic Legislation 
Boston, April 15—J. 
general manager of the 
Casualty & Surety Cos., said here today 
that insurance companies using the 
American Agency System “can no longer 
afford to be sitting ducks at the mercy 
of companies that do not use the 
American Agency System and permit 
them to price us out of the market for 

the cream of the business.” 
In an address before the 11th All-Day 
Working Meeting of the Insurance 





Dewey Dorsett, 
Association of 


Brokers Association of Massachusetts, 
Mr. Dorsett declared “We must cease 
viewing with complacency, the ability 


of these companies, by a selectivity they 
widely proclaim in their advertising, to 
skim off the more desirable automobile 
insurance business.” 

Mr. Dorsett told his audience “our type 
of companies, using the system of mer- 
chandising that has made our industry 
great, and that has been profitable to 
agents and brokers as well” must do 
whatever is necessary to narrow the gap 
in this type of business. 

“T am confident that, within the fr ame- 
work of the American Agency System,” 
he said, “ways and means can be found 
to streamline the writing of business and 
the collection of premiums. This success- 
ful and traditional system of merchan- 
dising needs to have a ‘retooling’ job 
done on it, in order that a 1959 model 
can be brought forth—all of this without 
weakening or destroying the American 
Agency System. 

“Surely a great forward step in that 
direction was taken recently when the 
Nationai Bureau announced an experi- 
mental plan in the State of California 
under which drivers without accidents 
or convictions for moving violations 
over a three-year period will receive a 
rate reduction of 20%. This is an exz ample 
of progressive thinking and action. 


Big Labor’s View of Nuclear Radiation 


Mr. Dorsett also called on the insur- 
ance industry to “stand together and 
work together to meet the danger of 
further Federal encroachment of our 
business.” He referred specifically to 
organized labor’s drive for a Federal 
workmen’s compensation law. 

“From the tenor of recent testimony 
before the Joint Congressional Com- 
mittee on Atomic Energy,” he said, 
“there is a reason to believe that labor 
is using the radiation hazard as a 
springboard to convince Congress that 
a Federal law is necessary. 

“Fortunately, the state laws are in 
much better shape with respect to radia- 
tion coverage than labor spokesmen 
would have us believe. Furthermore, 
steps are already being taken by those 
states where there may be some gaps, 
to make sure that radiation is covered, 
and where there are gaps in the laws 
voluntary insurance is being written by 
insurers, 

“The pressure from labor for a federal 
workmen’s compensation law is some- 
thing we will be coping with for some 
time to come. Leaders of organized 
labor hold a completely erroneous con- 
ception of the role of the insurance 
industry in the compensation field and it 
is our duty to the public, to ourselves 
and to the entire free enterprise system 
to answer with solid facts inaccurate 
and misleading information based on this 
misunderstanding.” 


Zone III NAIC Meet May 3-5 


The Zone III meeting of the National 
Association of Insurance Commissioners 
will be held May 3-5 in the Sheraton 
Hotel, Louisville, Ky. The after dinner 
speech, May 4, will be given by Indiana 
Commissioner Alden C. Palmer. Toast- 
master will be John T. Acree, president, 
Lincoln Income Life. 

An executive session of the Insurance 
Commissioners will also be held 
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Nationwide In Midst Of Study Of 


Insurance Distribution ‘Techniques 


Details of the research program now 
under way in the home office of Nation- 
Mutual, Columbus, O., to develop 
new ways to distribute insurance are 
revealed in a feature article published 
in the March-April issue of “Nationwide 
World,” monthly magazine of this 
Columbus company. Described as a nine- 
month Insurance Distribution Study, this 
project got under way last December. 
Primary responsibility for its success 
lies with Nationwide’s office of sales. 
But administration is being handled by 
an inter-office steering committee under 
the chairmanship of H. P. Dickerson, 
director of distribution research, which 
includes Vice President-Actuary C. W. 
Leftwich, Vice President-Research R. A. 


wide 


Rennie, Vice President-Sales Dean Jef- 
fers, Vice President-Human Relations 
H. W. Culbreth, and J. S. Bickley, 

insurance at Ohio State 


professor of 
University. 

A large part of the actual 
it is pointed out, is being conducted by 
a full-time Nationwide team of Bruce 
Douglass, assistant fire actuary; Paul 
Haupt, distribution research associate; 
Dwight Weed, general research asso- 
ciate, and Darrell Roach, manager ot 
employment reports. Other specialized 
phases of the study are being let to 
commercial and university-sponsored re- 
organizations. 


research, 


search 
Marketing Techniques in Other Fields 


One phase of the investigation, it is 
noted, will be made into current and 
long-term trends in the marketing tech- 
niques of businesses other than insur- 
ance. Says “Nationwide World”: “The 
committee believes it possible that many 
of the methods used or being developed 
by other businesses can be adapted to 
the marketing of insurance. They are 
interested, for example, in such trends 
as the increasingly intensive use of ad- 
vertising, the development of shopping 
centers, improvements in product design 
and packaging, and the use of vending 
machines and direct mail.” 

Nationwide is already experimenting 
with some of these techniques. For 
example, its Century auto policy repre- 
sents an innovation in product design. 
It is described as “a greatly simplified 
contract with coverage extended to in- 
jured persons regardless of liability.’ 
Another example is Nationwide’s experi- 
mental program in Oregon where auto 
insurance is being written by direct mail 
methods—without the benefit of exten- 
agency organization. 


The Role of the Agent 


However, Nationwide does not depre- 
ciate the importance of the agent in 
its marketing picture. “His role may 
change,” Vice President Jeffers admits, 
“but he will represent Nationwide for a 
long time to come. No doubt the agent 
will become considerably more profes- 
sionalized than he already is. It’s con- 


sive 





School Driver Training 
Shows Favorable Result 


J. H. Walgren, automobile underwrit- 
ing director of the Allstate, told a spring 
workshop meeting in Houston of the 
Nz nett y Association of Independent In- 
surers that high school-trained drivers 
had only half the number of accidents of 
untrained drivers in the same age group. 

Mr. Walgren revealed that since All- 
state began offering premium discounts 
to trained young drivers in 1954, data 
show B.I. and P.D. liability for un- 
trained drivers at double that for trained 
persons. He did point out, however, 
that those who voluntarily took the train- 
ing course fundamentally had the proper 
safety attitude, whereas the accident- 
prone person would tend to eliminate 
himself from driver education. 


ceivable that he’ll develop into an estate 
planning or insurance counselor, able to 
draw upon an infinitely wider variety of 
coverages to fit his clients’ needs than 
he can today.” 

As a matter of fact, Nationwide’s dis- 
tribution study will devote major atten- 
tion to the part the agent plays and will 
continue to aay in the company’s oper- 
ation ten-or 15 years hence. A group 
of research psychologists, well grounded 
in the life insurance industry, are now 
examining today’s successful agent in 
relation to multiple line operations. They 
are attempting to find out how and why 
such success is achieved. Their “profile 
study” will involve personality analysis, 
education, business experience, commun- 
ity activities, sales methods and _ per- 
sonal relations. The “successful” profile 
will then be superimposed on the condi- 
tions under which Nationwide might 
expect to sell insurance in the future. 





Nationwide Exec. Changes 


Three companies associated with 
Nationwide Insurance last week elected 
new presidents to succeed Murray D. 
Lincoln who was named general chair- 
man of each of them. 

George S. Hough, Westerville, Ohio, 
was elected president of Approved Fi- 
nance, Inc., and of its subsidiary com- 
pany, Heritage Securities, Inc. Paul O. 
Sebastian and P. L, Thornbury were 
elected vice presidents of both com- 
panies, 

Approved Finance is an auto financing 
company with offices in major Ohio 
cities. Heritage is the national dis- 
tributor of shares in Mutual Income 
Foundation, an open diversified manage- 
ment investment company. 

Herbert E. Evans of Columbus  suc- 
ceeds Mr. Lincoln as president of the 
Nationwide subsidiary, Peoples Broad- 
casting Corp. which owns and operates 
five radio stations and one TV station. 








Other Phases of the Study 

Chairman Dickerson points out that 
another important phase of the distribu- 
tion study “concerns our relationships 
with our sponsors which have been pre- 
dominantly—but not exclusively— state 
agricultural cooperative federations. In 
effect, we’re stopping to clarify our 
common purposes. We've grown like 
a gangling adolescent. Possibly the time 
has come to be fitted for a new suit 
of mutual understanding. We have got 
to reassess our values and those of our 
sponsoring organizations to find out 
how much in common we share as we 
work together to meet people’s needs, 
and whether we are moving fast enough 
to keep up with the changes in those 
needs.” 

Summing. up the project, Mr. Dicker- 
son says: “Mid-July, 1959, will be the 
jelling period. At that time the steering 
committee and research staff will tie it 
together into conclusions and recom- 
mendations. We're not expecting any 
miracles. But I guarantee we will get 
our money’s worth.” 


State-Wide of N. Y. Enters 


Conn. in Expansion Move 
State-Wide Insurance Co. of New 
York, headed by Milton D. Felson, is 
expanding its general casualty business 
into new states. License to operate in 
Connecticut was recently obtained and 
application is now being made to the 
New Jersey and Rhode Island Insurance 
Departments. 

Up until recently the State-Wide has 
operated only in New York State. It 
specializes in automobile B.I., P.D. and 
general liability coverages, issued at a 
20% advance discount from manual pre- 
mium rates. 





Maryland Cas. Post 
For Ellsworth Miller 


IS NEW EXEC. VICE PRESIDENT 


Pres. Wm. T. Harper Also Announces 
Promotions of Joseph F. Glibert 
and Souil W. Garner 


As announced in The Eastern Under- 
writer last week, Maryland Casualty has 
created the new position of executive vice 
president in the company, and named H. 
Ellsworth Miller to the position. Wil- 
liam T. Harper, president, also announced 





H. ELLSWORTH MILLER 


the promotion of Mr, Miller who was 
vice president in charge of claims. 

Also Joseph F. Glibert was elected vice 
president with charge of the company’s 
investment division, and Souil W. Gar- 
ner was named treasurer in the company. 

Mr. Miller has been connected with 
the Maryland Casualty since 1935, when 
attorney. In 


he was employed as an 
1950 he was appointed chief claims 
attorney, a position he held until his 


election as vice-president in 1954, 

A graduate of Baltimore City College, 
Mr. Miller attended the University of 

3altimore and received his LL.B. degree, 
and was admitted to the Bar in 1933. 
He is a member of the fidelity and surety 
committee of the American Bar Asso- 
ciation, and is former vice chairman of 
the fidelity and surety committees as 
well as a past member of the casualty 
committee of the International Associa- 
tion of Insurance Counsel. He is also 
a member of the claims advisory com- 
mittee of the Association of Casualty & 
Surety Cos. 

As vice president in charge of claims, 
Mr. Miller had full responsibility for all 
bonding, casualty, fire and marine claims. 

As executive vice president, Mr. Har- 
per said Mr. Miller will have “broad 
general administrative responsibilities.” 
In addition, for the present, he will con- 
tinue to exercise supervision over claims. 

Mr. Glibert joined the Maryland Cas- 
ualty as an assistant treasurer and in- 
vestment analyst in 1954. He has had 
wide experience in the investment field, 
and for five years before Joining Mary- 
land Casualty was a senior investment 
counsellor on the staff of a large New 
York bank. He is a graduate of New 
York University, with degrees of B.S., 
and of M.B.A. from the Graduate School 
of Business Administration, and is vice 
president of the Baltimore Society of 
Securities Analysts. 

Mr. Garner thas been an_ assistant 
treasurer of the company since 1945. He 
came with the company as a clerk in 
1922, and later was cashier and then man- 
aging accountant in the treasurer’s di- 
vision, 

The directors declared a quarterly div- 
idend of 37% cents per share on the 
common stock, payable on April 20 to 
stockholders of record on April 14. 





Alistate Installs Big 
Telegraphic System 


FOR U. S. - CANADA OPERATION 

Judson B. Branch Reveals Line 

Covers 7,300 Miles to Home, 
Zone, Regional Offices 


Pres. 


On Tuesday, April 7, Allstate’s chain 
of offices through the U. S. and Canada 
were linked by one of the biggest private 
telegraph systems used by an insurance 
company. 

The new private line system, leased 
from Western Union, covers 7,300 miles 
and interconnects Allstate’s home office, 
six zone offices and 30 regional offices, 

The system is equipped with special 
transmitting equipment providing push- 
button selection of desired stations. A 
master-sending device permits any mes- 
sage to be transmitted simultaneously to 
all or any combination of offices on the 
network, 

The capacity of the wire system’s five 
circuits is in excess of 19,500 words 
hourly. The home office switching center 
accelerates communications from office 
to office. Messages are prepared by 
operators in the form of perforated tape, 
The coded tape passes through special 
transmitters which automatically start 
transmitting without requiring operator 
attendance. Messages are received on 
page printers operating at a speed of 
3,900 words an hour, also without re- 
quiring full-time operator attendance, 


Allstate’s Growth 


The system will be used to speed the 
handling of insurance claims, customer 
service requests and administrative com- 
munications, Allstate President Judson 
B. Branch said. 

Expansion into new lines of insurance, 
resulting in eight | new insurance products 
in a period of 22 months, and a 20% 
increase in premium sales during the 
past year have brought steadily increas- 
ing demands on Allstate’s inter-office 
communications, Mr. Branch said. These 
demands led to an extensive study and 
a decision to create the new private 
wire linkup. It supplants a previous type 
of telegraphic system which did_ not 
include Canada. 





IASA to Hear Dr. Huebner 
At Annual Meet May 18-20 


Dr. S. S. Huebner, emeritus professor 
of Insurance at University of Pennsyl- 
vania, will deliver the opening address 
to the Insurance Accounting and Statis- 
tical Association annual conference to 
be held May 18-20 at the Ambassador 
Hotel, Atlantic City. 

A sampling of the topics to be dis- 
cussed at the workshop sessions of the 
three day conference includes “The Im- 
pact of Electronic Data _ Processing, 
Operations Research and Systems An- 
alysis on Solving Business Problems,’ 
“Forum for Newly Organized Life Com- 
panies,” “Conversion Problems in Elec- 
tronic Data Processing Applications” and 
“A Plan for Budget Premiums.” A busi- 
ness show featuring office equipmen! 
and service displays is an integral par! 
of the conference. 





New IAC Directors 


Winthrop W. Clement, American In- 
ternational, who is president of Insurance 
Advertising Conference, announces ft 
cent selection of two new IAC directors 
to fill two vacancies. They are Art Dat 
neker, Ohio Farmers, and C. F. Scheer, 
Zurich-American Group. They replace 
Natalie Fisher, who resigned some 
months ago from the Employers’ Group, 
and Carl Nelson, London & Lancashirt 
whose broadened executive responsibil 
ities prevent him from giving of his time 
and attention to the IAC. 





HARTFORD S. B. PROMOTION 





Carl W. Bovard, for several years 
special agent in Denver for Hartfor! 
Steam Boiler has been appointed supé™ 
vising special agent at St. Louis. 
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Address To Surety Bond Producers 
By Architect John Noble Richards 


Considerable interest was aroused by the 
address delivered by John Noble Richards, 
FAIA, president of the American Institute 
of Architects, at the recent annual meeting 
of the National Association of Surety 
Bond Producers, Hotel Plaza, New York. 
In his able and thoughful discussion of 
problems facing the construction industry 
architects, contractors, subcontractors and 
sureties, as well as owners—Mr. Richards 
explored current conditions and pointed out 
effective means of inducing greater effi- 
ciency and higher standards, Excerpts from 
his address follows: 

“All of us in the 
have a tremendous job ahead of us. We 
From all indica- 


building industry 


face a great challenge. 
tions the decade ahead will see a massive 


600 billion dollars building 
This, to give you an indication of the 


worth of 


enormity of the figure, is more than the 
present value of all existing private 
structures in the nation. 

“A part of this coming building boom 
results from our dire need merely to 
catch up with the backlog of public 
construction—such as schools, hospitals 
and highways—which has accumulated 
in this country during the depression ot 
the nineteen-thirties and during World 
War Il. Another big reason why we 
must build more, better and faster than 
we eVer built before is the need to keep 
pace with our staggering population in- 
crease. The challenge we face does not 
lie in the quantity of building required 
It is rather the job of turning what 
someone has called ‘the mess that is 
man-made America’ into a livable, whole- 
some and attractive environment worthy 
of our high material and spiritual stand- 
ards. : 

“Actually, the problem of community 
planning and urban renewal is related to 
what we are discussing here today. To 
do the job that must be done requires 
a strong and united building industry 
The kind of cooperation our organiza- 
tions are enjoying and will, I fervently 
hope, continue to enjoy, contributes to 
that strength and unity. : 

“Your field of activity is one of the 
fields of important technicaltities with 
which the average architect has a rather 
slight contact. It is not like plumbing 
or heating or electric wiring or air- 
conditioning, which are intimately in- 
volved in the process of planning a struc- 
ture. These areas also require the co- 
operation of other technicians. But the 
architect is directly involved in solving 
their problems and must be in close con- 
tact with them from the beginning to 
the end of the operation of design and 
construction. 

“In private work where bidders can 
be limited to a few that are known to be 
competent and financially sound, the risk 
of default can be said to be relatively 
small, although it probably can never be 
said to be non-existent. After the con- 
tractor has taken on the job that the 
architect has put out for bids, he may 
conceivably over-extend himself by tak- 
ing on too many other jobs and ‘fall 
flat on his face.’ He may turn out to 
be undependable, receive some final pay- 
ments, made in good faith based upon 
apparently valid releases of liens, and 
then disappear completely, leaving all his 
projects in a mess. Such a case has 
recently been reported. The risk should 
be faced and the architect should advise 
the owner of all the known facts. 


Architects’ View of Bonding 


“It is for this reason that the Eighth 
Edition of our Handbook of Architec- 
tural Practice contains a.greatly ex- 
panded treatment of the subject ‘Bonds 
of Suretyship.’ I refer to Sections 8.03, 
8.04 and 8.05, and I believe you will be 
interested in the informative material we 


have assembled in this official voice of 
the Institute on the subject of surety- 
ship. 

“In any event, the architect’s contact 
with the surety bond question is a brief 
one, at the start. If a bond is taken out 
it is duly filed and in most cases there 
is no occasion to think about it again, 
as the job is properly finished, This 
must be true or the surety companies 
would not be able to pile up enough 
premiums to take care of the losses on 
the jobs that are defaulted. What the 
average percentage of bonded contracts 
is that are defaulted, I have no idea. That 
involves the risk the surety company 
takes when it decides to give a_ bond. 
Is the contractor competent, honest, 
trustworthy, adequately financed, and 
sensible in taking on only such work 
as he can properly handle? 

“To quote from our Handbook, pre- 
viously mentioned: ‘The architect should, 
before a client enters into a_ building 
contract without a performance bond and 
a labor and material payment bond, 
make sure that the owner fully under- 
stands the risks involved. If the owner 
decides not to require a bond, the archi- 
tect might consider writing a_ letter 
noting such decision. 

“ ‘One of the chief causes of a con- 
tractor’s default is the inadequacy of his 
bid either on the owner’s contract or on 
his other past, current, or future con- 
tracts. This may arise from: 1) deficient 
cost and other accounting records, 2) 
conditions which were not anticipated 
at the time of bidding, 3) unforseen price 
rises, 4) delays, 5) labor troubles, 6) 
defaults by subcontractors, 7) inefficient 
methods, or 8) lax supervision. 

“ ‘Other conditions, singly or in com- 
bination, causing defaults are: 1) death, 
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“There are no circumstances, however 
unfortunate, that clever people do not 
extract some advantage from them.” 

LA ROCHEFOUCAULD. 


His face was red: his pocket nerve hurt when he discovered 
that one of his trusted employees had been collecting 
premiums and.........., but he sold a lot of fidelity 
insurance using himself as the horrible example. 
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natural or accidental (as by plane or 
auto crash), 2) disability of the con- 
tractor or of key men, 3) over-expansion 
before or subsequent to taking the 
owner’s contract, 4) withdrawal of funds 
for ventures or speculations in fields 
other than construction which prove to 
be unsuccessful, 5) matrimonial troubles, 
6) political aspirations, 7) diversion of 
funds from one job to pay off arrears 
on another, 8) lack of adequate working 
capital, 9) withdrawal of bank credit, 
10) faulty credit judgment, 11) unbonded 
dishonesty losses, 12) changes in mone- 
tary policy by Government, and 13) in- 
adequate insurance coverage against fire, 
casualty or other calamity. A hazard 
of fairly recent origin arises from the 
activities of the United States Govern- 
ment with respect to Federal tax liens 
being filed against the contractor. The 
Federal Government’s assertion of priori- 
ties for delinquent taxes, whether they 
grew out of thhe owner’s contract or 
arose from other obligations of the con- 
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tractor, having no relationship to that 
contract, raises uncertainties and possible 
obstacles to completion of all work on 
hand which may be of most serious con- 
cern to the owner. 

“ ‘It must be emphasized that since 
an experienced contractor occasionally 
in the past may have worked on con- 
tracts which were not profitable and 
may in the future—while the owner's 
contract is under way—enter into con- 
tracts which prove to be unprofitable 
the owner’s risk cannot be accurately 
gauged by the owner’s proposed job 
alone. The work undertaken for the 
owner is but a part of the risk to which 
the owner may be subjected. By requir- 
ing performance and payment bonds, the 
Owner is protected against loss and 
damage resulting from the costly conse- 
quences of contract defaults.’ 

‘Recently the surety industry coop- 
erated with the American Institute in 
correcting a provision in the payment 
bond. This provision made it unnecessary 
for a subcontractor to protect a claim 
by making it within 90 days of the last 
work performed, leaving this Provision 
applying only to his suppliers. This co- 
operation is much appreciated. The re- 
vised double form of performance and 
payment bond known as __ Institute 
Document No. A-311 is now available 
and ‘its use is urged for all private and 
public contracts where a statutory form 
is not prescribed.’ (The quote is taken 
trom the Handbook.) 


Contract Cases Requiring Court Action 


Pie I correct in my understanding 
that a large majority of the contract 
cases that require court action are cases 
involving contracts for public work? It 
seems to be very difficult to find court 
cases related to contracts based upon the 
AIA General Conditions.. We feel this 
is probably due to the adoption of arbi- 
tration of all the architect’s decisions 
excepting only those dealing with artistic 
effect. y impression is that almost all 
public contracts involve finality jn the 
decisions of the public officials in charge. 

Construction operations are complex 
and many complicated situations can 
arise necessitating some decision by the 
architect or the engineer or the public 
official in charge of the work. The pro- 
visions of the contract should be fair 
to both parties. An architect when in- 
terpreting his own contract documeats 
needs to use great care and impartiality 
in determining the rights and responsi- 
bilities of the owner and the contractor 
in a dispute involving a claim for extra 
cost by the contractor. It protects his 
position for him to say that he will 
attempt to make a fair decision. Ii 
either party is dissatisfied with his 
decision, let it be arbitrated by an im 
Partial board of one or three arbitrators. 

If most court cases relate to public 
works it. may be proper to wonder 
whether the cause is related to the fat! 
that open bidding is mandatory and any 
low bidder that can provide a_ surety 
bond must be considered, at least i! 
Massachusetts, as a satisfactory bidder. 
That shifts from the public official t 
the bond producers the responsibility for 

(Continued on Page 41) 
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Free Enterprise, Govt. 
Building Contracts 


DISCUSSED BY SEN. RANDOLPH 





Sees No Threat from Government Ex- 
penditures; NASBP Meeting Hears 
Senator from Virginia 





The surety bond producer, of necessity, 
is conversant with a large area of public 
affairs, since the requirements of his 
performance within the contract con- 
struction business call for such an un- 
derstanding, U. S. Senator Jennings 
Randolph (D-West Va.), told the Na- 
tional Assn. of Surety Bond Producers 
at its recent annual meeting. 

“The significance of your role is 
heightened when we examine the place 
of the contract construction business in 
our total national economy,” said Senator 
Randolph. ‘According to the February 
issue of ‘Economic Indicators,’ the 
monthly report of the Council of Eco- 
nomic Advisors, new construction for 
January of this year was at the rate 
of $54.3 billion annually, slightly more 
than the $54.0 billion estimate of the 
total manufacturing and trade sales for 
1958. Of the total annual rate of $543 
billion, Federal, state and local govern- 
ment contracts were at the rate of $17.3 
billion, as compared to the corresponding 
figures for 1958 of $49.0 billion and $15.0 
billion, respectively, and for 1952 in the 
amounts of $34.8 billion and $10.9 billion.” 
These sets of figures lead to several 
nteresting observations, said the Senator. 
“First, that the contract construction 
business has maintained a most healthy 
rate of growth—an overall increase of 
10.8% over 1958, with an increase in the 
level of government construction of 
15.3%. 

“Second, the proportion of govern- 
mental construction — local, state and 
Federal—has_ remained fairly — stable, 
hovering at slightly less than one-third 
since 1952. Thus, almost a third of the 
total expenditures of construction is 
devoted to public services—roads, hospi- 
tals, schools, sanitation facilities, munici- 
pal buildings, etc. Yet within this level 
of government expenditure there is 
probably no segment of our economy 
more exemplary of the competitive and 
free enterprise system than is the con- 
struction business. In no other com- 
parable major segment of our economy— 
for example in manufacturing, trans- 
portation, mining, or in the communica- 
tlons system—are prices as responsive to 
competition as in the field of construc- 
tion, nor in any of these is the tradi- 
tional role of the individual entrepreneur 
so dominant.” 


No Government Threat 


The vitality of the contract construc- 
tion business, said Senator Randolph, and 
the continued growth of the competitive 
enterprise system, have in no_ sense 
een threatened by government expendi- 
tures in this field. “The facts of our 
economy are in marked contrast to the 
assumptions of what recently has been 
termed the ‘conventional wisdom.’ This 
view assumes that a decent concern for 
expenditures in the field of public serv- 
ices, as distinguished from private goods, 
will ring the death knell on our enter- 
Prise system. I submit that this view 
'S not supported by the facts of our na- 
tional economic life in general, nor by 
the experience of the construction busi- 
hess in particular. 


U S. F. & G. MGR. IN MEMPHIS 
United States Fidelity & Guaranty has 
appointed Robert P. Day as assistant 
manager of its Memphis branch office. 

tr, Day, who was formerly surety 
superintendent at the Memphis office, 
Was employed there as safety represen- 
lative in 1948. Five years later he was 








Momoted to fire and marine special 
sy continuing in that capacity until 


git Day is a graduate of Mississippi 
ag College and served as an Air Force 
mcer in World War II 











KEMPER INSURANCE REPORTS: 


Highlights of 1958 


Assets: $360,068,450 Premium Income (sales): $203,188,529 
*Underwriting Earnings: $22,942,424 *Investment Earnings: $6,433,545 
*Policyholder dividends: $19,629,102 
*Excludes Life Company Operations 
Fidelity of Fulton increased insurance-in-force 142 per cent and dividends to 
policyholders 25 per cent in its first year as a member of the Kemper group. 


FINANCIAL STATEMENTS 


Lumbermens Mutual Casualty Company 
Chicago 40 
Statement at the close of business December 31, 1958, as reported to the Depart- 
ment of Insurance, State of Illinois (All bonds amortized. Stocks at book value, which 
is less than market value. If all stocks were valued at market, assets would be increased 
$8,677,358.85. Surplus would rise by the same amount, less a reserve with which to 
pay the 25% capital gains tax.) 


ASSETS 

RCRA TEE TT IMR eos hico vlc Jay is) qa axquehys vio.s bate Ses Dawes Saeaitae $ 8,517,164.70 
U.S. government bills, certificates and notes................... 84,225,779.19 
Ue RERORRETIPOCENGS 2 6850.56 ol Lealnse's a oe Sees Otte Seca en kes 64,375,130.68 
Cansaren SOVEENMENT DONS: ... 5 o..6c 0c se cece ests caus deed de 3,862,752.46 
State; county and municipal bonds. ........008000. 00 css deeseede 22,663,996.92 
PHDUG UTHIty cars OIer DONGS...aicss ae.diedivids cece tee desodenes 10,729,735.14 
NT oe ae erelet An rar Patines s bie Wi¥lee Gace wees 15,865,100.71 
First mortgages and collateral loans... ............2ccceeeecees 945,162.44 
Real estate (including company buildings)..................-. 17,507,418.11 


PEGMIUINS Aer CERSONISSIONN 2.5 lo 60 ons ccc coe onesies ee ee 4,599,453.59 


ACCHUCH Interest ANG GENET ASSCEE sou < 6:5 s.6ic.0.c.0 s ckk oe eeio Base meds 1,972,906.35 
OPER MIO Sa ake taidlc tupac geet set ve eset hele eae $235,264,600.29 

LIABILITIES 

Reserve for losses and adjusting expenses. .................44. $119,061,685.00 

Reserve for uneatned Premiums... : ..0.0 ..0cscscccdabeeesdlseves 46,443,930.00 

Reserve for taxes, expenses and reinsurance.................04- 7,931,547.55 

Reserve for dividends to policyholders.................--00005 21,827,437.74 
ROMER Boca S855 « oaleicToe ares oe seid soa mene ean $195,264,600.29 

Reserve for portfolio fluctuation................ $ 5,000,000.00 

Reserve for contingencies. ............eceeeeees 7,500,000.00 

(oS) ot Ee ae een mn a Arad 27,500,000.00 

SURPLUS AS REGARDS POLICYHOLDERS ......... ).6 625 a es eede esos 40,000,000.00 
MOWEME sc pik ss Hie aeincete orscdin the ttle ta ew tine $235,264,600.29 


Securities carried at $15,377,597.03 in the above statement 
are deposited as required by law. 


American Motorists Insurance Company 
Chicago 40 
As of December 31, 1958, as reported to the Department of Insurance, State of Ill. 
All bonds amortized. Stocks at book value, which is less than market value. 


ASSETS 

OPC ST 2 ER A RE eT d ere PERMA Stee eee $ 4,249,474.18 

U.S. government bills, certificates and notes.............2e-000% 26,227,116.60 

Ese MOMEFNDRCHE DOMUE oars 5 Jo's 0 5 sicichos 0 4 DEUS Greate de eatic 26,897 ,467.53 

Territory, state, county and municipal bonds.................-- 8,114,650.05 

Pubre utihity ane Other DONGS. .s....c.. ccs osc wos dsleececisine veece 2,502,778.72 

Sree ae a eet Bes is eid Sara have sirgocia 1,650,837.46 

First: mortgage loans on real €state... . 2... 6. 0s oa ei dc ole aes o0:0 107,515.14 

PLGRPNLSINEE HA CROTIAEINIS SION 2 <5. .0:.6 0 cine occ ord ate ale aeons lame 2,823,347.68 

ACCHIER THISRESE ANd OEE ASSETS sc. 55 ole. 5 6b cere aia seie Ria axes 1,584,607.10 
TI IIRMMEES oo ac 5c cose -wsdey ald OURS Cte BUND e «oe $74,157,794.46 

LIABILITIES 

Reserve for losses and adjusting expenses. ...............--000. $36,851,899.00 

Resetve for Uncained PremuamMs. ...........as....cisls sade weledslee va sde 18,131,319.00 

Reserve for taxes, expenses and reinsurance.................005- 3,637,587.76 

Reserve for dividends to policyholders...............00ceeeeees 5,036,988.70 
NOMEN ree acc) 0 5a Secsatete i's ave bei nd.€ hime mapaeeia $63,657,794.46 

Reserve for portfolio-fluctuation................4.. $1,000,000.00 

Reserve f6F COntingencles; . 62)... cde cc cccccecce 1,000,000.00 

OE NS Ee Ee Se PRP 4,000,000.00 

PNRMPRECIRMN si cet. cst reins nlehacce sinine kb anos eo eS 4,500,000.00 

SURPLUS AS REGARDS POLICYMOEDERS : 2. ....6..00 occccecccceshaeas 10,500,000.00 
MUI oo aol tie aie Gels: Re aio ean, ee AS wie Rs eS ee $74,157,794.46 


Securities carried at $3,785,648.91 in the above statement 
are deposited as required by law. 
Other companies in the Kemper group include Fidelity Life Association, A Mutual 
Legal Reserve Company, of Fulton, Illinois, American Manufacturers Mutual Insur- 
ance Co. Home Office New York 17, Executive Office Chicago 6 and Federal Mutual 


Insurance Co. Chicago 40. We will be glad to supply financial statements on request. 
CHICAGO 40 
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Joseph Froggatt & Co. Makes 


San Francisco Promotions 


Joseph Froggatt, Jr., president of 
Joseph Froggatt & Co. Inc., honored 
Charles A. Sloan, vice president and 
Pacific Coast manager of the company, 
at a recent luncheon in San Francisco’s 
Commercial Club upon the latter’s retire- 
ment after 37 years of service. At the 
same time Mr. Froggatt announced the 
promotion of Ralph L. Martin and Morris 
I. Ginsburg, CPA, to the positions of 
associate San Francisco managers and 
that of Joseph J. Byrne, CPA, to assist- 
ant San Francisco manager. 

Mr. Sloan, a graduate of University 
of North Carolina, completed graduate 
studies at Columbia University. His 
Froggatt & Co. career started in the 
New York office, transferring to San 
Francisco in 1922. He later was manager 
at Atlanta, Dallas and New York up- 
town offices, returning to San Francisco 
in 1942 to assume managership of Pacific 
Coast territory. 

Mr. Martin started with Joseph Frog- 
gatt & Co., Inc. in its Chicago otiice on 
July 1, 1925, and was transferred to San 
Francisco office in January, 1930, becom- 
ing assistant San Francisco manager. 
He was later promoted to assistant 
Pacific Coast manager. 

Mr. Ginsburg, University of California 
graduate, celebrated his 15th anniversary 
with the company in March. For the 
last nine years he has been assistant 
San Francisco manager. He has taught 
insurance accounting courses for the In- 
surance Underwriters Association of the 
Pacific. 

Mr. Byrne has been a member of the 
staff since 1950. He is a graduate of 
Golden Gate College, San Francisco. 

















































































Insuratrip, Inc. Enables 
Motorists to Buy Trip Ins. 


Two Charlotte, N. C., business men— 
Walter Shapiro and Morris Speizman— 
are now operating an automobile insur- 
ance enterprise called Insuratrip, Inc. 
Their plan is to give motorists “trip in- 
surance” as convenient as airline flight 
insurance, following the pattern set by 
such companies as Associated Aviation 
Underwriters, Continental Casualty and 
Mutual of Omaha. 

“Time” magazine in its April 13 issue 
under the heading “Goods and Services,” 
describes the Insuratrip plan of opera- 
tion as follows: 

“Motorists seeing an Insuratrip sign 
at gas staticns dial a designated local 
agent’s telephone number, buy coverage 
at the rate of 25 cents per $2,500 per 
day, up to $25,000, deposit coins in a coin 
box placed close to the telephone. The 
policy itself is mailed to the insured’s 
beneficiary by the agent. 

“Tn operation only since last December, 
Insuratrip now does business in four 
eastern states, has applied for permis- 
sion to operate in 30 more states.” 





Files Lower Rates On 
Accountants Liability 


American Surety has made a filing 
with the New York Insurance Depart- 
ment for lower rates for Accountants 
Professional Liability policies. 

The filing which has been made in all 
states provides for: 1. A 10% experience 
discount at policy or premium period 
inception if claim or suit free for an 
immediately preceding period equal to 
the term of the new or renewal period. 

2. A 3314% reduction in the charge for 
S.E.C. coverage. 3. A final additional 
10% discount on the entire premium. 

William E. McKell, president of Amer- 
ican Surety, emphasized that this change 
would result in savings to accountants 
of 19-22.5% on all new and renewal 
policies. 





HONORED BY SHRINE CLUB 

Charles T. Easterby of Philadelphia, 
president of his own agency specializing 
in “hard to place” risks, was elected to 
life membership in the Shrine Club of 
Philadelphia at its luncheon meeting 
April 1 in the Essex Hotel of that city, 
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Budget Premium Pay 
Plan Extended Apr. 1 


BY KEMPER GROUP COMPANIES 
Plan Features Consolidation of Premiums 
for Insured’s Home or 
Automobile 

The Kemper Insurance Plan, a monthly 
premium budget plan for fire and most 
casualty insurance policy premiums, has 
been made available to Kemper Group 
agents and policyholders throughout the 


U. S. and Canada after test-marketing 
in selected areas. 1 
Norris C. Flanagin, president of Lum- 


bermens Mutual Casualty and American 
Motorists, announced that the budget 
pay plan was extended into Alabama, 
Florida, Georgia, Louisiana and South 
Carolina on April 1. 

KIP was introduced last June and wz us 
test-marketed in the Kemper companies’ 
upstate New York territory for four 
months before being offered in the Cen- 
tral, Eastern and Southwest department 
territories. 

Earlier this year the plan was estab- 
lished in Canadian, Los Angeles, New 
England, San Francisco and Pacific 
Northwest territories. 

Premium Consolidation Explained 


“With the Kemper Insurance Plan, a 
policyholder can consolidate premiums 
for home, automobile and other insur- 
ance protection and spread the cost of 
that protection over a 5, 10 or 20-month 
period. The policyholder selects the 
payment period which suits his pocket- 
book and pays for his insurance just as 
he pays for telephone, gas or electricity,’ 
Mr. Flanagin said. 

“The plan allows policyholders to avoid 
large premium payment bills which some- 
times upset the family budget. It pro- 
vides facilities for sound budget pro- 
gramming and money management,’ 

Business as well as personal coverages 
may be budgeted. “This permits a busi- 
nessman to pay his insurance premiums 
out of current income and thus retain 
capital for other business operations or 
investments,” Mr. Flanagin pointed out. 

Under the plan, policyholders make a 
down payment of. 20% of their premium 
and select a monthly payment plan for 
the balance. 

Service charges are figured at 5% 
simple interest. This amounts to about 
$1.25 ra each $100 of premium budgeted 
on a 5-payment plan, $2.29 per $100 on 
a 10-payment plan and $4.38 per $100 
on a 20-payment plan. 

These service charges are slightly high- 
er in Missouri and Nevada. Because of 
state regulations, policies covering risks 
located in a few states are not eligible. 





Montana Company Formed 


Intermountain Indemnity Co., being 
formed in Dillon, Mont., as a stock cor- 
poration, will write general lines, except 
life and A. & H. Norman Ovitt of the 
Beaverhead-Madison Insurance Agency 
said the company headquarters will be 
at that agency. 


RETIRES MAY 1, AFTER 39 YEARS 





Raymond I. Thomas to Succeed C. E. 
Shumaker as Hartford A. & I. 


Indianapolis Manager 


C. E. Shumaker, manager of the Hart- 
ford Accident and Indemnity’s Indian- 
apolis office, retires May 1 after 39 
years of service with the Hartford 
Group. He will be succeeded by Ray- 
mond I. Thomas, assistant manager at 


Indianapolis. 

Mr. Shumaker served as a_ special 
agent for the Hartford Fire and Hart- 
ford Accident in Indianapolis from 1920 
until 1932, and has been manager since 
1946. 

Long active in the Masons, Mr. Shu- 
maker is a member of the York Rite 
Bodies and the Scottish Rite Valley of 
Indianapolis, Past Master of Montgom- 
ery Lodge F. & A.M., and Past Illus- 
trious Master of Montgomery Council 
R. & S.M. He served in the U. S. Army 
during World War I. 


Mr. Thomas was born at Boston and 


studied law at Boston University. He 
entered the insurance business in 1925 
and joined the Hartford in June, 1939 


as a special agent at Philadelphia. Pro- 
moted in 1946 to superintendent of the 
Indianapolis fidelity and surety depart- 
ment he was named assistant manager 
in January, 1958. Mr. Thomas is a mem- 
ber of the Surety Association of Indian- 
apolis and served as its president in 
1955. 


Spottke for Better Control 
After Licensing of Driver 


The adoption by state motor vehicle 
authorities of a provisional drivers’ 
licensing system as a means of control 
over new license applicants and those 
undergoing corrective driver training 
was recommended recently by A. E. 
Spottke, vice president in charge of the 
safety department of the Allstate. He 
told a meeting in New Orleans of the 
southern council of the General Federa- 
tion of Women’s Clubs that present 
licensing procedures are inadequate in 
determining applicants’ behavior patterns 
or sense of responsibility behind the 
wheel, He said licensing methods lack 
adequate controls over a driver once he 
has been issued a license. 

Spottke’s address was a feature of the 
Womens Clubs groups “Passport to 
Safety” program which emphasizes sup- 
port of official state and community pro- 
grams to reduce accidents by improved 
driver licensing techniques. Initiated 
last fall, the program is a countrywide 
affair in which the seven million mem- 
bers of the Federation will participate. 





PROMOTES L. A. MATTHEWS 

Standard Accident has appointed 
Leonard A. Matthews as senior methods 
analyst in the newly formed Systems 
Department, headed by Scott Kidd, as- 
sistant treasurer. 

Mr. Matthews started with Standard 
in February, 1936, and in 1951, he be- 
came office manager, retaining that post 
until his recent promotion, 
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Connecticut Auto Bills: 
License Fee Hike Opposed 


A measure to create a 10-member com- 
mission to study problems relating to 
the operation of uninsured automobiles 
in Connecticut was supported at a hear- 
ing conducted by the state legislative 
transportation committee. 

Sponsored by Rep. Ralph Shulansky, 
(R) the bill would authorize the gov- 
ernor to appoint the commission, to 
report to the 1961 legislature. Members 
would come from the State Supreme 
Court, State Insurance Department, 
State Motor Vehicles Department, Con- 
necticut Bar Association, the insurance 
industry, and the House and Senate, 
among others. 

Another bill, which would increase the 
Connecticut driver’s license fee from 
$3 to $10 a year to create an “injured 
persons and motor vehicle damage re- 
imbursement fund,” was opposed by in- 
surance industry representatives at the 
hearing. The license fees would go into 
the special fund, which would be ad- 
ministered by a 10-member commission 
apnointed by the Governor. 

Industry representatives expressed 
support of a proposal that would tighten 
up the law on financial responsibility of 
drivers. It would provide an operator, 
after a second conviction for a “moving 
traffic offense.” must have insurance pro- 
tection for a five-year period. The owner 
of the car, even though he wasn’t driving 
when the accident occurred, also would 
have to carry insurance for the five-year 
period. This measure was listed as 
HB 3415. 


N. J. Comp. Rate Revision 
Bernard Hamilton, manager, Compen- 
sation Rating & Inspection Bureau of 
New Jersey, has advised member com- 
panies that a revision of the manual 
of rates is under consideration for July 
1, 1959. on the basis of the recently 
filed schedule “W” loss ratio report 
and the usual annual review of classi- 
fication relatively. 

Mr. Hamilton requests that policy- 
writing offices, agents and departments 
be advised that pending further notice, 
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OPPORTUNITY 


For those who want and deserve the 
best in new challenging positions with 
top Companies who are utilizing our 
more than 20 years of insurance re- 
cruiting know-how to staff their ex- 
panding operations. 

Write us in confidence. We have a 
full line of openings in all phases of 
home office operations—life, accident 
and health, group, fire and all casualty 
lines. 

"FROM TRAINEE TO EXECUTIVE" 
Salaries from $6,500 to $21,000 


CITY COMPUTING PLACEMENT 
PAUL S. MILLER, MANAGER 
320 Penn Square Bidg., Phila. 7, Pa. 
LOcust 8-1163 LOcust 8-1164 
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Monopolistic WC Fund 
Sought by Michigan Bill 


effort has been launched in 
legislature to set up a 
compensation 


Another 
the Michigan 
monopolistic workmen’s 
fund to cover all compensation liability 
of Michigan employers except for self- 
insurers and coverage placed with “e 
plovers’ associations.” 

The bill, similar to many which were 
futile when introduced in the past, is 
H. 169. sponsored by Rep. Edgar Currie, 
Detroit, and a number of colleagues. 

Tt would amend the present compensa- 
tion act to re-designate the compensation 
commission as a “department,” transfer 
the present state accident fund to it 
and place it under authority of the 
compensation commissioner rather than 
the Insurance Commissioner. Insuring 
compensation liabilitv with private car- 
riers would be prohibited under terms 
of the proposed law. 

Self-insurers and emplovers associa- 
tions insuring risks would be required 








policies effective July 1 and thereafter to pay 1% of their “premiums” into the 

vonage Nani Re a, He ~~ ag 4 — Mion to ae ee een ee 

vers that the revised rates will be in and alleviation of hazards. Up to 8% o 

their hands in ample time for the orderly annual assessments conld he used for 

writing of new and_ renewal policies administration costs. The bill was re- 

effective July 1 and thereafter. ferred to the labor committee. 
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REINSURANCE COMPANY 


UNITED STATES BRANCH 


LINE 


EXECUTIVE OFFICES: 


70 Pine Street, New York 5, New York 
Telephone: BOwling Green 9-5532 


Southern and Facultative Department: 


1401 Peachtree Street, N.E., Atlanta 9, Georgia 
Telephone: TRinity 5-8969 
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N. J. Blue Cross Rates 
Study to Continue 


SEEN AS. NATIONAL PROBLEM 





Howell - Appointed Committee Seeks 
Further Study; “Major Alternative” 
To Socialized Medicine 





In a preliminary report to New Jersey 
Insurance Commissioner Charles R. 
Howell this week, the committee ap- 
pointed by him to study Blue Cross 
rates and related problems in New 
Jersey urged nationwide action be taken 
to attack the problem of rates. For the 
present, however, the committee feels 
that Blue Cross rates will continue to 
rise, although it suggested several 
measures be taken in an effort to hold 
them down, ; 

The committee consists of Professor 
Sidney I. Simon of Rutgers University, 
chairman, Mrs. Francis W. Hopkins ot 
the League of Women Voters, and Harry 
W. Jones, vice president, Mutual Bene- 
fit Life Insurance Co, 

Its preliminary report covers those 
areas of the problem which it considers 
to be facing Blue Cross throughout the 
country, and leaves for further study 
those questions involving matters peculiar 
to the situation in New Jersey. 

The report suggests that the success 
of Blue Cross-Blue Shield is the major 
alternative to socialized medicine, of 
which there are many advocates already 
operating on a nationwide basis. The 
committee therefore asserts the problem 
of ever-increasing Blue Cross rates must 
also be tackled nationally, and not left 
to the isolated studies of groups in a 
few individual states, and must have the 
full cooperation of doctors and others 
in the medical and hospital field. 


Comment on New Jersey Problems 


The committee, the report stated, “has 
chosen to concentrate .. . on nationwide 
problems affecting Blue Cross rates be- 
cause it feels they have the greatest 
impact on increases. As to the New 
Jersey problems they report that while 
possibly less significant to the total 
picture of Blue Cross rates, they are 
important because they are “peculiar to 
the situation that exists in New Jersey 
and usually of a fairly technical nature.” 

The report listed nine problems in 
New Jersey as follows: 

1. The adequacy of the New Jersey 
reimbursement cost formula. 2. The need 
for, or the adequacy of, the ceiling on 
per diem reimbursable costs. 3. The 
adequacy of the loading percentage ad- 
justments. 4. The adequacy of the retro- 
active percentage adjustment. 

5. The adequacy of New Jersey Blue 
Cross reserves. 6. The adequacy of rates 
charged subscribers. 7. The equity of the 
differences in rates among various types 
of contracts. 

8. The adequacy of the present pro- 
visions in the state for the handling of 
the superannuated. 9. The efficiency of 
the administration of the New Jersey 
Blue Cross. 

The question of rising rates, the report 
urges, is a matter of philosophical ap- 
proach. As long as Blue Cross continues 
to give full coverage, because of present 
economic and medical conditions, the 
public must expect its rates to continue 
to rise. The committee feels, however, 
that if the public insists on lower rates 
for Blue Cross, it must then be ready 
to accept reduced service benefits, 
through the application of measures such 
as indemnity payments, co-insurance and 
deductibility. 


Recommendations on Hospital Costs 


The committee did make several 
Specific suggestions: In the area of hos- 
(Continued on Page 42) 





Howard S. Rosan Heads 
N. Y. Assn. of IAAHU 


MEDILL CONDUCTS ELECTION 





Julius L. Ullman Named Chairman of 
Board of Directors; Decide on 
Luncheon Meetings in Future 
Howard S. Rosan, president of Samuel 
D. Rosan Agency, Inc., representing the 
Continental Assurance, was elected presi- 
dent of the recently reactivated New 
York Accident & Health Association at 
its meeting April 10 in Roosevelt Hotel, 
New York. He was inducted into office 
by Louis Medill, zone chairman of the 
International Association of A. & H. 
Underwriters, who is a Continental Cas- 
ualty general agent in New York. 
Other officers elected were Thomas E. 
Atkinson, Massachusetts Indemnity & 
Life, vice president for membership; 
Otto M. Sherman, CLU, United States 
Life, program vice president; William 
J. Hill of W. J. Hill Agency, secretary, 
and Kenneth P. Coyle, Connecticut 
General, treasurer. 
Julius L. Ullman, president, W. L. 
Perrin & Son, Inc., who had served as 
temporary president of the association, 
was named chairman of the board of 
directors. Elected to the board were the 
following New Yorkers: James 
Kreher, resident vice president, American 
Casualty, Charles R. McCafferty, Conti- 
nental Casualty; Charles H. Juergens, 
Mutual of Omaha; Frank T. Crohn, 
United States Life; Albert A. Boklan, 
American Life of New York; Sanford 
Gilbert, The Gotham Life; Walton Kurz, 
Hartford Accident & Indemnity; Louis 
Medill, Continental Casualty. As alter- 
nates on the board the following were 
named: Thomas O’Leary, American Cas- 
ualty; Jerry Boucher, Continental Cas- 
ualty, and Al Nassau,  Dillon-Kuh 
Agency, Inc. 
To Bid for IAAHU 1961 Meeting 


Mr. Medill, who presided at the meet- 
ing, is aiming to bring the 1961 annual 
meeting of the Internatonal Association 
to New York City and he said a definite 
bid will be made for it this June. 

He impressed upon the newly elected 
officers the importance of good attend- 
ance at future meetings of the New 
York unit. Luncheon meetings are 
planned, alternating between uptown and 
downtown locations. A continuous effort 
should be made to add to the member- 
ship which is now over 100, and in this 
connection Mr. Medill paid tribute to 
“Bill” Steiger, ITAAHU’s membership 
director. 

Before the meeting closed honorary 
membership in the association was ex- 
tended to Wallace L. Clapp, vice presi- 
dent, The Eastern Underwriter. 





Beneficial Standard Directors 

Malcolm Cravens of San Francisco, 
resident partner and Pacific Coast man- 
ager of Cravens, Dargan & Co., insur- 
ance managers, and Alfred S. Blooming- 
dale of Los Angeles and New York, 
president, Diners’ Club, Inc., are new 
board members of Beneficial Standard. 


Hoosier Casualty Ahead 
In 1959 Production 

HAD SUBSTANTIAL GROWTH IN ’s8 

A. & S. Production Contest Now Under 


Way; Disability Policy With Full Life- 
time Sickness Benefits Issued 








Continuing substantial growth is re- 
flected in the 1958 year-end results re- 
ported by the Hoosier Casualty of Indi- 
anapolis as well as its 1959 first quarter 
showing. The company will round out 52 
years of successful operation on July 1. 

Assets increased approximately $1,000,- 
000 over 1957 to an all-time’ high of 
$9,235,090. The policyholder’s surplus in- 
creased from $3,540,770 to $3,815,697. The 
total premiums in 1958 established a new 
record of $9,514,126. The company’s ma- 
jor line, accident and sickness insurance, 
produced $6,082,693 of this total, the re- 
mainder being $3,251,228 in automobile 
premiums and $180,204 in general liability 
premiums. Percentage-wise, the total 
premiums increased 13.42% over 1957. 

Premium writings for the first three 
months of 1959 indicate another record- 
breaking year for the Hoosier Casualty. 
Production in this period is 11.99% ahead 
of last year. As of March 31, A. & H. 
premiums show an increase of 16.94% 
over the same period in 1957. Automo- 
bile premiums are up 3.9%; general lia- 
bility premiums have gained 19.52%. 

The Hoosier’s current line of A. & S. 
coverages includes the latest develop- 
ments in.that field, namely, key-man 
insurance, major medical coverage and 
overhead expense policies. The com- 
pany’s most recent change in its dis- 
ability policies is the addition of full 
lifetime sickness benefits which will be 
available on an option basis in connec- 
tion with the Champion policy, the leader 
among its commercial contracts. 

Hoosier’s A, & S. department is cur- 
rently running a_ production. contest 
which will end on May 31. The award 
to the winners in this contest will be a 
convention trip to Montreal, where 
the company will hold its annual meet- 
ing of leading producers at the Sheraton- 
Mt. Royal Hotel. 

The Hoosier Casualty became a wholly- 
owned subsidiary of the Reliance Insur- 
ance Co. of Philadelphia last August but 
its operations are continuing under the 
same executive management as before, 
consisting of V. M. Ray, president; Milo 
H. Doerfler, vice president and C. Nor- 
man Green _ secretary-treasurer. The 
company is now licensed in 12 states, 
the latest one to be entered being Wis- 
consin, 





Bell, Beery and Hazard 
Round Out HIAA Program 


Rounding out the speaking program 
for the annual meeting of Health Insur- 
ance Association of America, May 4-6 in 
Philadelphia, W. Douglas Bell, desig- 
nated as managing director of the new 
Canadian Health Insurance Association, 
will talk on “New Developments in 
Canadian Health Insurance.” 

Another addition is Sam N. Beery, 
Colorado Insurance Commissioner and 
vice president of NAIC, who takes the 
place on the program from which NAIC 
President Paul Hammel, Nevada, had to 
withdraw because of illness. 

A final edition to HIAA’s program is 
John W. Hazard, senior editor of 
“Changing Times,” the Kiplinger maga- 
zine, who will speak on “What Interests 
People?” at the May. 5 general session. 








EMIL PANGAL 





Email Will Vp Happy fo es You 


AT HIS FINE RESTAURANTS 

23 PARK ROW 

Near Ann St., N. Y. 
Phone: WOrth 2-2514 
Firm charge accounts welcome; also member 
of Diners and American Express Charge Clubs. 


Private Room for Special Luncheon and Dinner Parties 


N. Y Near Maiden Lane, N. Y. 


213 PEARL STREET 
Phone: Digby 4-2348 











BROKERAGE SUPERVISOR 


To operate in the metropolitan area 
and New Jersey out of a well established 
Agency writing Life, A. & A. and Group 
for a first line, aggressive company. An 
excellent opportunity to develop your 
own unit and be paid for it. All replies 
held in strict confidence. 

Write to Box 2694,.The Eastern Under- 
writer, 93 Nassau Street, New York 38. 











TRIBUTES TO BILL DILLON 


Late Head of Dillon-Kuh Agenc W 
Well Regarded in New York A. & “” 
_ Circles; His Qualities Extolled 
The late William V, Dillon, head of 
Dillon-Kuh Agency, Inc., New York, who 
died of a heart attack March 30, was 
eulogized at a meeting April 10 of the 
recently formed New York chapter of 
International Association of A & Hz. 


Underwriters, Louis Medill, Continental 





WILLIAM V. DILLON 


Casualty, who is International's zone 
chairman for this area, proposed a rising 
silent tribute to Mr. Dillon. 

Among close associates of Mr. Dillon 
who were stunned by his untimely pass- 
ing were Al Nassau, his right hand man 
in the operation of the agency, and 
Charles J. Simons, Continental’s gen- 
eral agent in Newark, N. J., from whom 
he acquired the Dillon-Kuh Agency in 
1956. In tribute Mr. Simons said: ~ 

“Our business has lost a hard-working, 
dependable friend in the passing of Bill 
Dillon. He had an intense love of the 
A. & H. business, and put his heart and 
soul into his agency building job. My 
evaluation in 10 years of association is 
that he was a skilled A. & H. sales ex- 
ecutive, possessed of great honesty and 
integrity, and liked by all who knew 
him.” 

This was Bill Dillon’s 20th anniver- 
sary year in the A. & H. business, He 
started with Continental Casualty in 
New York, then went with American 
Mutual to take charge of that com- 
pany’s Group A. & H. operation in this 
city. In 1952 he took over management 
of the downtown N. Y. agency of Lloyd 
M. Kuh. Under his management the 
agency increased its production 100% 
in six years’ time. He had moved to 
larger quarters at 116 John Street the 
week-end before he died. 


Iowa Congress Headliners 

At the annual sales congress of Iowa 
State Association of A. & H. Under- 
writers, being held today (April 17) in 
Des Moines, two company presidents— 
W. Clement Stone, Combined of Amer- 
ica, and E. E, Ballard, All American Life 
& Casualty, are headline speakers. An- 
other attraction is Chet Elson, Des 
Moines, one of Mutual of Omaha’s lead- 
ing producers, 
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Industry Spokesmen 
Testify in S. Carolina 


IN OPPOSITION TO A. & H. BILLS 





Cite Threat of Socialization; Legislators 
Hear Turner, McMasters 
and Roberts 


The insurance industry strongly op- 
posed two legislative proposals in South 
Carolina last week, The first bill, pro- 
posed by Sen. Ralph Gasque, would for- 

A. & H. policy for 
than non-payment of 


bid cancellation of 
any reason other 


premium. The second bill from Rep. 
Ray Parrott would prevent the com- 
panies from refusing to pay second or 


subsequent claims because of misrepre- 
sentation of ‘fact on a policy after one 
claim had already been honored. 

The spokesmen for the industry indi- 
cated these bills could open the way 
for socialized insurance through some 
Federal agency. Two South Carolina 
legislative committees were told that the 
bills would benefit a small minority at 
the expense of the majority of good 
risks and that they would threaten Group 
plans and the widespread benefits these 
afford. 

N. A. Turner, attorney for the Health 
Insurance Association of America, called 
Senator Gasque’s bill “objectionable in 
the nth degree” and said the bills would 
make health policies practically non-can- 
cellable and force the insurance com- 
panies to more thorough inv estigation of 
potential policyholders, causing higher 
administrative costs and therefore higher 
premiums. 

John Gregg McMasters, representing 
the South Carolina Life Insurance Com- 
panies said that “four-tenths of 1% of 
holders of health insurance in this 
group have had their policies cancelled 
for reasons other than non-payment of 
premiums. 

“Tust as night follows day, these non- 
cancellable policies will make insurance 
companies increase their rates, It will 
mean broadening the rate base to help 
four-tenths of 1% with the result that 
the majority of the insuring public is the 
loser,” he said. 

“When the cost is low, it increases the 
product’s acceptability and salability.” 
Remarks of Sen. Baskin, Carlyle Roberts 


Former state Sen. William P. Baskin 
of Lee County said he fears that in the 
long run Gasque’s bill might make such 
policies as fire insurance non-cancellable. 
“And as a result,” Baskin said, “it would 
make them non-cancellable for precisely 
the causes you would want to have them 
cancelled for.” 

Carlyle Roberts, Columbia attorney 
representing the Life Insurance Asso- 
ciation of America, declared in reference 
to the Gasque bill: “A great many peo- 
ple, human nature being what it is, hav- 
ing nothing to lose would be going to 
the hospital when they did not need to. 
These non-cancellable policies could 
breed a lot of hypochondriacs.” 

In defense of his bill, Mr. Parrott 
said insurance companies should make 
inquiries to determine what kind of a 





R. C. Strubbe, Lincoln Nat’! 
A. & S. Exec. Dies at 55 


R. C. Strubbe, assistant vice president 
in charge of A. & S. underwriting for 
Lincoln National Life, died on April 6 
at the age of 55. He had been hospitalized 
for about two weeks. 

Mr. Strubbe joined The Lincoln Na- 
tional Life in 1926, following his gradua- 
tion from the University of Iowa where 
he received his B.A. degree and where 
he was an outstanding performer on the 
university's wrestling team. 

His first Lincoln National Life assign- 
ment was in the underwriting depart- 
ment, and he continued in that depart- 
ment throughout his entire career with 
the company. He was chosen to direct 
A. & S. underwriting in 1952, was named 
assistant secretary in 1954, and became 
an assistant vice president in 1957. 


Illinois Mutual L. & C. 


Prospering; Enters Group Line 

E. A. McCord, president of Illinois 
Mutual Life & Casualty of Peoria, in his 
recent annual report pointed to 1958 
“as a year of unusually significant prog- 


. 


E. A. McCORD 


ress and growth.” The company, now 
in its 49th year, entered the Ordinary 
life insurance mz irket last year and since 
the first of this year has entered the 
Group life, A. & S. and major medical 
fields, The Group department, it is an- 
nounced, is in charge of Jack Kummer, 
franchise department manager who has 
had 13 years’ experience with Illinois 
Mutual Life & Casualty. 

Highspotting 1958 progress, Mr. Mc- 
Cord reported $4,558,914 in premium in- 
come. Admitted assets at the year-end 
were up to $3,181,170 and surplus, in 
ey gd to all legal reserves, increased 
to $1,301,484. Since organization in 1910 
the company has paid in claims a total 
of $20,750,000. It is presently operating 
in 14 mid-wéstern states, and under Mr. 
McCord’s leadership it has prospered. He 
has been president of the company since 
1935. 





ASSISTANT BRANCH MANAGER 
Raymond H. Wiesman, formerly pro- 
duction manager in the Pittsburgh office 
of the American Casualty Co., has been 
named assistant branch manager. He 
will be assistant to M. H. Hankey, 
ACCO’s resident vice president in Pitts- 
gurgh, 





risk they’ve got at the time a potential 
policyholder makes application. 

“An insured person is quite justified 
in thinking he has binding and valid in- 
surance after one claim has been paid,” 
Parrott said. 














WANTED—Manager for Accident & Health Depart- 
ment of large Brokerage firm. Minimum 5 years experience 
in Accident & Health field required. Salary open. All 
information will be held in strictest confidence. Our em- 
ployees are aware of this advertisement. Send replies to 
Box 2693, The Eastern Underwriter, 93-99 Nassau Street, 
New York 38, N. Y. 








L. B. Clark Heads Monarch’s New 


Southwest Regional Organization 


Monarch Life of Springfield, Mass., 
announces the promotion of Leonard B. 
Clark from general agent in Kansas 
City, Mo., to regional manager in the 
southwest and the opening of five new 
branch agency offices within the five- 


LEONARD B. CLARK 


state area under his supervision. 

General agents in charge of the new 
offices and their locations are Richard 
R. Evans, Kansas City, Kan.; Roger M. 
Howard, North Kansas City, Mo.; Linus 
C. Keal, Springfield, Mo.; Jerry A. 
Minor, Kansas City, Mo., and Don J. 
Schreck, Wichita, Kan. 

One of the first regional managers to 
be appointed under Monarch’s new oper- 
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FIFTY-TWO YEARS OF INSURANCE SERVICE 
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plan for its nationwide ficld 
Clark supervises an 
area including Kansas, Missouri, Okla- 
homa, Colorado and Texas. His head- 
quarters will be in Kansas City, Mo. 

For 17 years Mr. Clark has served 
with distinction as Monarch’s general 
agent in Kansas City. He recently was 
awarded the President’s cup for placing 
first in the company last year on the 
basis of all-round excellence of perform- 
ance. In qualifying for Monarch’s highest 
award, he also won top place on the 
General Agents’ Advisory Council for 
1959, 

Joining Monarch in 1956, Mr. Evans 
established a superior record as a field 
underwriter before entering management 
training as an agency supervisor last 
year. He has qualified every year for 
membership in the President’s Club. 

Mr. Howard also served as a super- 
visor last year and was _ instrumental, 
along with Messrs. Clark and Evans, in 
leading the Kansas City agency to new 
heights of achievement. A graduate of 
Doane College, he has been under con- 
tract with Monarch since 1941 and _ has 
worked most of the last 18 years as a 
field underwriter in St. Joseph, Mo. 


Keal, Minor and Schreck 


One of Monarch’s most successful 
salesmen, Mr. Keal recently received 
a special award for all-round excellence 
last year. He has been in the personal 
insurance business for three years, work- 
ing in Fort Scott, Kan., and qualifying 
every year for President’s Club honors. 

Mr, Minor has done well in both H, & 
A. and life insurance sales since joining 
Monarch over a year ago. Living in 
Kansas City, Mo., he formerly was asso- 
ciated with the Aluminum Cooking Uten- 
sil Co. as a salesman.. 

A member. of Monarch’s Top 35, Mr. 
Schreck also has been awarded high 
honors for all-round excellence of per- 
formance while serving as a field under- 
writer last year. A graduate of the 
University of Wichita, with B.A. degree, 
he held several other sales positions 
a. entering the personal business 1 
1957. 


New A. & H. Booklet 


ational 
organization, Mr. 





Massachusetts Indemnity & Life of 
Boston is meeting with a demand for its 
newest booklet . titled “Income — Your 


Greatest Asset” which with graphs and 
pictures in two colors tells of the ever 
present need for income protection. “All 
you own and enjoy . depends on your 
income,” the copy rez ads. Featured is the 
company’s disability income plan, non- 
cancellable and guaranteed renewable at 
level premium. The booklet will be sem! 
for the asking. 

THORN MOCK MAY SPEAKER 

Thorn Mock, president, National A. & 
H. Insurance Co. of Philadelphia, 
scheduled to be the May luncheon speak 
er of the New Jersey Accident & Health 
Club. It will be held in Newark May }4 
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Diners Club Members 
Get Major Medical 


BENEFICIAL STANDARD’S PLAN 





Sold Through Independent Agents, Who 
Can Get “Bonus” for Diners 


Club Members Recruited 





The Diners’ Club is now making its 
billing and collection facilities available 
to independent insurance agents and 
brokers. Under a new program just an- 
nounced, Diners’ Club members will be 
offered guaranteed renewable major 
medical coverage with premium payments 
on their regular Club statement, 

Members are being advised to consult 
their own independent agent who will 
do the actual writing. Agents will for- 
ward applications to the underwriting 
company, Beneficial Standard Life, of 
Los Angeles. When issued, the policy 
will be returned to the agent for delivery. 
Members will have the convenience of 
paying for premiums on Diners’ Club 
statements. Agents will receive full 
commissions and renewals. 

If a prospect is not a Diners’ Club 
member he may apply for membership 
through his agent and the Club will pay 
a bonus for each membership application 
accepted. 


Statement of Diners’ President 


In a letter to Los Angeles members, 
Diners’ Club President Alfred S. Bloom- 
ingdale states, “since your independent 
insurance azent is best qualified to deter- 
mine your insurance needs and can give 
you the answer to anv question you may 
have, we are placing Diners’ Club famous 
billing and collection facilities at his 
disposal for this new service. 

“We believe that this new service 
meets the particular needs of the kind 
of people who comprise our membership. 
Although most members are business 
executives and professional people with 
established credit ratings, none-the-less 
a sudden serious illness resulting in big 
bills for physicians, surgeons, hospitali- 
zation, nurses, anesthetists, ambulances, 
x-rays, laboratory, and medical supplies, 
can play havoc with savings. This new 
coverage is guaranteed renewable for 
every enrolled member of the family to 
age 75 and pays up to $7,500 for each 
covered sickness. 

“We suggest vou call your insurance 
agent today and learn all about the con- 
venience and tax deductible features of 
this valuable protection.” 





Travelers Booklet 


(Continued from Page 33) 


for recruits. Will you be one?” they ask. 

Mr. DeWitt sums up the aims of The 
Travelers’ booklet: 

“Perhaps by calling attention to the 
existence of The Luckless Legion, we 
will be able to slow down this insatiable 
zeal to enlist. Perhaps by pointing out 
in somewhat sardonic fashion the foolish, 
careless, negligent acts which are the 
Legion’s admission requirements, we can 
bring the highway tragedy into clearer 
focus. The recruiting drive for The 
Luckless Legion is every hour of every 
day, Slow down. Be careful. And you'll 
avoid this most dangerous draft.” 


Richards’ Address 


(Continued from Page 36) 





determining the satisfactory character 
of the low bidder. It is an important 
Tesponsibility that must be exercised 
wisely if the standards of the construc- 
tion industry as well as the costs of public 
works are to be protected. 

In other words, the smoothness and 
efficiency with which these problems are 
Worked out ultimately determine the 
smoothness and efficiency with which our 
industry can do its job. The job of 
building a better, more beautiful America 
is staggering. To do it well, the largest 
3 ustry in the country must also become 

€ most progressive one. It is up to us.” 


Arnold Named White Plains 
Manager of Indemnity Co. 


Roger S. Arnold has been appointed 
manager of the White Plains service 
office of Indemnity Co. of North America. 

Starting his insurance career in 1948 
as underwriter and special agent for 
Hartford Accident & Indemnity, he 
joined the Indemnity Co. in 1953 as 
special agent in Detroit. Since 1955 he 
has been assistant manager in Detroit. 
He is a graduate of Middlebury College, 
Vermont. 

In his new post Mr. Arnold will be 


ZURICH-AMER. NAMES LACHMAN 

John C. Lachman has been appointed 
Zurich-American sales representative 
covering Virginia and the east of North 
Carolina, Announcement was made by 
W. E. Bowser, deputy U. S. manager, 
in charge of New York operations. Mr. 
Lachman was manager of American 
Casualty’s Richmond branch office since 


1954. 





associated with Rodman C, Clark, man- 
ager in White Plains for Insurance Co. 
of North America. 


MIRB Auto Rates Decrease 


Notable reductions in automobile bodily 
injury and property damage rates in 
Nebraska and Utah took effect April 
15 for Mutual Insurance Rating Bureau 
members, Private passenger rates were 
increased 5.9% in Nebraska, but all other 
revisions are downward, with a 7.1% 
decrease for private passenger cars in 
Utah. 

Commercial car rates are down 20% 
in Nebraska and 9.3% in Utah. Division 
1 Garage risks in Nebraska are down 
1.2% and in Utah 6.7%. 
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COMBINED 


GROUP OF COMPANIES 


W. CLEMENT STONE, PRESIDENT 


Combined Insurance Company of America, Chicago; 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 


First National Casualty Company, Wisconsin 





How about you? 


A *5-million increase, paying agents 
a new record high in commissions! 


1958 was another banner year for agents representing 
Combined Insurance Company of America. Premium 
volume hit a new high of $21,231,000.00 . . . 31.7% over 
1957... and almost 100% over 1955! 


These figures should prove to you that Combined 
means business! Many agents are chalking up record 
incomes selling Combined Accident and Health, Hospi- 
tal, and Medical-Surgical plans. 


Now would be a good time for you to move up the ladder 
of success with Combined, world’s second largest exclu- 
sive accident and health company. Indicate on the 
coupon below the type of coverage that interests you, 
and we will help you select a plan compatible with your 
experience and present situation. 


Be sure to mail the coupon today! 

















Combined Insurance Co. of America, Dept 46 l 
5050 Broadway, Chicago 40, Illinois | 
Gentlemen: I am interested in Combined’s | 
CL Less of Income plans (1) Hospital, Medical-Surgical plans | 
() individual basis () individual basis | 

() small group basis ([] small group basis | 

| 

| 

Address | 
State | 
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Board Chr. Elected 
By American Health 


VAN HORN SUCCEEDS STONE 
Baltimore Co. Also Named W. Lee 


Meehan, Treas.; J. Francis Ireton, 
Sec’y., and Leonard Jessen, Contr. 
Van Horn has been elected 
board of American 
Jaltimore. He 
directors’ 


Henry L. 
chairman of the 
Health Insurance Corp., 
was named at the board of 


VAN HORN 


HENRY L. 


annual meeting to succeed August F. 
Stone. 

Mr. Van 
board of 
Baltimore, is 
and casualty insurance field. 

He is a native of South Dakota and 
during 1927, was admitted to the practice 


of law in South Dakota. In 1941, he was 
admitted to practice as a Certified Public 


also chairman of the 
Fire Insurance Co., 
known in the fire 


Horn, 
Calvert 
widely 


Accountant in New York. He is a mem- 
ber of the American Bar Association and 
the American Institute of Certified 


Public Accountants. 

Charles C. Greene and Charles T. 
Crossfield of Baltimore, were elected 
as new members of American Health’s 
board. Messrs. Greene and Crossfield 
are also directors of the Commercial 


Credit Co., Baltimore. — 
W.. Lee Meehan, vice president of 
American Health since 1953, was also 


elected treasurer. J. Francis Ireton of 
the law firm of Muecke, Mules & Ireton 
was elected secretary and Leonard 
Jessen was elected controller. 


Phoenix of London Offers 
Mortgage Disability Cover 


Policyholders in most states insured 
under any of the-residence package 
policies issued by the Phoenix of London 
Groun will soon be offered mortgage 
disability insurance in a companion 
policy. it is announced by John R. Robin- 
son, chief executive officer of the Group. 

The homeowners mortgage disability 
policy will continue monthly mortgage 
payments, after a 15 or 30-day waiting 
period, should the insured be unable to 
work because of accident or illness. Pay- 
ments may continue for up to five years, 
regardless of salary continuation or other 
benefits. 

An intensive sales campaign has been 
lauched by the Phoenix of London, em- 
ploying the techniques of package policy 
merchandising. According to Philip Cross, 
A. & S. superintendent. MDP will in- 
volve no individual classifications; physi- 
cal examinations will not be required: 





and the rating will be simplified and 
timesaving. 

FIELD AUDITOR NAMED 
Ronald J. Piersante has been ap- 
pointed field auditor at the Dallas 


branch office of Standard Accident. He 
joined the company last year. 





STUDY AGED HEALTH PROBLEMS 


HIF—Nat’] Opinion Research Center See 
Over Seven Visits to Doctor 
Annually by Over-65’s 

“Aging people inevitably face special 
health problems, and most older peopie 
have health problems that bother them 
to some extent,’ Health Information 
Foundation reports. About 85% of the 
persons in the over-65 age group inter- 
viewed recently in a Foundation-spon- 
sored survey said they had had ‘some 
health complaint or other illness which 
bothered them within the previous four 


weeks. 
The study was made in cooperation 
with the National Opinion Research 


Center of the University of Chicago, in 
which a random cross-section of the 
U. S. population 65 and over were inter- 


viewed at length about such items as 
their health, living arrangements and 


income, 

Persons 65 and over were found to 
average 7.6 visits to doctors a year per 
capita—about two visits a year more 
than the average for all age groups in 
this country. The survey also showed 
that almost two out of every five older 
persons had not seen a doctor during 
the previous 12 months, and 10% of the 
group hadn’t been to a physician in 
five years or more. 

Only one out of every three persons 
interviewed who had a health complaint, 
however, had told a physician about it. 
“Economic factors seem to be a relatively 
minor element in this reluctance to see 
a physician,” said George Bugbee, 
Foundation president. Even though in- 
comes are generally lower among the 
older age groups, only 3% of all persons 
65 and older said they had delayed con- 
sulting a physician because of the cost. 

Another reason why some older people 
fail to seek medical attention Mr. Bugbee 
continued, “may be a feeling that visit- 
ing a doctor or a hospital is tantamount 
to acknowledging an inability to cope 
with the inevitable illnesses of old age.” 





INA HONORS LEWIS RICHEY 
Stellwagen and Crawford on Hand for 
Testimonial Dinner to Veteran 
Cincinnati Manager 
Lewis P. Richey, manager of Indem- 
nity Insurance Co. of North America’s 
Cincinnati service office, is retiring after 
32 years with the company. Kenneth 

Desch will assume the managership. 
Although retiring as manager under 
INA’s regular retirement program, Mr. 
Richey will continue to serve INA in the 
Ohio area as executive assistant, with 
responsibilities in the legislative and 
public relations fields. His headquarters 





will be in Columbus. 
The widely known Ohio insurance 
figure was presented a_ silver bowl, 


replica of a Paul Revere original, at a 
testimonial dinner at the Columbus Club 
attended by leading Ohio insurance 
agents and Indemnity officers from INA 
world headquarters in Philadelphia. 

The latter were: Herbert P. Stell- 
wagen, executive vice president, and 
vice presidents James M. Crawford, 
Richard G. Osgood and R. S. Robins. 

Mr.°Richey’s son, Philip, who is in the 
insurance business in Atlanta, Ga., flew 
to Columbus to attend the _ testimonial 
to his father. 

A veteran of 40 years in insurance Mr. 
Richey served Indemnity as special agent 
and state agent before being promoted 
to manager of the Cincinnati service 
office in 1955. He is a member of the 
advisory committee of the Association 
of Casualty and Surety Companies and 
a trustee of the Ohio Assigned Risk 


Plan. 





ASIM TO HEAR HARRY A. GAIR 

The April 23 luncheon meeting of the 
New York Chapter American Society of 
Insurance Management at the Sheraton- 
McAlpin will have as guest speaker one 
of the best known plaintiffs’ trial lawyers 
in the country, Harry A. Gair, of Gair 
and Gair, New York. Mr. Gair will 
discuss the question “Has the Price of 
Justice Become Too ‘Costly ?” 


‘Co., Reading, Pa. 
:‘ment was announced by Harold G. Evans, 


Suits Against Doctors 
Hit $50 Million a Year 
SATEVEPOST ARTICLE SAYS 


Writer Milton Silverman Sees Doctors 
Asking Patients to Insure 


Themselves 
Milton Silverman in a report on 
“Medicine’s Legal Nightmare” in the 


April 11 issue of The Saturday Evening 
Post describes malpractice suits against 
doctors and hospitals which cost up 
to $50 million a year. 

Suits for X-ray burns, damaged nerves 
after injections, “lost instruments” after 
abdominal surgery, broken hypodermic 
needles, paralysis after spinal anesthesia 
and similar injuries are being filed at 
the rate of at least 6,000 to 9,000 annually. 

The acceleration in malpractice suits 
has, to a large extent, paralleled the 
nationwide rise in automobile- accident 
claims and personal- injury litigation of 
all kinds, it is related, with juries in- 
creasingly inclined to award higher and 
higher judgments to the claimants. 

“But in malpractice,” Mr. Silverman 
says, “medical experts insist that many 
of the suits have been filed—and won— 
without any clear sign vot negligence on 
the part of the doctor.” 

The change in malpractice insurance 
is lean to reflect the growing serious- 
ness of the problem. About 30 years 
ago most physicians ignored it as totally 
unnecessary or took out a policy costing 
$20-$30 a year. Today only the most 
foolhardy physician would practice with- 
out it and protection coverage runs 
to over $100,000. ; 

Meanwhile, premiums have jumped as 
much as 100% and now may cost $400- 
$600 a year and more. And some insur- 
ance companies, claiming that their 
losses in this field have been too high, 
are reported to have stepped out of the 
medical-malpractice business, says SEP. 

This turn of events has caused doctors 
and some lawyers to propose that a new 
form of insurance be established, a type 
taken out and paid for by the patients 
themselves, somewhat like air-travel in- 
surance. 





Richard Fischer Named VP, 
Gen’! Manager of ACCO 





RICHARD FISCHER 


Richard Fischer, 39, has been named 
vice president and general manager of 
ACCO Inc., the wholly owned financing 
subsidiary of the American Casualty 
Mr. Fischer’s appoint- 
president of both American Casualty 
and ACCO Inc. 

A native of Leonia, N. J., Mr. Fischer 


N. J. Blue Cross Study Plan 


(Continued from Page 39) 


pital costs, it suggested hospitals make 
greater use of centralized purchasing and 
specialization of equipment among hospi- 
tals, and that industry, which pays a 
large percentage of the fees for Blue 
Cross subscribers, might lend experts to 
study the efficiency of operation of high 
cost hospitals. 

Although suggesting that there may 
not be any very high degree of over- 
utilization of hospitals, the report urged 
the co-operation not only of the public, 
but of the medical profession, in cutting 
down on unnecessary hospital admis- 
sions. “The individual doctor,” the com- 
mittee aserts, “is right on the firing line 
in this battle to lower Blue Cross rates, 
—his greatest weapon is to say the one 
word ‘no’ to the patient who desires an 
unnecessary stay in a_ hospital just 
because Blue Cross will pay for it.” 

The committee suggested that steps 
be taken to stop the making of money 
out of hospitalization because of dupli- 
cation of hospital insurance coverages, 
It recommended that a system of pro 
rata payments among Blue Cross and 
commercial insurance companies be 
worked out, just as it is in fire insurance 
where an insured cannot collect twice for 
the same loss, no matter how many in- 
surance policies he may have. 

The report noted that hospital en- 
dowments are shrinking and emphasized 
that Blue Cross does not repay hospitals 
for capital expenditures for new buildings 
and equipment, except to a limited extent 
through a 7% capital expenditure allow- 
ance and a 2% repair and maintenance 
provision. It suggested a publicity cam- 
paign to acquaint the public with the 
fact that money to finance improvements 
must continue to come from voluntary 
contributions to the hospitals. The com- 
mittee also felt that Blue Cross was 
thrown into the center of a controversy 
over the failure of county governments 
fully to compensate hospitals for the 
care of indigent patients. It recom- 
mended that strong efforts be made to 
encourage county officials to appropriate 
sufficient funds to cover the full costs 
of hospital care for the indigent, so that 
both Blue Cross and the hospitals may 
be relieved of this vexatious problem. 


On Indemnity, Coinsurance, Deductibles 


Because they are contrary to the prin- 
ciples under which Blue Cross has oper- 
ated in New Jersey, the committee was 
not in favor of adding the features of 
indemnity, co-insurance and deductibility 
to the present contract. The majority of 
the group, however, suggested that Blue 
Cross offer in addition a second type of 
contract, which would include these 
measures, to those to whom lower rates 
would be more important than the wide 
coverage the present New Jersey Blue 
Cross contract affords. 

Commissioner Howell expressed his 
appreciation of the committee’s work and 
is arranging for it to proceed with 
further exploration of the New Jersey 
phases of the study with the likely addi- 
tion of one or two members or staff 
assistants possessing specialized knowl- 
edge in one or two areas of its study. 

The Commissioner promised serious 
consideration of specific recommenda- 
tions contained in the report and De- 
partmental action where necessary. 





formerly was manager of the midwest 
department of AFCO Inc., in Chicago, 
Ill. Prior to that, he was home office 
administrative assistant in New York. 

He has been in the premium finance 
field since 1939, having started in that 
year as assistant branch manager for 
First Bancredit Corp., in St. Paul, Minn. 
He served for four years in the U. § 
Army during World War II and received 
the Purple Heart. He attended New York 
University. 

As vice president of ACCO Inc. Mr. 
Fischer will be responsible for the opet- 
ation of this company which handles 
the financing of insurance premiums 10 
agents of the company Group. He wi 

make his headquarters in the American 
Casualty home office building. 
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Easy steps to quick sales 


HOMEOWNERS 
MORTGAGE 
PAYMENT 
LIFE 

AND 
DISABILITY 
POLICIES 


... specially designed for independent agents 
by Life Insurance Company of North America 


Increase profit from your property accounts with no extra _ exclusive! Acceptable risks bound on the spot, simple one- 


effort—a natural tie-in with Homeowners property policy. _ page snap-out app, simplified and progressive underwrit- 
Homeowners Life and Disability provides funds for mort- ing, Non-Medical up to $15,000 for age 35 and under, 
gage payments in the event of insured’s death or total dis- flexible limits. Earn more per hour without increasing 
ability. It's a Life Insurance Company of North America overhead—return the coupon for complete information. 


INSURANCE BY NORTH AMERICA 


Insurance Company of North America * Indemnity Insurance Company of North America + Life Insurance Company of North America + Philadelphia 


Mr. Rex Anderson, Vice President 
Life Insurance Company of North America, 1600 Arch Street, Philadelphia 1, Pennsylvania, Dept. 4-D 
Yes, I want more income. Send me information on selling the Mortgage Payment Life/Disability policies. 


Name 





Agency 





Address 
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Bennett Cerf and Henry Moyer, Jr. collaborate 
on a Profit Sharing Plan for Random House 


NEW ENGLAND 














Big moment for “Buck” Hubbard and Eriez 


as insured pension plan is launched 
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$456 Billion Beckons Go-Getters 
Life Insurance 






New England Life agent Big Selling Job 
subject of eos meres Bf aoe 
feature article 
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Princeton (35) and Yale (34) see eye-to-eye 
on retirement plan for Taylor Drug Stores 
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Jack Langan discusses additions to 
Inter-County’s pension plan 








1k Street, B a 
A BETTER LIFE FOR YOU 
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Dick Weldon discusses a '50,000 increase 
in business insurance for Parker-Soper, Architects 





21 Dick Weldon had sever even persons | 












NEW ENGLAND 
CLUB ESS 








ee ADs have appeared recently in leading 
college alumni magazines throughout the coun- 


ee try. They demonstrate the scope of the service 


performed by a New England Life agent. You 
will agree, we hope, that they encourage a broader 
appreciation of the varied uses of life insurance, 
and add to the stature of the life underwriter in 
the eyes of a prime market. New England Life has 
been advertising to this market since 1941. 


NEW ENGLAND 
Mil LA FE Pee ee 


THE COMPANY THAT FOUNDED MUTUAL 
LIFE INSURANCE IN AMERICA — 1835 






































Gr 


Londor 
Woul 
In |] 


TO RI 


Miller 
Nole 
N 


The C 
with wo: 
the Nor 
surance 
Scotland 
week ple 
to retail 
mercial 
£158,000, 
is said, t 
bined ¢ 
assets e@> 
000, and 
is repor 
insuranc 
Harry 
ney of 
William 
of Nort 
Wednes 
Elizabet 
of the ty 
merger 
about 45 
$125,000, 


except | 


The C 
trols th 
Union / 
General, 
antee C 
the An 
Commer 
Californ 
cisco an 

In tk 
British 
British 
Fire, Co 
cantile « 
While 
given fc 
observer 
effect m 
the Uni 
panded : 
operatio: 
British 
insurers, 
Writing 
ments a 
improvir 
been ma 
Under 
cal Uni 
shilling 
tach fou 
dlus a 
(70 cent 
mon sha 
share e3 
% pref 
lish 4% 
——_—_ 
Fire Dey 
Brokers 
Marine | 
Casualty 
Acciden 


—- 








